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SCHOOLMASTER SM-240 


>... P| 


America's Schools Need ™ 
1 “limes their Preseat hight 


Sehoof lighting is BIG business. School executives know the gverage \merican 
School needs seven times its present light. Conservatatsy estimated, there will be 
more than 6.000.000 new fixtures sold to schools during the next five years. 

The Leader “Schoolmaster” fluorescent fixture has been especially designed and 
engineered for school roomyfuse. Every factor for correct lighting has been carefully 
9A H4y 

incorporated. Added 4 it hich lighting efficiency is the optional feature ae A 


built-in germicidal lamp that successfully combats air-borne bacteria without 


fear of injury to students’ eyes. Vi 


Only the best electrical wholesalers and contractors 
distribute and install Leader fixtures. Get the “School- 
master” story from your Leader representative, or write 


ADER ELECTRIC COMPANY 


3500 N. KEDZIE + CHICAGO 18, ILLINOIS 
‘EST COAST FACTORY * 2040 LIVINGSTON ST., OAKLAND 6, CALIF. 











ELECTRICAL WHOLESALERS— Ads like this are appearing in who use or specify fuses to buy New Economy “Time-Delay” 
magazines with over 200,000 circulation, directing men Fuses and Links from you. Are your stocks complete? 


e L puniic LiBRARY 
EC 15 1947 | 


DETROIT 

















—— 











\ ; 
Economy “Time-Delay” Renewal Links 
allow maximum blowing time on start- | 
ing and overloads within the 135% to 
200% range where most overloads 
occur, thus preventing unnecessary 
blows and costly sfoppages. 


~ How “TIME-DELAY” Links Operate 


Areas A and B are calibrated to control flow 
of current, so as to meet the maximum of all 
requirements of the “Standard for Fuses”. 





Area A consists of sections or bridges which 
control flow of current to sections C, which 
absorb heat and result in time delay. 


Area C consists of heavy cross section zinc 
to absorb excess current, allowing maximum 
blowing time on starting loads and overloads. 


See your Electrical Wholesaler. 
/ 


/ 
/ 


SEND FOR NEW CATALOG 


EGONOMY FUSE AND MEG. CO,, 2717 gueenwew ave, cuicaso 14, wLinois ser¥seeerns.e 
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—SYLVANIA‘S EXCLUSIVE 
INDUSTRIAL FIXTURE FINISH 
THAT PROTECTS AGAINST HIGH 
HUMIDITY CONDITIONS 


The exclusive finish assures unequalled reflection 
factors and amazing resistance to the ravages of 
high humidity atmospheres, and other conditions 
detrimental to industrial fluorescent fixture life. 
Sylvania’s unique weatherizing process for its en- 
tire industrial fixture line gives over-all protection 
as never before. 


to Tustall / Easiest to Wacntaial 















. As 








ok iy Wi in sides of top-housing for chain hanging Not necessary to remove a single nut or screw to 

: "ch HF-100 a cinch to install. Practically full- change starters or lamps! Reflector demountable by 

: ing along both sides of top-housing for a twist of the wrist! That’s the kind of industrial 

jour g with Slide-Grip Hangers. Eight knockouts fluorescent fixture you want to handle. Complete with 
ki ‘t easy for stem mounting. two 40-watt Sylvania Fluorescent Lamps. 


SYLVANIA 


REAM OBES GEN LAMPS, FIXTURES, WIRING DEVICES; ELECTRIC 


os a8 jae : Sista ES Sa ee Ae SERRA ES 
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LIGHT BULBS; RADIO TUBES; CATHODE RAY TUB 
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NQB CIRCUIT BREAKER— 
PANELBOARDS FOR 























NQB lighting panelboards, using 
the new ML A.C, breakers are available TYPE ML A.C. Single Pole Breakers, Form Q 


in double-row, single-pole breakers up 15 to 50 Amperes for Alternating Current Systems 
to 42 circuits; also in single-row, column- 
type up to 32 circuits. 


@® These new NOB panelboards are equipped 
with the new, highly efficient, Square D ML 
A.C. thermal-magnetic circuit breakers. The 
unique coilless magnetic tripping mechanism 
built into ML breakers causes them to open 
instantly on moderate as well as heavy short 
circuits. They are specifically designed for use 
on alternating current systems. 


ML A.C. BREAKER FEATURES 


1 Mechanism is completely enclosed in a 8 Coilless magnetic-trip element 
sealed, compact, molded bakelite case 9 Load terminal 








— tampering and for meximum 46 main spring (concealed) provides PANELBOARD FEATURES 
positive contact pressure and stron ae 
2 Narrow slot for edgewise-contact arm mechonism action ° poe ong allay yr me 
aetes are ater 11 All steel parts are rust-proofed to 
3 Arc-chamber vent screen prevent corrosion e eo esi eke are 
e wi or surface trims. 
4 Arc-suppressor chamber 12 Bimetal adjustment screw (sealed) eupemitins a ' 
5 Silver tungsten contacts brazed to 13 Bimetal for delayed trip e Narrow a gona 
contact arms and plates : : , is ing in web of structural stee 
, P 14 Solid, high strength, high conductivity esluntin have wetuae trent with 
6 Bearing surfaces are hardened cadmium copper edgewise contact bar hinged door .. . can be furnished 
fo reduce weor 15 Strong cross-section molded with special extension wiring 
7 Stainless steel sensitive latch bakelite handle channels. 


Write for information on NQB Panelboards. 
Square D Company, 6060 Rivard Street, Detroit 11, Michigan. 


SQUARE J) COMPANY 


DETROIT . MILWAUKEE ° LOS ANGELES 















SQUARE D CANADA, LTD., TORONTO, ONTARIO + SQUARE D de MEXICO, S.A., MEXICO CITY, D.F. 
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CHANGE OF ADDRESS 
McGRAW-HILL PUBLISHING COMPANY, INC. 
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EDITORIAL AND EXECUTIVE OFFICES, 330 WEST 42ND ST., 
NEW YORK 18, N. Y. 
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: : sat subscription. 
and Treasurer; Netson Bonn, Director of Advertising; Eucene DuFFie.p, ° 
Editorial Assistant to the President; JosepuH A. Gerarpt, Secretary; and J. E. 
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12). Published monthly at Chicago, Dlinois; price 25c a copy. Return postage guaranteed. 
Allow at least ten days for change of address. Subscription rates—United States and U. 8S. 
possessions, $2.00 for one year $3.00 for two years; $4.00 for three years. Canada, $3.00 
for one year; $5.00 for two years; $6.00 for three years. Pan American Countries, $5.00 
for ene year; $8.00 for two years; $10.00 for three years. All other foreign countries, $15.00 
for one year; $25.00 for two years; $30.00 for three years. Please indicate position and 
company connection on all subscription orders. Entered as Second Class Matter March 25, 
1947, at the post office at Chicago, Illinois, under the act of March 3, 1879. Cable address 
*‘McGraw-Hill, New York.’’ Member of A. B. P. Member of A. B. C. Copyright, 1947, by 
McGraw-Hill Publishing Co., Inc.--All Rights Reserved—330 West 42nd Street, New York 18, 
i BRANCH OFFICES: 520 North Michigan Ave., Chicago 11; 68 Post Street, San 
Francisco 4; Pacific Finance Bldg., 621 So. Hope St., Los Angeles 14, Calif. : Aldwych House, 
Aldwych. London W. C. 2; Washington 4; 17th & Samson Sts., Philadelphia 8: 708-9 Oliver 
Bldg., Pittsburgh; Cleveland 15; Detroit 26; St. Louis 8; Boston 16; Atlanta 3, Ga. 
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For quick Rome service to you — 6 warehouses 
and 18 sales offices strategically located 
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Here’s how Rome Cable is set up 


to Serve You 


These you can always get from Rome Cable. 
Rome’s management is organized to act! 
That's why you don’t have to wait weeks on 





Naruratty you like to be able 
to tell your customers “‘if’’ and “when” and 
“what” you can deliver. That type of service 
builds plenty of prestige and profitable busi- 
ness for you. But to do that you must have 
quick and firm decisions from your suppliers. 


policy or delivery decisions from Rome. That's 
why you can get fast “yes” or “no” or “when” 
answers from Rome offices. And that’s why 
Rome can help you to help your customers. 

Yes, Rome Cable is all set to serve you... 
promptly and intelligently. 
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All the power fora fluorescent lamp goes through 
the ballast. If the lamp is to deliver its full rated 
life and full light output, the ballast must be not 
“just a transformer,’ but an accurately made 
piece of equipment, with permanent electrical 





characteristics tailored to the voltage and cur- 
rent requirements of the lamp under both start- 


£1 escent ing and running conditions. 
wor General Electric, maker of lamps, ballasts, 
starters, cable and lampholders, is well aware of 
bellests this interdependence. General Electric ballasts 
are designed, built, and tested for permanent, 
matched characteristics. 








BALLASTS 
The operating characteristics of General Electric ballasts are uniform, CABLE 
permanent, and accurately matched to those of standard fluorescent lamps. Proce 
This — plus the reliability and quietness of these ballasts—can go a LAMPHOLDERS 
, . ; for 
long way in making friends for your fluorescent fixtures. DEPENDABILITY 
Apparatus Department, General Electric Company, Schenectady 5, N. Y. sienoenemanaitatittins 


GENERAL @ ELECTRIC 


412-10 
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Today there is a decided trend to the Colonial. 
‘ The current Virden interpretation is in the fine 
spirit of simplicity, dignity and good taste that 
characterized this period in American history. 
Thousands of home builders will discover in these 
new fixtures the delicacy and restraint that pro- 
} claims their authentic ancestry, plus a completeness 
that meets every modern lighting situation. 







olonial 
by A 
VIRDEN 





From the new Virden Catalog, soon to be available. 
See your Virden distributor. 





ee TR es 
. 


John C. Virden Company ° Cleveland, Ohio 
Wember A?¢merican Wome Lighting Vustitute 
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safeguard continuous production 
by instant warning of abnormal conditions 


KYIV OPUS 


Pilot lights give visual indications of normal and abnormal temperature, 
pressure, liquid level, speed, load or other conditions. 


Bell or howler can be used to give an audible signal, Ai single bell 
or howler can serve any number of Visularms. 


Flashing light instantly directs attention to the proper control station. 


Reset-Test Switch. “Reset” position silences audible signal and 
changes flashing light to steady until normal operation is restored. “Test” 
position permits periodic check of each element in the Visularm. 


Compact and easy to install. occupies little space on the con- 
trol panel. Only requires round drilled holes. 


Accessible ..+-+ all actuating devices are on a factory-wired, jack- 
mounted plate which can be quickly removed for servicing and a spare 
can be inserted to maintain operation. 


Flame-tight threaded joints on all openings... give maximum 
protection with quick and easy access. 


Two-light and three-light Visularms are available; any number 
can be mounted in either vertical or horizontal rows on a control panel. 
Listed on new Pages 12L through 12P, Section 85, Condulet Catalog 2500. 


CROUSE-HINDS COMPANY 
Syracuse 1, N. Y. 










Front View of the Panel Illustrated 
Above with Three 3-Light Visularmg 
Mounted in a Horizontal Row. 


*CONDULET is acoined word regis- 
tered in the U.S. Patent Office. It 
designates a product made only by 
the Crouse-Hinds Company. 


A 
Nationwide 
Distribution 

Through Electrical 
Wholesalers > 


Ottices Birminghom - Boston - Bulfalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit — Houston = Indion 1c polis 
Konsos City —- Los Anaeles — Milwaukee — Minneapolis — New York — Philadelphia — Pittsburgh — Portland Ore —Son Francisco 


Seattle=St Louis- Washington Resident Reprecenten ves Albany - Atlanta — Charlotte - wred ge Richmond, Va 


CROUSE HINDS COMPANY OF CANADA _LTD_ Main Oitice and Plan OR 
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RAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 











WHEN 


10 


7 


Rs 


non-metallic Be sable N 


HAZASHEATH. The coated copper conductors 
are insulated with a strong, resilient wall of moisture- 
resistant Submarine rubber. Over this goes a tightly 
wound protective tape. The outer sheath is a thick 
jacket of Hazaprene, compounded with neoprene, and 
mold cured under heavy pressure. This Hazasheath 
Jacket resists oil, acids, moisture, chemicals, and 
mechanical damage. 


SAVE INSTALLATION TIME 
..- LOWER COSTS and 
ASSURE LONG, CONTINUOUS SERVICE 





ARMORTITE. The conductors are also first insu- 
lated with that tough, long-aging, moisture-resistant 
Hazard Submarine rubber compound. Then several 
layers of age-resisting, leather-like tape, plastic seal- 
ing compound and saturated jute coverings give 
Armortite its outstanding non-metallic protection 
that has set records for long, trouble-free under- 
ground cable service. 


Having no lead sheath or steel armor, Hazasheath and Armortite cables are 
light in weight, simple, quick and easy to install directly in the ground. The 
necessary protection for underground installation is built into these cables 
themselves. When planning circuits for power, street lighting, airports or 
athletic fields, let your Hazard representative help you select the proper cable 
for the job. Hazard Insulated Wire Works, Division of The Okonite Company, 


Wilkes-Barre, Pa. 


HNZASDE 


insulated wires and cables for every electrical use 
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YOU GO UNDERGROUND....REMEMBER 
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Well, see for yourself! 


@ See how the built-in lock washer locks the husky screw tight 
and solid against the curved saddle. 


@ Note how the curved saddle is designed to hug the cable 
tight against the curved barrel, both saddle and barrel being 
serrated for double extra assurance of tightness. 


@ Also note that the smooth saddle and bushed bore of the 
barrel are designed to exert equal pressure contact all- 
around, at all times retaining the original shape of the 
cable and preventing any damage to the strands of the con- 
ductor. 


These Lock-Tite Lugs, like all other T&B Products, are sold only 


iii through T&B Electrical Wholesalers. 
Encircling pressures 















All T&B Lock-Tite Connectors are now Cadmium Plated—at no 
extra cost—to accommodate the new aluminum building wires, 
as well as copper. 
The Thomas & Betts Co. 
INCORPORATED 
MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 
ELIZABETH |, NEW JERSEY In Canada: Thomas & Betts Ltd. Montreal 








iin —<_ 
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The FACTORY needs clear, fast-seeing, rugged light- 
ing equipment that speeds production, reduces acci- 
dents, and minimizes maintenance. GUTH Mazelites,* 
with tough 300° WHITE Reflectors, have an 85% 
lighting efficiency. The ribbed construction and bump- 
proof ends add the vitally needed durability. 





The OFFICES want modern, attractive, evenly-distri- 
buted illumination that reduces errors... keeps workers 
comfortable and happy. Beautiful GUTH Aristolites 
deliver uniform, diffused light to the working surface, 
without fatiguing glare or distracting contrasts. 


The SALESROOMS require high levels of brilliant 
light to enhance the attractiveness of the finished 
products, and present a cheery, inviting appearance. 
GUTH Trucolites* direct intense lighting downward to 
give the merchandise sparkle and eye-appeol. 





For full details about GUTH Lighting 
Write today 


*Trade Marks Registered 


rar a) # oe 


= THE EDWIN F. GUTH 
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NOW’S THE TIME TO MAKE MORE PROFITS... 
WITH G-E SUNLAMPS AND G-E HEAT LAMPS: 


BAD WEATHER <i COUNT ON COUNTER CARDS! 
MEANS GOOD BUSINESS! 


Now’s the time to get your 
a >: : = Now that cold, blustery General Electric displays up 
ZA - LF YW). 2A winter weather is here, more (ifyouhaven’talready). Make 
<> . Ses sure everybody sees those 

~ beautiful full-color counter 
cards featuring G-E Sunlamps 
and G-E Heat Lamps. They 
stop ’em and sell ’em. 


people than ever will go for 
the indoor sunshine and 
soothing, comforting warmth 
of G-E Sunlamps and G-E 
Heat Lamps. And they’ re pre- 
sold by G-E Lamp ads in 
LIFE and the POST. 








LET 'EM KNOW YOU'VE GOT 'EM! TELL MORE TO SELL MORE! 
You can bring more General — 
Electric Sun and Heat Lamp 
prospects into your store by 
using G-E ad mats in your 
local newspapers. They help 
you tie in with G-E national 
advertising — let people tell customers all they want 
know they can buy G-E lamps to know about these bene- 
in your store. ficial lamps. 


Brush up on the sales points 
for G-E Sunlamps and G-E 
Heat Lamps. And make good 
use of the new General Elec- 
tric handout folders and en- 
velope stuffers to help you 









G-E REFLECTOR 


38999 


A “private sun” for 
every family! Tans 
anyone who tans 
penne Conven- 
ent, portable, easy to 
use. Self-contained. 
Fits ordinary AC 

ets. — pro- 
vide vitamin D. Every 
sale means a 


profit! 
G-E STANDARD Infrared HEAT LAMP 


G-E LAM Pe aa 


GENERAL@ELECTRIC — jaesureic 





iy ey gare 
glare. Resists breakage from $9995 


splashing water. Now only .. 








‘e ome 
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in bracket and hold O60 
position until nails are driven. “NM” 
clamp affords complete protection to 


: ; 4, bes itch and Outlet B 
the cable and provides entrance vo box IP MANO) Swyrtch an utlet Boxes 


is projection welded—knockouts are 
“Pri-Out’” equipped. ; 
Electrical contractors ... wholesalers and salesmen... builders and 


architects—they ALL prefer the RACO line of switch and outlet 
che boxes. This nation-wide preference has been built throughout many 
years on the solid foundation of QUALITY, DEPENDABILITY, 
and COMPLETE breadth of line. There’s a sturdy RACO box in 


/ ay | black enamel or galvanized finish for every need. Send for Raco 


catalog. 


A-S-E STEEL PRODUCTS FOR MANY USES 
STEEL OFFICE FURNITURE » WARDROBE, STORAGE, AND COMBINATION 
CABINETS - CLOTHING LOCKERS + INDUSTRIAL EQUIPMENT FOR FASTER 
MATERIALS HANDLING - FROZ-N-FOOD LOCKERS - ELECTRICAL OUTLET 


RACO PRODUCTS ARE LISTED BY AND SWITCH BOXES. 
UNDERWRITERS LABORATORIES, INC. 


ALL-STEEL EQUIPMENT INC., 300 Kensington Avenue, Aurora, Illinois 


) A Complete Line of Switch and Outlet Boxes 


ALL-STEEL PRODUCTS ALL —-STEEL EQUIPMENT INC. 
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On more and more bills of materials, you'll 
find Alcoa E. C.* Aluminum Wire and Cable— 


as your customers discover the lower over-all 





job costs it makes possible. It gives them every- 
thing they want in electrical conductors. It 
gives you a big, new source of profits. 

Wire and cable of Alcoa E. C. Aluminum 
is ready, in required sizes and types of 
insulation, for established wholesalers to 
stock and sell now. Alcoa 4-color pages in 
The Saturday Evening Post are telling all 
America about it. Contractors, architects, in- 


dustrial plant engineers, and utility men are 


Tell your customers 


THE BIG 
DIFFERENCE 


1s IN 


when your customers 


FIGURE IT iN 
ALUMIN 


ALCOA 


Op Oty, 


UM 


getting the facts on it from leading trade 
publications. This wire and cable presents: 


NO PROBLEMS of Availability 

NO PROBLEMS of Conductivity 

NO PROBLEMS of Joints and Terminals 
NO PROBLEMS of Conduit Layouts 


Leading manufacturers of insulated wire 
and cable are using light, strong, conductive 
E. C. Aluminum—amiles of it—calling it “the 
conductor of the present and future”. Ask 
your supplier. Or write ALUMINUM CoMPANY 
oF AMERICA, 1442 Gulf Bldg., Pittsburgh 19, Pa. 









*E. C.: Electrical Conductor Aluminum 





ALUSAIN UDA fF 














Mash 
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FOR ELECTRIC WIRE AND CABLE 
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— HUSKY 


HAND MODEL No. 104 4 QT. SIZE 


eeeeeeeacoea ee eee eee eeeeeeeeeeeeeeeeeeeeeeeeeee 
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DOLLY MADISON +2 


ELECTRIC MODEL No. 404 40T. SIZE Tea 


eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee eee | 


add the money-making Porter line. 









tora hae. _ coe 


Export Sales Department ¢ 201 North Wells Street ¢ Qhicago 6, Illinois * Cable Address: CHASIHO 
i 
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- are the feature-packed freezers made by the 79- pon Ahan A ee nth sl 
year old J. E. Porter Corporation . . . They’re Ameri- sree mec dar ty 
ca’s first choice for eye-appeal, for performance, and for pom ep mg oy mage 
popular price. . . Yes, extra profits are yours when you inane as 





| ER CORPORATION 
| OTTAWA, ILLINOIS 


_ MANUFACTURERS OF AMERICA'S FAVORITE ICE CREAM FREEZERS 7 





~ 
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Cutler-Hammer Engineered and 
Manufactured to Cutler-Hammer 
Standards of Dependability. 


This new small size Multi-Breaker measures 
only 5” x 7”, yet has 4 poles, with circuit ratings 
of 15, 20, 30 amperes, and has thermal and 
magnetic trip heretofore found in industrial 
type Multi-Breakers. The magnetic trip oper- 
ates instantly on short circuits. The thermal trip 
holds on harmless overloads. 


The two top or two bottom poles can easily 
be connected for double pole circuits by using 
the tie bars provided. 

The Cutler-Hammer MO 4 Multi-Breaker is 
available for flush or surface mounting. It is 
engineered and manufactured throughout to 
world famous Cutler-Hammer standards mak- 
ing it unusually rugged and dependable. 


There is a wide market for the Cutler-Hamme 
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TYPE Mo4 @ Muu $ 
VOLTS 120 240 00 tains 4 
att BREAKER amp IM Marci 


1© RESTORE Stevi: Paty 


NANOLE 15 tx rete 
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MO 4 Multi-Breaker in new housing of every 
type, stores, homes, offices, factories, schools 
and shops. In some cases the MO 4 canbe used 
as a service entrance switch, in other cases as 
load center protection. Feature and show the 
Cutler-Hammer MO 4 Multi-Breaker at every 
opportunity. CUTLER-HAMMER, Inc., 1327 
St. Paul Avenue, Milwaukee 1, Wisconsin. 


—— 


CUTLER“-HAMMER 
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WIRE AND CABLE INSULATION MADE FROM 


GEON (istics 


seasons why you should shecily 





for industrial, domestic, manufacturing and utilities wiring 





Resistance to ozone, wear, sunlight, water, chem- 
icals, and most other normally 
destructive factors 


14 colors including NEMA standards 
More conductors in a given space 

Excellent electrical properties 
Thin coating of insulation 


Ease of handling 





Be sure to specify wire or 
cable insulated with GEON 
in order to get a/l/ these 
advantages. Or, for infor- 
mation regarding special 
applications please write 
Department K-12, B. F. 
Goodrich Chemical Com- 
pany, Rose Building, 
Cleveland 15, Ohio. In 
Canada: Kitchener, Ont. 


Easy stripping 






Light weight 











B. F. Goodrich Chemical Company .. 















cn cnem 


A DIVISION OF 


B F GOODRICH COMPAN 


GEON polyvinyl materials * HYCAR American rubber * KRISTON thermosetting resins * GOOD-RITE chemicals 
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in more ways than one 





can be utilized for standard @ ; . Dusitite Type for Class I, Groups - 
Column Type Panelboords, or... “ ? F & G Hazardous Locations. 





Column Type Panelboards save wall and 
aisle space by mounting between flanges of “H” 
columns, and reduce voltage drop with shorter 
branch circuit runs by locating in center of area 
controlled. 


Available now, in standard or dust-tite construc- 
tion with @) Thermag or Dublbrak Circuit Break- 
ers, 4 to 42 branch circuits, 15 to 50 amperes ca- 
pacity, for 3 or 4 wire mains. Write for Bulletin 301. 


Fc 1k o€dam Electric Co. 


ST. LOUIS 13, MISSOURI 
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cael and hres 


pure 0 tag 








ed Plastic; double- 
plaster ears; 
ier wiring, 


Heavy mold 
sided contacts; 
designed for eas 
quicker installation. 


No. 120 . 
10A- 250V SA 
Available in Ivory - 
Brown Molded Plastic 


. weight approx. 
(Shiga #9 


Molded Plastic 
(Shipping weight approx. 
170 \bs. per 1000) 


Ivory and Brown 


FLUSH PLATES 





























immediate 








FIRST QUALITY HEAVY PLASTIC—WILL NOT WARP 





Each plate packaged in an individual envelope 
complete with metal screws. 





Approx. shipping wt. per 1,000: Singles 44, Doubles 80#, Triples 1IS# 








WE SUPPLY ELECTRICAL WHOLESALERS AND JOBBERS ONLY 





Samples sent upon request. 
Terms: Less 2%, 10 days, F.O.B. Los Angeles 





PLACE YOUR ORDER TODAY 





ALL-PLASTIC MANUFACTURING—€0. 


5O1 N. Figueroa Street ¢ Phone TRinity 0851 @ Los Angeles 12, California 


Address all correspondence to P.O. Bex 2135, termine! Annex, los Angeles 34, California 
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Important Facts you should Know 
about Benjamin Explosion-Proof, 
Dust-Tight and Vapor-Tight Lighting Equipment 


Constructed to: 
Confine Explosions Within Fixture. 
These units meet the severe spark plug test in which 
spark plugs are used to create ignition of explosive 
mixtures within the fixture 30 or more times. Tested 
also to withstand hydrostatic pressures ranging to 380 
lbs. per sq. in. For Class C (Ethyl-Ether atmospheres) 
a series of 50 additional explosion tests are met. 
Benjamin units are neither destroyed nor damaged by 
such tests nor do they permit the passage of flames or 
dangerously hot gases to escape to the surrounding 
atmosphere. Further, they pass all tests for operation 
at safe temperatures below the ignition temperature 
of the explosive atmosphere. 

Uses: Listed by Underwriters’ Laboratories for Class 
I, Group C and D hazardous locations, which include 
locations where flammable volatile liquids, highly flam- 
mable gases, mixtures or other highly flammable sub- 
stances are used, handled or stored in other than their 
original containers, 























Constructed fo: 
Prevent Penetration of Explosive Dust to 
Lamp and Operate at Safe Temperatures. 
Tests passed by these Benjamin fixtures include: Dust- 
Tight Test, 6 cycles of on and off operation at maxi- 
mum room temperatures in a whirlwind of explosive 
dust-air atmospheres; Temperature Test, safe opera- 
tion of fixture when covered with a heavy blanket of 
ignitable dust; a 35-hour, 2000 r.p.m. Vibration Test. 
Uses: Listed by Underwriters’ Laboratories for Class 
II, Groups E, F, G, and Classes III and IV hazardous 
locations. Includes such locations where the air may 
become laden with combustible dusts or where easily 
ignitable fibers are present. Also where dusts may 
settle upon ordinary fixtures in excessive quantities, 


Constructed for: 

Use in Locations where Fixture is Exposed 

to Moisture or Non-Combustible Dust. 

These fixtures are highly resistant to penetration of 
moisture and non-flammable dusts, gases, or vapors 
They meet Benjamin's high standards for performance 
and their dependability is attested to by their years of 
service throughout industry. 

Uses: Listed under Re-examination Service of Under- 
writers’ Laboratories as Inspected Vapor- Tight Fixtures 
Includes locations where non-flammable gases or vapors 
are present or where non-combustible dusts exist 
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Severe Tests and Years 


of Service demonstrate Dependability 


of these Special Benjamin Fixtures 


Illustrated here are the three groups of 
Benjamin fixtures for use in hazardous loca- 
tions. Fixtures in each group must pass 
stringent tests for conditions far beyond 
those found in actual service. Some of 
these tests are given in the chart at left, 
together with typical applications for each 
group. 

Benjamin’s years of experience in the 
manufacture and installation of such fix- 
tures give assurance of maximum protection 
against fires, explosions and lighting inter- 
ruptions due to hazardous or other ab- 
normal atmospheric conditions. In the 
solution of special lighting problems 
involving the use of such equipment, 
Benjamin's experience and engineering rec- 
ommendations are available without cost 
or obligation. Write for Free Data Bulletins 
containing detailed information concern- 
ing all of Benjamin Hazardous Location 
Lighting Equipment bearing the label of 
the Underwriters’ Laboratories. Address 
Benjamin Electric Mfg. Co., Dept. GG, 


Des Plaines, Illinois. 


BENJAMIN 


HAZARDOUS LOCATION 
Lighting Egeucpauenl 
DISTRIBUTED EXCLUSIVELY 


g.2007 FHROUGH ELECTRICAL WHOLESA 









FOR MAXIMUM WIRING CONVENIENCE 
USE THE BRYANT 4832 OUTLET 








LNVAWS 





y 





The Bryant 4832 is a high-quality duplex con- 
venience outlet designed to give unfailing serv- 


ice in residential and commercial applications. 





Double-sided contacts which securely grip 


——_ “0: the cap blades are completely enclosed in a 








oeweman . strong bakelite housing. Locked-in yoke 
HOSPITAL é . * = 
equipped with plaster ears permits proper and 








permanent alignment with the wall surface. 








Large, well-recessed terminal screws will ac- 





commodate up to No. 10 wire. 











The Bryant 4832-X is a twin to the above 
device except that one outlet may be switch- 
controlled, while the other outlet remains alive 


for such applications as vacuum cleaner use. 


For maximum outlet convenience and relia- 
bility in homes, stores, offices and institutions, 


specify and use the Bryant 4832. 


THE BRYANT ELECTRIC COMPANY 
BRIDGEPORT 2, CONNECTICUT * NEW YORK * CHICAGO * LOS ANGELES 


SUPERIOR 
wiRinc DEVICES y 





SPECIFY BRYANT DEVICES FROM YOUR ELECTRICAL WHOLESALER 
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SENSATION of Chicago's international Lighting Show 


WHOLESALERS WANTED IT... 


COMPETITORS PRAISED IT... 


HOLDENLNE 
Arrowhead 


COMMERCIAL 
FLUORESCENT 


THE FIRST all-plastic lou- 


vering for commercial use. 


Vv 
First fluorescent commercial unit ex- 
hibiting controlled brightness without 
contrast. 
First unit in which overall brightness 
positively eliminates too dark or too 
bright areas. 
Like a correctly designed globe around 
an incandescent lamp, this new plastic 
fixture thoroughly shields the light 
source to produce amazingly new even- 
ness of light quality. 
Yes, the exciting new HOLDENIline 
Arrowhead commercial with both 
sides and louvers made of exactly the 
same material, identical in color and 


Fits every commercial lighting need — meets 
and beats school lighting specifications .. . 


Continuous — 
Chan'-Run Basic 
Unit system 


HOLDEWNILINE co. 


Pioneers tn Fluorescent 


2301 SCRANTON ROAD * CLEVELAND 13, OHIO 
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Patents applied for 


CATALOG NO. CP-240 


quality, is wholly free from the color 
contrasts created by the inevitable 
conflicts in combinations of wholly 
dissimilar materials. 


Others are sure to discover this secret 
eventually, but only HOLDENIline 
Arrowhead commercial fluorescents 
offer its amazingly important lighting 
advantages to you now! 

Under any normal conditions the 
HOLDENIline Arrowhead wi// not 
warp, sag or otherwise distort—will 
not discolor. 

The Arrowhead retains all the versa- 
tile features of 





the Chan’l-Run 
Basic Unit system. 


HOLDENuwe 
ARROWHEADS 
4 ww ww 


1. Low surface bright- 
ness—about 1 cp. per 
square in. on sides 


Rigid All-Plastic 
Louvers 
SELF-LOCKING 
NON-WARPING 
3. Easily removed or at- 


tached for quick, easy 
maintenance 


Strikingly "e~ 
overall bright 


4. Surface or pendant 
mounting 














‘CLIFTON 


MANUFACTURING CO., Inc. 
BOSTON 26, MASS. 
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WHEZ=-AEED..e 
The bitte details wake t/ 


Example: 





> This spring clip supports the enclosure and assures 
perfect alignment of the louver. 






>» Every bit of its intricate shape has been engi- 
neered for strength and convenience. 


> Because of this clip, the VIZ-AID enclosure always 
stays securely in place... yet you can snap it 
on or off in two seconds! 





















> When you plan your lighting program, investigate 
the many other “minor” details built into the 
VIZ-AID. They assure faster, safer, more economi- 
cal installation and maintenance ... more lasting 
lighting efficiency. Our Bulletin 10-B-1 will tell 
you the whole story. 


The VIZ-AID 


For ceiling of suspension mounting . . . unit 
or continuous installation. Designed for two 
40- or two 100-watt lamps. U. S. Patent 
Nos. D-138990, D-143641 and 2411952. 


Day-Brite Lighting, Inc., 5405 Bulwer Avenue, St. Lovis 7, Mo. 
Nationally distributed through leading electrical supply houses. 


In Canada: address all inquiries to Amalgamated Electric Corp., 
Ltd., Toronto 6, Ontario. 





weeN 


Renei: IT’S EASY TO SEE WHEN IT’S 
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CHAMPION 
Contributions include: 


1. The finest lamps that forty-seven years 
of concentrated experience in quality 
lamp manufacture can produce, so that 
Planned Lighting using Champion Lamps 
will measure up to the user’s highest ex- 
pectations. 


2. Champion's national advertising fea- 
turing and endorsing Planned Lighting 
and urging lighting users to buy from their 
regular supply houses. 


3. Trained lighting experts in the field to 
furnish prompt, dependable cooperation 
on lamp and lighting problems. 


4. The New Champion Light Rule, a 
simplified lighting calculator that is a 
wonderful aid to Planned Lighting. Be sure 
you're equipped with this effective selling 
tool. 


If you have not as yet received your Champion Light Rule, one will be 


mailed to you with our compliments if you will address Department J, on 


your company letterhead. 


Lynn, Massachusetts 


A OIVISION OF 


CONSOLIDATEO 


ELECTRIC LAMP CO 


PPA sets 

| - Sits 
atta St sei 
=F 5 ai 
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Oe THan meeTs THE OC 


Everyone recognizes LITECONTROL beauty and efficlency; illuminating 
experts endorse maximum lighting results at minimun\ installation and 
maintenance costs. To those who know, however, LITEQONTROL fix- 
tures excel in hidden values: body steel heavier than required; clean die- 
cut clips and straps without rough saw edges to injure Ynands; ample 
knockouts where needed; and, above all, full finishing oats applied 
carefully to all hidden as well as exposed surfaces. 


Chances are these unseen perfections strongly. influence the \onstantly 
increasing selection of LITECONTROL fluorescent lighting fixtures for 
important installations. 


A desirable influence for your business too. 


LITECONTROL CORPORATION 


Designers, Engineers and Manufacturers of fluorescent lighting 


equipment distributed only through accredited wholesalers. 


36 Pleasant Street, Watertown 72, Massachusetts Al 
a 


LITECONTROL 


FLUORESCENT LIGHTING FIXTURES 


KEEP UPKEEP DOWN 
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REPRESENTATIVES IN PRINCIPAL CITIES 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 


PIPE COUPLINGS © PIPE NIPPLES @—D ELBOWS, 90°47 2 AND 45°g=> 


RUNNING THREAD PIPE gg) GOOSENECKS<—~)) WALLPLATES \ 
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CRESCENT 


ABC 
ARMORED CABLE 


Has These Improved Features 
Which Make Installation 


Easier — Quicker — Safer 


oe 
@—@ BOND STRIP UNDER ARMOR 








Permanently low armor resistance is provided in 
sizes No. 14 and 12 AWG by use of a flattened, 
bonding wire which is in contact with the under 
side of each convolution. These sizes now are 
smaller and lighter, since they use the smaller di- 
ameter Type R conductors of the 1947 National 
Electrical Code. 


4mm PREFABRICATED BREAK LINES 


The Cut Mark (at 112” intervals) shows the loca- 
tion of a prefabricated breaking line inside the 
armor. Only a few strokes of a file guided by the 
Cut Mark are required to cut through one outer 
ridge, and a bend by hand severs the armor. This 
results in a clean separation with no sharp edge— 
a safer, easier and faster job. The prefabricated 
breaking lines are so designed that there is no 
reduction in tensile strength, bending quality, 
crushing resistance and electrical conductivity 
of armor. 








i et aaa 
PULL OUT PAPER 











In the last 20 years alone, over SIX BILLION ae 
FEET of Armored Cable have been produced 
by the industry. Armored Cable provides the 
only general purpose, factory-assembled and 
tested, metal protected wiring system. 











Write for BULLETIN 455. 


| tee SAS gaia INSERT BUSHING 


a CRESCENT 


WIRE and CABLE 


CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON, N. J. 
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EASE OF APPLICATION 


/ ¥ if, 


Gi Correct! ' 
i- __The right word 


se 
ano* for good tape i 


~ 
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THE MODERN WAY 
IS THE ELECTRUNITE WAY 


TIME-PROVED ELECTRUNITE E. M.T. 
PREFERRED BY LEADING CONTRACTORS 
FOR ALL TYPES OF WIRING JOBS 


For practically all types of wiring raceways—exposed, 
concealed and im concrete—it will pay you to con- 
sider the many trouble-eliminating advantages of 
ELECTRUNITE E. M. T., the original lightweight 
rigid steel raceway. 


Modern ELECTRUNITE E. M. T. eliminates trouble- 
some thread-cutting . . . bends quickly, easily and 
accurately . . . makes wire pulling as much as 30% 
easier . . . simplifies installation problems because it 
is light and easy to handle. 


Modern ELECTRUNITE E. M. T. is strong, tough and 
safe, too... meets Underwriters’ Laboratories require- 
ments ... and is approved by the National Electrical 
Code. Countless installations in all types of building 
construction during the past 19 years, all attest to the 


No need to turn long lengths of race- dependability, economy and safety of ELECTRUNITE raceways. 


way with modern ELECTRUNITE , ’ 
DtY.~cnciy coniliine atte asc culm For complete information about ELECTRUNITE E.M.T., range of available 


~simple compression principle makes sizes and a copy of the popular book The Bending System of ELECTRU- 
every joint strong and water-tight. NITE E.M.T., see your nearest ELECTRUNITE Distributor or write to: 





REPUBLIC STEEL CORPORATION 


STEEL AND TUBES DIVISION e CLEVELAND 8, OHIO 
Export Department: Chrysler Building, New York 17, New York 








YOUR CUSTOMERS ~— contractors 
and maintenance men—and the archi- 
tects who specify electrical raceway 
materials, see this and similar adver- 
tisements which appear regularly in 
ELECTRICAL CONTRACTING, 
PROGRESSIVE ARCHITECTURE 
and ELECTRICAL EQUIPMENT. 














j}tiecurweicur THREADLESS RIGID STEEL 
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MEN WHO USE IT 
eee like it 


There ore several reasons why electricians and contrac- 
tors repeotedly express their approval of Central Rigid 
Steel Conduit 


Its accurately threaded ends and couplings assure fast 
make-up, resulting in vapor, moisture and dust-proof 
joints. Its smooth inside surface makes “fishing” easier. 
When cutting, threading or bending are necessary, they 
con be done fast and easy 












































Central Spang Conduit is opproved by the Noftiongs 
Electrical Code for use in hazardous locations an 
pancies and every length beors the seol of 


writers’ Laboratories, Inc This is one of a series of 


SPANG ads which are 
appearing regularly in: 
Electrical Construction and 


There is ao Central Conduit distributor neor 
> of on abnormal demand, he will do everytt 
to fill your needs 


Oo SPANI 









Maintenance; Electrical 
Equipment; Electrical West 
and Electrical World. 











HELP BUILD TOMORROW’S CONDUIT SALES 


Today, you don’t need advertising to help 
build conduit sales. But we are thinking of 
the years ahead. Then all of us are very 


likely to be looking for business. 


That’s why Spang ads appear month after 
month. They tell buyers what a good product 
Central Rigid Steel Conduit is, and urge them to 
contact their distributor. Only by this unrelent- 


ing effort can both of us be sure of a contin- 
vous demand for Central Rigid Steel Conduit. 


But not all Spang efforts are of an advertis- 
ing nature nor are they all directed to the 
future. Everything possible is being done to 
increase present production so that you can 
meet your customers’ demands for Central 
Rigid Steel Conduit. 


SPANG-CHALFANT 


Division of The National Supply Company 
General Sales Office: Grant Bldg., Pittsburgh 30, Pa. 
District Offices and Sales Representatives in Principal Cities 
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As we stand on the thres- 
hold of a New Year... and 
hopefully contemplate its chal- 
lenge to happiness and success... 
we are mindful of all the pleasures 
we have been privileged to share... 
with our friends, distributors, and users 
of “Super-Vision” Mobiliers...and of the 
prominent part all of you have played...in 
our success...and in the development of our 
product. To you...our friends...we dedicate 
our plans for 1948...the efforts, achievements 
and advancements .. . that comprise our blue- 


print for a Brighter and Happier New Year. 


MOBILITE, ine. 


Manufacturers of Fluorescent Lighting 
Jersey City 6, N. J. 
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WANT TO START SOMETHING ? 
PUSH BUTTONS! 


7 








Type RN and RNG, the ROUGHNECK, 

permits rough usage—even as a foot 

switch—with no damage to the Push 
Button Unit. 


For Heavy-Duty and Standard actuating 
service there’s a CLARK Push Button, 
specially engineered and manufactured 
for such types of application. The Type 
D heavy-duty line, which includes Pilot 
Lights and Selector Switches is avail- 
able in enclosures from | to 8 units in 
a line or 10 units in a double row. For 
hazardous locations—Class I Group D— 
the enclosure provides for air break 
or oil immersion. Dust-tight and water- 
tight (NEMA 1C 50-28, 1C 50-43) enclosures 
are available. 


Push Button, Pilot Light and 
Selector Switch units are 
available for flush or back-of- 
board mounting on slate or 
steel panels. 





For standard duty, for use 
with Contactors or Starters no 
larger than Size 4, 150 am- 


Type EE 
Standard Duty 


Type DO, oil-tight Push Buttons, Pilot 
Lights and selector switches are avail- 
able for machine tool applications. 


peres, Types EE and DB are available. 


The Clark line of Electrical Control is 
the ideal line for Distributors to handle. 


¥ 


) THE CLARK 


CONTROLLER CO. — 


¢ 
RYTHING UNDER CONTROL 1146 EAST 152nd STREET, CLEVELAND 10, OHIO 
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DUST-TIGHTNESS 


VAPOR-TIGHT 
PROTECTION 






















ES mer g_ \ ot €-GASKETED SEAL Type DLA Fixture 
a ) suspended from 
ra JALC Junction Box 
HREADED oO with Hub Cover. 
\ 
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»* 
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Large diameter 
screw type 


globe diffuses Type DLC mount- 


heat. Internal ed directly on 
: — reflector for JALC Junction 
~ tae more light. Box. 


Killark Series ‘‘DL’’ lighting fixtures combine dust-tight and vapor- 
tight construction along with outstanding new dust-deterrent design. 
Tapered, vertical lines and smooth surfaces tend to prevent the ac- 
cumulation of dust particles. Feature this important part of the complete 
Killark line to secure more installations in grain mills and elevators — 
coal preparation plants—planing mills or any other plants operating 
wood sanders — concrete mixing plants — feather processing companies 





—leather scrap plants—shoe factories, etc. Type DLB Con- 


Killark Series “‘DL’’ Dust-Tight and Vapor-Tight lighting fixtures are nected to JALC 
Junction Box. 


designed for use in locations where dust constitutes a hazardous 
condition described as Class Il, Groups E, F, and G, and Class Ill and IV 
Hazardous Locations and are listed by Underwriters Laboratories, Inc., 
for such locations. 









Ask for Bulletin, 
Section 13, 
Page 51, 52, 53. 


— fo —— ELECTRIC MANUFACTURING COMPANY 


Offices and Warehouses: Atlanta, Baltimore, Boston, 


Chicago, Denver, Los Angeles, Pittsburgh, San Fran- 
cisco, Seattle and Syracuse. Offices: Cincinnati, Vandeventer & Easton Aves. 


Cleveland, Dallas, Detroit, Kansas City, Minneapolis SAINT LOUIS 13. MOQ 


















kyam connector sizes 


needed on this job! 


plenty with this 
new XTP! 


For Tee or Parallel Taps! 


ora O. Z. rittinc poes tHE work oF [EZR 


One typical XTP connector replaces up to 32 different 
parallel or tee connectors because each XTP accommodates a 
wide range of wire sizes. All told, the XTP line of but 
25 connectors will receive over 400 wire-size combinations! 

For either tee or parallel taps, just snap special hinged 
clamp over main and tighten—the connector is permanently 
in place, positive contact assured. When you're ready to con- 
nect the tap, simply insert wire in tap end of connector. A 
wrench-turn or two and the job’s done! 


25 CONNECTOR SIZES do practically all tap jobs. 
@ Accommodate over 400 combinations of wire sizes 
@ Fit wire from #8 to 1,000,000 CM 


HINGED CONSTRUCTION for quick installation. 


SPRING STEEL LOCK WASHERS (tin plated) maintain pressure. 
© Hold resiliency—assure permanent connection 





XTP asa “T” tap 


PRESSURE PLATES designed for maximum contact and grip. 
@ Serrated for firm grip 


@ Can not rotate during installation 4 XTP as @ perallel tap 
HIGH STRENGTH, HIGH CONDUCTIVITY. ’ . , 
© High conductivity copper alloy for body They're 0.K. if They're 0. Z. ie 
@ Extra strength copper alloy for pressure plates and © 
hinged parts 
Get these new combination fittings from your whole- ELECTRICAL 


saler now ... and put an end to bulky assortments 
of tap connectors. 


MANUFACTURING 


CONDUIT FITTINGS °* CABLE TERMINATORS © » COMPANY 
CAST IRON BOXES * SOLDERLESS CONNECTORS ee ee ae 
GROUNDING DEVICES » POWER CONNECTORS 
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Borderline Vision" 


cramps 
new production quotas 


@ THE-SHADE OF DIFFERENCE between good 
lighting and Borderline Vision can defi- 
nitely affect the rate of production in indus- ®Just @ shede too ¢ 
try. Frequently Borderline Vision looks slows down Rood 
good but actually, isn’t good enough to 
permit maximum efficiency. With Wheeler 
| Skilled Lighting, manufacturers get light 
that’s right. 

This more-productive lighting is a care- 
fully engineered product .-- engineered in 
the metal industry, for example, to varying 
and multiple machining operations per 
formed on a wide range of materials. It pays 
off in faster, better work, better employee 
morale and decreased costs. Wheeler Skilled 





4 
HE-O 


Lighting has been paying these dividends 
since 1881. 

Wheeler Reflectors give maximum illumi- 
nation from standard lamps because they 
control light. Their high reflection factor 
puts light to work where it belongs— 0” 









the job. 

Put Wheeler Skilled Lighting to work for 
your customers. They ll profit by its im- 
provement over Borderline Vision. Write 
Wheeler Reflector Co.. 275 Congres® St., 
Boston 10, Mass. Also New York and 


principal cities. 


Distributed Exclusively Through 
Electrical wholesalers 





ee All-Steel Fluorescent Unit a 
pode 4-4 —— or 2 100-watt lamps. ‘ 
gtr - or closed end porce- | e 
oe re es Broad wiring é 
a accessible enclosed ballast more, beth 
vidual or continuous runs. wi : i sae 
, better work 








RLM Solid Neck Incandescent Reflector 


Maximum lighting effi 
-_ indoors or out 
ixpertly designed 
ruggedly built. V itre- 


ous enamel only 


75 to 1500 w 
o 1500 watts. SKILLED LIGHTING 










M 
ADE BY SPECIALISTS 





IN L 
IGHTING EQUIPMENT SINCE 


ELECT , ' 
ECTRICAL WHOLESALING _ 
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L1GH7T-IN-L1NE 
Saves You ~ 


STOCK AND STYLE FLEXIBILITY 


“basic unit” 





Engineered on a unique principle to save 
{ modest stock does a big 
job! Sixteen smart, super-e -fficient combinations avaii- 


able in 2 and 4-light, 


money on inventory. 


40 and 100-watt. Louvered or 
dustproof glass or plastic enclosures fit the same 
basic unit. Interchangeability of these light distrib- 
utors gives maximum variety with minimum stock . . . 
added exclusive feature permits 40-watt and 100-watt 
fixtures in same line for area intensification. Union 
made, U.L.-approved. Write today for full informa- 
tion. Address MOE-BRIDGES Corporation, Dept. 212 
W isconsin. 


Sheboygan, 


BASE UNITS 





TWO-LIGHT 
40-W and 100-W 





om SS... tt Lt 





~ ENCLOSURES 


Same cross-section for 40-W and 100-W Units 
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TWO-LIGHT 
40-W 














TWO-LIGHT 
100-W 


FOUR-LIGHT 
40-W 


FOUR-LIGHT 
100-W 


LOUVERED 
40-W 


LOUVERED 
100-W 


=| 
= 
| 


PLASTIC 
40-W 


PLASTIC 
100-W 


LOUVERED 
40-W 


LOUVERED 
100-W 


PLASTIC 
40-W 


PLASTIC 
100-W 


*40-W and 100-W fixtures may be usea in the same 


line for area intensification. 
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O matter what the weather is like where you 

do business, Gold Seal Tape is always good 

for steady sales. Whether it’s ten below or a hun- 
dred in the shade, Gold Seal keeps its tack. It 


won't dry out or become gooey . . . never peels, 


ravels or smears hands. That means repeat sales 
—no kicks—plenty of turnover. 

Gold Seal Tape is aggressively advertised to 
tape users everywhere—is smartly packaged for 
good shelf v:sibility. Each roll is cellophane 
wrapped and packaged in single-roll boxes or 
the handy, 10 roll container. Better check your 

2 stock of this profitable little sales-builder now! 
© Retiies Dies, te ote ee Jenkins Bros., Rubber Division, 80 White St., 


mond Seal Friction and Rubber 


Tapes which meet ASTM and New York ‘5. N. i 


Federal Specifications. 


JENKINS Mi, / ll __f 


py ' 
FRICTION and RUBBER TAPES 


4 on 
| MADE BY JENKINS BROS... . MAKERS OF FAMOUS JENKINS VALVES — 
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Remington Rand's 


PRINTING CALCULATOR 
gives you 
PRINTED FIGURE FACTS 


| “divides automatically 
and prints-9873+¥7 








[enn Oe wr we | 
” 
9873 {@ DIVIDEND 
2 4700 
1 470 ‘ . es 
A a7 ( ree cue Management needs proved figure facts on which to base important decisions. 
| 3 © 1@ REMAINDER Inventory reports, profit percentages, cost estimates and the multitude of figure 
a information necessary to run a business must be computed accurately. That’s why 
Remington Rand’s Printing Calculator serves every size business by eliminating 
multiplies electrically incorrect computations and misleading reports . . . by saving valuable time 
| and prints ~TEGXI2$Y | ordinarily lost copying figures and re-calculating problems. 
‘ , — 
| Your facts are right the first time when the Printing Calculator produces 
| {3 78900 ‘ ; ; : é ; ; 
| le 7890 your figures. This machine never relies on assumptions . . . it automatically prints 
aK 789 ~ ‘@ MULTIPLICAND Teanae 
MULTIPLIER on the tape each factor and answer of every calculation. You never have to 


repeat a problem... the printed tape is your first-time proof of accuracy and a 


| 
| £55656 « (4 THE ANSWER | 
l 


en permanent record to which you can refer weeks or months later. Compact and 


simple to operate, the 10-key Printing Calculator gives you complete, rapid 


adds, subtracts 
and prints 


| figuring service. It multiplies and divides automatically, adds and subtracts— 
| 


— meine and prints each factor 
| 63456, Que Ask your Remington Rand representative for a demonstration, or write for 
‘ Lae . Po ri further information to Remington Rand Inc., Adding-Bookkeeping-Calculating 


| er 


oii 


the PROOF 
is on the 0 TAPE! 


Se Loe oe |} MACHINES FOR MANAGEMENT | FOR |} MACHINES FOR MANAGEMENT | 
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Machines Division, Department EW, 315 Fourth Avenue, New York 10, N. Y. 
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THERMADC 


BIG IN PERFORMANCE 


eT nn nn 


_The famous Thermador Portables can make this Your biggest 


4 


_—— year in heater sales! Your customers know that Thermador stands 


- 


— for quality, for longer service, for efficient operation... for the 
solution to every portable heating problem in homes or commer- 
— cial buildings. You'll find that Thermador Portables mean more 


profits and new friends... write for full information ToDAyY! 


Radiant warmth for every cold corner; pro- 
vides instant electric heat, conserves space, 
is extremely light and portable. Features 
economical operation of 1320 watts at 
120 volts A.C. 


iil BIG IN VALUE * BIG IN SALES APPEAL 
; 


LIST PRICE 1295 


(Inc. Govt. Tax) 


ee oe ee 


A portable electric heater that provides 
forced-air warmth in winter, cooling circu- 
lation in summer. Compact, safe, beauti- 
fully designed, operates economically. 
Available in either 1320 watts or 1650 
watts. 


(Inc. Govt. Tax) 


LIST PRICE 14°5 


Manufactured by THERMADOR ELECTRICAL MFG. CO los Angeles 
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GLOBE 


FEATURES... LIGHTING 
Boe ve) 4 Baa ey: 


COMMERCIAL 


AND 


RESIDENTIAL 
INCANDESCENT 


AND 


FLUORESCENT 





ne neogpeee 


Soa Sannin 
PII 


— 























For complete data on the above number and hundreds more. 
WRITE TODAY for Globe's two, colorful catalogs covering commercial and residential lighting. “en 


G LO a F Established for over o quarter century q 
LIGHTING PRODUCTS, INC. 2 


BROOKLYN, NEW YORK * LOS ANGELES, CALIF 
NEW YORK Showrooms: 16 EAST 40th ST. “=” 


42 ELECTRICAL WHOLESALING—December, 1947 



































( Y O YOU who have had a 


telling part in the development 





and growth of the AUSTIN 


organization since 1894 we take 


| time out to express our gratitude 






for your cooperation and to ex- 
tend to gu and yours the 
Season's Greetings ... it is our 
sincere wish that the continued 
‘inal ly edb peralibn ae ae es- 
tablished will result in even more 
pleasant and prosperous times as 


the years come and a 


e 


? 


The MU. @. fustin Company 


- 8° " NORTHBROOK, ILLINOIS 
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watt 


KIRLIN No. 


KIRLIN fluorescent 
for wide distribution 
of light. Hinged door 
type or open troffer 


type. 





KIRLIN No. 
Square Model 


lamp. 

























rectangular box 144%” 


414 “| 


x 3%" x 4” deep, for 








1218 
- 500 
Mogul base 
KIRLIN No. 1207 — 
100 W., or No. 1208 
— 150 W., or No. 
1212 — 300 W. for 
wide distribution of 
light. 












40 W. tubular T8 ; ve 
lamp ee 
ol 4 aa 
KIRLIN No. 4506 — 
“ 6” flush recessed exit. 
KIRLIN fluorescent Ne-Guerd type hes 


shock-proof glass, No. 
4516. 


Disc-Louver — reduces 
glare, improves all 


bore lamps. Shown in 
troffer. y 


KIRLIN No. 508 
100 W. Box 842" x 


5'2" x 6” deep 


ALZAK 
GLASS SURFACED 
ALUMINUM 
REFLECTORS 









> 
Hinged Doors 
. 


Frames die-cast 

: 

Non-ferrous fronts 

x 

Neat, nothing hanging 
e 















Wide light spread 
e 
Unit packing 
* 
U. L. and |. B. E. W. labels 


Easily installed 
* 


Light properly controlled 
+ 


Easily maintained 
wo 


Put the KIRLIN line to 
work— it will do the fin- 
est kind of sales and 
profit job for you. Here 
is a recessed lighting 
line that was designed 
for modern American 
homes and _ business 
buildings. It gives your 
customers every benefit 
in lighting, in appear- 
ance, and in long-time 
economy. 


Your immediate good 
business move would be 
that of investigation. See 
why the KIRLIN line is 
the best buy for your 
customers—why it is the 
full and complete an- 
swer to today’s lighting 
requirements. 


Write for catalog. 
Only thru wholesalers. 


ve 


3435 EAST JEFFERSON AVE 


Detroit 7, Michigan 


















vy © = °F 2 = eee Slee ll 


onr@ OY WY he 


re 


VE. 











(07) ELecteic WATER HEATERS 
= have all these ari, a 
QUALITIES 


@ Rex engineers backed by 40 years of water 
heater experience have developed a better, 
enlarged line of electric water heaters. 









Safety, so essential to automatic equipment 
in the modern home today, is a feature of the 
Rex unit. A Patrol temperature and pressure 
relief valve is standard equipment with each 
Rex Electric Water Heater and provides 
water relief from the tank to a drain in the 
event of an excessive temperature or pressure 
condition. 


The important background of scientific re- 
search, practical design, and accurate work- 
manship is reflected in its appearance and is 
your customer’s assurance of care-free, eff- 
cient hot water service for years to come. 


Write for full descriptive literature. 


L.aladd / 





\ HOT WATER } 


SERVICE 


‘Clno 7 | 


PROTECTOR 


A simple electro-chemical protector, for galvanized 
steel tanks, prevents rust in new tanks and effectively 
halts this destructive process where corrosion has been 
moderate. Elno eliminates the need for expensive non- 
ferrous or specially processed tanks even where water 
is so corrosive that such tanks are considered essen- 
tial. Write for details. 


PATENTS APPLIED-FOR——————— 


THE CLEVELAND HEATER CO. 


REX ELECTRICAL DIVISION 
2304 SUPERIOR AVE. CLEVELAND 14, OHIO 
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Acme Electric Makes 


Fluorescent Lamp Ballasts for Standard (hot 
cathode) Lamps and Instant-Start Lamps + ’Slim 
Design (hot. cathode) Lamp Ballasts «Cold Cathode 

Lamp Ballasts « Cold Cathode Lighting Transformers 
. Mercury. Vapor Lighting Transformers + Step Down 
Transformers + Air Cooled Power Transformers 1/10 


to 50 KVA + Bell Ringing, Chime and Signaling 
Transformers *« Luminous Tube Sign Transformers 
+ Control Transformers + Radio and Television Trans- 


formers + Safety Transformers + Voltage Regulating 
Transformers + Warp-stop Transformers + Capacitor 


Transformers for Power Factor Correction + Rectifiers 


» 
Simplify your buying and selling by standardizing on 
Acme Electric transformers for all voltage and cur- 
rent control applications. 


If you need air cooled power transformers, up to 
50 KVA—Acme can supply them; if you need fluo- 
rescent lamp ballasts, Acme can deliver them; if you 
need bell ringing or chime transformers, Acme builds 
a complete and better line. For all applications of 
small transformers, Acme can supply well designed, 
high efficiency, better performing types. Acme Elec- 
tric builds only transformers—nothing else, which 
means Acme can afford to build better transformers. 


Transformers 


From OVE SOURCE 


aw 


* 


Announcing a NEW 
LUMINOUS TUBE TRANSFORMER 





The type AL window hanging transformer is a post- 
war design for Luminous Tube (neon) window signs. 
It's smaller, lighter and more attractive. We predict 
a hundred thousand or more new window hanging 
signs will be powered by this transformer. It’s the 
first, really practical idea for window hanging trans- 
formers since Acme introduced the “B-eye-appeal.” 








ACME ELECTRIC CORPORATION 
67 Water Street Cuba, N.Y. 


Aemoa@i>F Ye 
ee ie 


a. we o RR M 
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Acme Electric manufactures Luminous Tube Transformers—Fluorescent 
Lamp Ballasts — Cold Cathode Lighting Transformers and Ballasts 


— Mercury Vapor Lighting Transformers — Radio and Television 
Transformers — Electronic Transformers — Door Bell, Chime and 
Signalling Transformers — Safety Transformers — Vecltage Regulating 


Transformers—Step Down Transformers—Control Transformers—Warp- 
stop Transformers — Capacitor Transformers for Power Factor Correc- 
tion — Air Cooled Power Transformers — Rectifiers. 


IN CANADA: ACME ELECTRIC (CANADA) LTD. 


824 Notre Dame St., West Montreal, Canada 
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STUD ANCHORS IN 
SPRING TENSION WASHER | 





Wide Double Contact Surfaces — 
Spring Tension Locking of Links 


WARE HI-LAG Fuses provide extra wide contact surfaces 
on both sides of links and stronger connections. Link con- 
nections are held firm and tight at all times by large 
arched spring steel washers and heavy studded bolt, which 
locks the links into the circuit. 

Expansion and contraction of metals during Off and On 
periods compress links. This fluctuation causes loose con- 
tacts and oxidization in other fuses, which finally result in 
excessive heating and unnecessary blows. WARE HI-LAG 
construction keeps contacts permanently tight, thus insur- 
ing low resistance and longer fuse life. 

WARE HI-LAG has many exclusive features in addi- 
tion to the above; including the Link Design-Double Bridge 
Knife-Blade Assembly-Gas Vents and Simplified Construc- 
FERRULE tion, only 3 Parts. That is why it is known as the World’s 
Best and Coolest Operating Fuse made. 


KNIFE-BLADE 





250 VOLTS 250 VOLTS : : : c “ : ee 
. Start selling WARE HI-LAG Fuses today! Give 
— Va oe vars your customers more satisfaction—greater economy 
7O to 608 AMPS. 3to60 AMPS. with less fuse worries. 
Write for Brochure giving details of all the 
APPROVED BY UNDERWRITERS’ LABORATORIES COOL FACTS, sizes and prices. 


4450 W.LAKE ST.-- CHICAGO 24 ILL. 
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TRUMBULL(T) ELECTRIC 
MULTI-BREAKERS 


OTECT 
BUTLER®BUILT 


yg 















‘re Re te 


obt wilt homes are o e yews boards aj Tete’ 8 one. that is hell 
liver e Butler Mfg. Gov prefits this home with patented key-lock aluminum 
nels so that it can be ereeted in F about two weeks .. . and expanded, as desired, 


nn little trouble. 


Such a modern home should have modern conveniences . . . so along with other 
features of safety and comfort, the builders have selected Trumbull Multi-Breakers 
for simplified protection of electrical circuits, thereby eliminating the old fashioned 
bother of replacing blown fuses. 










For further information contact your local Trumbull Distributor. 


This advertisement appeared in recent issues of ARCHITECTURAL RECORD, PROGRESSIVE ARCHITECTURE, 


and QUALIFIED CONTRACTOR. | 





THE TRUMBULL ELECTRIC MANUFACTURING COMPANY 
PLAINVILLE, CONNECTICUT 


Other Factories at Norwood, Ohio, Seattle, San Francisco, North Hollywood 
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POLITICAL ACTION=— 
Labor’s Blind Alley 


HE approach of the 1948 elections 
brings organized labor in America to 
a fork in the road. 


Straight ahead lies the familiar route of 
free collective bargaining. Except for an 
occasional side trip, labor has been travel- 
ing it for years. On this road the role of 
government is to act as traffic cop, remov- 


ing obstructions for all travelers. 

The fork is the road of political action—the road 
to special privilege for labor. On it government 
is called upon to clear a special right of way for 
organized labor—to push aside all others. 

Which of these two roads will organized labor 
take? 

Most American labor leaders are now urging 
their followers toward political action. Their first 
objective is to “get” all members of Congress who 
voted for the Taft-Hartley Act. AFL plans to 
raise a $5 million political combat fund through 
contributions and a per capita tax on its mem- 
bership. CIO is soliciting $1 donations for polit- 
ical action from its 6,000,000 members. 

For their own sake, however, as well as for the 
welfare of the country as a whole, the rank and 
file of organized labor will do well to stop, look 
and listen before they turn their unions into 
political action squads. If they examine the facts 
for themselves, they will make two significant 
discoveries: 
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I. Political action is a blind alley for labor. 
II. The Taft-Hartley Act is an essential 
bulwark of free collective bargaining. 


A brief discussion of these two statements will 


show what they mean to organized labor. 


I 


Political action is a blind alley for labor. 


If there is any doubt about that statement, a 
good way to dispel the doubt is to look at Euro- 
pean countries where organized labor has been 
following a political action line. 

Britain, where the Labor Party is in power, is 
such a country. How is labor faring there? Meas- 
ured by the good things money buys, the average 
hourly wage in Britain is less than two-thirds of 
what it is in the United States. Part of the differ- 
ence may be accounted for by the fact that the 
British Isles are poorer in natural resources than 
the United States. Another reason is the war dam- 
age to Britain’s plants. 

But there are two other big reasons why the 
British wage earner is far behind the American 


worker in enjoying the good things of life: 


1. The incentive to produce has been dulled by 
vote-catching programs which promise eco- 
nomic security and a levelling of incomes. 
Lulled by promises of cradle-to-the-grave 
security and discouraged by high taxes, the 
British have descended to a state neatly de. 
scribed by the London Economist: 
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WEVE GOTA 
DATE IN 48! 








BIGGER AND BETTER PROMOTIONS THAN EVER BEFORE! 


Universal will support its major appliances, small appli- 





ances and housewares with hard-hitting promotional 
programs making effective use of every promotional tool 
from national magazine advertising to point-of-sale ma- 
terial. No effort will be spared to help dealers from coast 
to coast to make ’48 the biggest Universal year in history. 
Look for Universal’s plans in January trade publications. 


See your nearest Universal distributor for full details. 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 





LEADERSHIP THAT BUILDS YOUR ahr te 


a —- — “ ne 
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“Nobody gains anything from activity or 
suffers anything from inactivity.” 

2. To run a program like Britain’s requires more 
and more government functionaries. Civilian 
employees of the British government have in- 
creased by 50% since before the war, putting 
one worker out of ten on the government pay- 
roll. More and more people stop producing 
and spend their time instead cutting up what 
others produce. The result is smaller produc- 


tion, higher taxes and lower real wages. 


The British Labor Party must accept most of 
the responsibility for this sorry state of affairs. 
It is due primarily to a program of political action 
by organized labor which promised the individual 
worker security and equality of income—but 
which can not deliver either because the incen- 
tive to work is gone. 

The lesson for American wage earners is clear. 
Political action by unions to enforce the economic 
fallacy of more-and-more-for-less-and-less will 
end by impoverishing the working man—and 
bringing the nation to ruin. 

Unions exist for collective bargaining, not for 


politicking. 
II 


The Taft-Hartley Act is an essential bul- 
wark of free collective bargaining. 


Bargaining works satisfactorily only when both 
parties—management and labor—think they are 
getting a fairly even break. 

Management was very sure that the Wagner 
Act, as administered from 1935 to 1947, was giv- 
ing employers the short end of the stick. Further- 
more, management’s feeling of frustration was 
no whim. It was justified by case after case where 
rights were granted to organized labor with no 
counterbalancing recognition of the rights of 
management, of individual workers or of the 


public. 
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THIS IS THE 63rn OF A SERIES 


The Taft-Hartley Act goes a long way toward 
establishing equality in employer-union relations. 
It may fall short of doing a perfect job. As a sub- 
sequent editorial in this series will show, it leaves 
virtually untouched the public menace of indus- 
try-wide bargaining and labor monopoly. And it 
leaves unprotected what should be the individ- 
ual’s right to hold a job without joining any 
particular organization. But it does provide some 
major safeguards for collective bargaining by 
striking at abuses. 

Organized labor, therefore, has no cause to 
damn the members of Congress who voted for the 
Taft-Hartley Act. True, the law will check what 
has been an uninterrupted march of the labor 
union bosses toward absolute power. It will do so 
just as laws in the past—The Sherman Anti-Trust 
Act, for example—have checked management 
when it was too greedy. And, as the first section 
of this editorial points out, the time has come 
to check the march of the big labor bosses. 

Fundamentally, the Taft-Hartley Act gives free 
collective bargaining a new lease on life. The old 
lease was running out because the Wagner Act 
stacked the cards against employers, against in- 


dividual workers, and against the public. 


The road to free collective bargaining is 
now clear of many of the most menacing 
obstructions. It is the only road for labor 
to take in its own self interest. Union work- 
ers who let their leaders lure them down 
the blind alley of political action will do so 
at their own peril—and at the peril of this 
great industrial nation. 





President, McGraw-Hill Publishing Company, Inc 
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Wh ° , . ene , 
The Lighting Exposition = Qur compliments 
and congratulations to the Industrial and Commercial 
Lighting Equipment Section of the National Electrical 
Manufacturers Association for having given the indus- 
try so valuable a morale and sales-building event, as 
the 2nd International Lighting Exposition turned out 
to be. 

The high quality of the displays and the careful 
manner in which manufacturers had prepared to cash 
in on the opportunity by gaining the most in atten- 
tion, contacts and sales, stood in sharp contrast to the 
more haphazard type of exhibits and their staffing at 
the exhibition of 18 months ago. 

Much artistry and great ingenuity went into the 
planning and erection of many exhibits and where 
floor space had been wisely left clear, the planners 
were amply repaid for their foresight, because the 
largest crowds always seemed to gather where there 
was enough elbow room for interested visitors. 

In contrast with the trend of interest of 18 months 
ago, wholesalers and dealers were found to be highly 
quality-conscious and there was little of the wild-eved 
questioning about getting things shipped. 

Heard from many quarters was voluntary comment 
on how this or that line of fixtures had been improved, 
and how the quality stuff shown in most exhibits 
surely would help to drive the tin cutters and black- 
smiths out of the fixture business. 

Gratifying to the sponsoring committee must have 
been the fine attendance at the series of Lighting 
Conferences held during the exposition. Each of the 
four conference sessions presented a program that was 
designed to be of particular interest to one of the 
major groups on which the industry must depend to 
get the story of good lighting, planned lighting and 
adequate wiring across to the eventual consumer or 
user. 

Seeing the show could have left no doubt in the 
minds of any exhibitor or anyone who visited the 
show, that lighting is big business, and that those who 
manufacture lamps and lighting equipment are part 
and parcel of one of the most important branches of 
the industry. Those who sell to consumers and make 
installations unquestionably can look for lighting to 
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serve as the spark plug for bigger and better sales of 
many other products. 
When you sell lighting you are selling the line and 
THE GREATEST SALES OPPORTUNITY 
IN. LIGHTINGS HISTORY STILL LIES 
AHEAD. 


* 


P’'m Shooting the Works” \e had just 
finished the talk we gave at the Thursday morning 
Conference of the Lighting show and were walking 
through the hotel lobby when an old friend stopped 
to chat. He might be termed as a highly successful 
real old-time wholesaler who has probably — seen 
nearly 40 years of service in the industry, and expects 
to be active in it for the rest of his life. 

“Fred,” he said, ‘“‘what you just told those fellows in 
there it took me over thirty years to find out for my 
self. But I learned it, only the hard way. Before we 
got into that war I had just begun to shift the selling 
emphasis of my gang to lighting, because I had found 
that lighting makes sales for everything from conduit 
and panel boards to locknuts and tape. 

“Now, with things getting back, everyone of my 
men is taking a lighting sales course. My counter and 
warehouse fellows are sitting in. Then I am having 
an advertising and sales promotion program prepared 
that will cost me 0,000 dollars and—believe it or not, 
I'M SHOOTING THE WHOLE WORKS ON 
LIGHTING, because I know that’s the sure way of 
having it pay out.” 


* 


Figures Don’t Lie... Here is something 
different, published by the well-known Bureau of 
Labor Statistics, which sponsors the famous “Cost of 
Living” index that has generally served as the spring 
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"WIRE AHEAD, a new booklet discussing 


preventive maintenance ...tre sympton 
tf magequate wiring...and presenting 
plans f inticipating elect 11 demand, is 
now available on request. Address Adver- 


tising Depurtment, 25 E 1dway, New 


rk 4. NLY 




















INADEQUATE WIRING, the industrial jinx, upsets the best 
of calculations—the most thorough planning. 

Production quotas are a fiction, the most modern ma- 
chines are inefficient, the best of workmen are frustrated 
when overtaxed, over-extended obsolete wiring can pull 
down plant efficiency 25 percent® or more. 

To get the production curve up, ask your plant power 
engineer, your consulting engineer, electrical contractor 
or utility power salesman to put this demon out. Action 
now may save shutdowns and costly alterations later. 
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gion ANACONDA WIRE AND CABLE COMPANY 
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board from which union leaders launched successful 
campaigns for wage boosts. 

With a new drive for higher wages already sched- 
uled for next spring, the Bureau has released figures 
that might make some of the leaders, stop, look and 
listen, because those figures show how today’s wages 
buy more than did those of 1939. 

For instance, John L. Lewis’ soft coal miners, who 
averaged $23.88 per week in 1939 are now getting 
$71.19 per week and at 1947 prices that $71.19 buys 
as much as $42.81 would have bought in 1939. Thus 
John L. has gotten the miners enough wage increases 
ton sarly double their purchasing power over 1939. 

In other industries the reported increases are not 
quite as impressive but the important point is that 
with prices at peak levels as of Dec. 1, 1947, and 
wages actually paid still buying more than could have 
been bought with wages paid in 1939, labor leaders 
may decide that the turning point is here and lay off. 
Then that inflationary spiral, which has been getting 
all too much publicity, may be checked at last. 

Incidentally—latest employment figure shows be- 
tween 59,000,000 and 60,000,000 workers on the pay- 
rolls of the country. October saw 92,000 new home 
units started. Employment in factories set a new 
record in October with 15,800,000 on the payrolls of 
industry. 


+ 


Anti Freeze = So many fake, inefficient, even 
harmful anti-freeze compounds have come into the 
market this fall, that the National Automobile Deal- 
ers Association has considered it necessary to warn 
motorists against buying any anti-freeze solution un- 
less they are sure of what it contains. 

Before doing so the N.A.D.A. enlisted the coopera- 
tion of the U. S. Bureau of Standards and that bureau 
reports that “certain compounds cause corrosion of 
the water pump, radiator, and particularly of any 
aluminum parts such as cylinder heads. They will 
cause partial or complete stoppage of water passage, 
may harm the cooling and ignition systems.” 
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The N.A.D.A. bulletin, which was checked and 
approved for accuracy by the Bureau of Standards, 
recommends that a chemical analysis should be ob- 
tained from the manufacturer if any other than well 
known anti-freeze solutions are offered. 

Don't say we didn’t warn you. 


* 


Echoes A few days ago there assembled in joint 
session two groups of earnest businessmen, bent on 
“cutting the high cost of sales.” One group was made 
up of manufacturers, the other of concerns on whom 
those manufacturers depend more or less for the 
wholesale distribution of their products. 

Among the steps considered indispensable in any 
cost-cutting campaign were mentioned: Eliminating 
time-consuming multiple chain discounts, cutting ex- 
cessive warehousing costs, engineering specialization, 
better packaging. 

One speaker summed up the needs of the field in 
four items, namely: 1) Better selling, 2) better per- 
sonnel selection, 3) better customer service, and 4) 
better packaging. One New England distributor 
rocked the gathering by presenting the following for 
mula for keeping the sheriff away from the door: 
Maintain normal stocks, keep out of debt, do intensive 
selling and keep the break even points down. 

There were really several demands for eliminating 
what one speaker called that hocus pocus system of 
list prices and discounts. Small orders came in for 
a lot of lambasting and as a finale to one recital of 
business problems the speaker called on distributors 
to unite and demand from manufacturers immediate 
improvements in pricing methods and packing....... 

No, dear reader, all this did not happen in a meeting 
of electrical manaufacturers and wholesalers. In fact, 
the groups involved are in no way connected with the 
electrical industry or any electrical association or 
group. But don’t some of those things sound 
familiar ? 
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You can tell, just by looking at this ballast, that it... 








WILL GIVE MAXIMUM LAMP PERFORMANCE! 
WILL OPERATE QUIETLY! 
GIVES DEPENDABLE, LONG SERVICE! 
WON'T OVERHEAT! 


Sienpty insist that ballasts 
you use carry the “CERTIFIED” label. 
Then you're sure you'll get satisfactory 
operation—that your customers will enjoy 


a trouble-free, dependable product. 


CERTIFIED BALLASTS are manufactured to rigid 
specifications that assure you of best possible performance. They are 
then tested and checked by Electrical Testing Laboratories, Inc., against these 


specifications. When they pass this testing, they are CERTIFIED. 


By insisting on CERTIFIED BALLASTS in the fluorescent lighting equipment 


é you sell, you practically eliminate customer complaints — 










CERTIFIED build better customer acceptance andsgoodwill. 


, 


/ ERTIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 


| 
x 
~ Se, 


~ 








2138 KEITH BLDG., CLEVELAND 15, OHIO 
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To simplify planned lighting installations where specifi- 
cations call for two and four-light shielded fluorescent 
luminaires, SPERO now offers the “LVR” family—consist- 
ing of both types with matching contours. Furthermore, 
the SPERO “SULV” Spot Unit has been designed for use 
with the “LVR” family, and is available in sizes for 
use with either the LVR-448 or the LVR-248. 


LVR-448 


tod 


The original “LVR” fixture—which still is tops among shielded fluor- 
escent luminaires. Correctly engineered and properly designed for 
most efficient performance and easy maintenance. Lamps or starters 
can be replaced from top on pendant units, ond by swinging down 
louvre on surface mounted units. Plastic side panels add to smart 
oppecrance and utility. 


« 


2 


LVR-248 ee 2 SS Designed exactly like the “488”, with the same features for efficiency, 
atl -. smart appearance and easy maintenance. As in the “448”, louvres 
are hinged, and reflectors easily removable for cleaning. Candle- 
power distribution curves on both LVR-448 and LVR-248 are available 
on request. 


TWO 40W TUBES 


SPERC ULV" SP 

For punching up displays in commercial interiors, the “SULV” makes 
it possible to add sharpness to the abundant illumination of the 
Spero “LVR-448” and “LVR-248” fluorescent luminaires by additional 
lumen output of Par 38 projector or spot and flood lamps. 
“SULV” follows contours of the, “LVR”—and is adjustable to 45° 
from vertical within a 360° circle. 


SPOT UNIT 


A variety of combinations with “LVR” 

fixtures are possible. Photograph 

shows spot unit between two “LVR- 
448” units. Sketches show: (left) at intersection of four 
“LVR” units, (center) at ends of “LVR” fixtures, and (right) 
between two “LVR” fixtures at 90° angle. 


Spero’s latest development is a line of 


SULV-1 SPOT UNIT ae +) ‘ » a ' recessed trouffer fixtures available in 
a OG ee ~ yee seFSSSSSSS~" ~S epen, glass or louvre shielded types, 
BETWEEN TWO “LVR-448” FIXTURES " ——— >< 


for plaster or acoustical ceilings. Write 


for descriptive Bulletin. 


the SPERO ELECTRIC CORP. cirvetano 19, ono 
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Bp ihe lady of the convenient switch... and, presto! 
Mt dark and per- _... the world lights up again! 

} @obwebby cellar 
tical intricacies Simple, reliable, good-looking 
rs<-and hope for Federal NOARK multi-breakers are 
available in a complete range of 
ampere ratings — for both indoor 


. she seye 
and outdoor applications. 


to look! She goes 


pessible Federal write for a copy of the “FEDERALOG” 
ker... flicks a address Dept. F 


; N E Ww! MULT! BREAKER 
~ , Type MO 4 
TYPE MO-4 


THERMAL 7 
MAGNETIC ; 


MULTI-BREAKER 
=. 





Peceral so... 


Mt breakers 


Executive Offices: 50 Paris Street, Newark 5, N. J. 
Plants: Hartford, Conn., Newark, N. J., St. Louis, Mo., L. I. City, N. Y. 





Federal Electric Products Company, Manufacturers of a Complete Line of 
Electrical Products, including Motor Controls + Safety Switches * Service 
Equipment ¢ Circuit Breakers * Panelboards * Switchboards * Bus Duct 
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Lighting Exhibition Proves 
Lighting Is Big Business 


New equipment and applications for commercial and industrial 
lighting unveiled at 2nd International Lighting Exposition and 


Conference attracts over 8500 visitors from all over the world 


egw \GO—lIf there was anyone at salers, lighting specialists, engineers, 
tending the Second International salesmen, architects and contractors from 
Lighting Exposition and Conference held all over the world. 

here recently, who thought lighting Over eighty manufacturers of com- 
wasn't big business, he most certainly mercial and industrial lighting equipment 
had his opinion changed by the time the _ participated in the exhibition to fulfill the 
curtain was brought down on the greatest show committee’s promise that the affair 
exhibition of commercial and industrial would present a complete roundup of 
lighting ever seen. Sponsored by the “What’s New in Lighting.” A great 


Industrial and Commercial Lighting deal of equipment was shown for the first 


Equipment Section of the National Elec- time and some manufacturers revealed 
trical Manufacturers Association, the models which were designed especially 
show attracted about 8500 leading whole- for release at this exhibition. The large 


crowd spent many hours talking with the 
sales representatives in attendance at 
each booth and examining the latest light- 
ing equipment, such as, plastic louvers, 
plastic and aluminum fixtures, explosion 
proof and dust-tight fixtures, airport bea 
cons that penetrate fog, new methods for 
joining §xtures in continuous runs, all 
louvered ceiling lighting systems, etc 
What the attendance lacked in numbers 
(advance forecasts set a figure of 10,000) 
was more than made up for by the in 
terest, prominence and enthusiasm of 
those that did attend. Lighting men from 
all over the world were present. Many 
executives of electrical wholesaling firms 
throughout the country, realizing the 
value of the show as a training aid, sent 
their salesmen to see the exhibitions and 


attend the conference sessions 


Conference Sessions 
The conference sessions held in the 
morning during the week of the show 
were well attended and featured many 
stimulating and informative talks by in 


dustry leaders. George Whitwell, vice 





LIGHTING MEN from all over the world attended the All. 
Industry dinner sponsored by the Chicago Section of 1.E.S. 
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ence. Visitors were 


during the 2nd International Lighting Exposition and Confer- 


unanimous in their praise of the event. 
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PUSH THE NAME THAT'S KNOWN 
INCREASE YOUR PROFITS 








The better the brand name is known, the faster 
sales move. So stock, display and promote Bull 
Dog Friction Tape — the tape that electricians, 
automotive mechanics, building maintenance men 
and householders are completely sold on. 

Bull Dog Friction Tape is in big demand 
because of its tight grip, lasting strength, high 


insulating qualities and resistance to aging. Goes 
on without wrinkling, won't curl or ravel. 
Special BWH technique prevents drying out or 
loss of adhesiveness in the roll. 

Check your stock of Bull Dog Friction Tape 
today — display an adequate supply to meet the 
repeated demands of your best customers! 


Another Quality Product of 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all principal cities 


PLANT: CAMBRIDGE, MASS., U.S.A. ©¢ 


P.O. BOX 1071, 





~o 


BOSTON 3, MASS. 
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president, Philadelphia Electric Co. 
Ward Harrison, manager, Engineering 
Division, Lamp Department, General 
Electric Co., Nela Park, and D. G. 
Electric 
Products, Inc., made up the panel of 


Mitchell, president, Sylvania 
speakers for the first session under Chair- 
man Rudolph W. Staud, president, Illum- 
inating Engineering Society. 

The second conference session, under 
the chairmanship of Merill Skinner, di- 
rector of sales, Union Electric Company 
of Missouri, was devoted to. the subject, 
“Industry Plans for Lighting Promo- 
tion.” Speakers included: J. S. Schu- 
chert, manager, commercial sales, Du- 
quesne Lighting Company; L. E. Taylor, 
vice president, Illuminating Engineering 
Society ; Gilbert S. Underwood, supervis- 
ing architect, Public Buildings Adminis- 
tration, U. S. Government; E. C. Huer- 
kamp, sales manager, Lighting Division, 
Westinghouse Electric Corp. 

“How the Wholesaler Can Increase 
Lighting Sales,” was the topic for dis- 
cussion at the third conference session 
with Charles G. Pyle, managing direc- 
tor, National Electrical Wholesalers As- 
sociation as chairman. D. Lyle Fife, 
president, Fife Electric Supply Co., De- 
troit, H. P. Litchfield, assistant general 
sales manager, Graybar Electric Com- 
pany, J. M. McKibbin, assistant to vice 
president, Westinghouse Electric Corp. 
and O. Fred. Rost, editor and publisher, 
ELECTRICAL WHOLESALING, ad- 
dressed the lighting people. 

The final session devoted to the elec- 
trical contractors was under the chair- 
Stuart, editor, 
Electrical Construction and Maintenance. 


manship of William T. 


Speakers included: George B. Roscoe, 
public relations director, National Elec- 
trical Contractors Association, who spoke 
for Paul M. Geary, executive vice presi- 
dent, N.E.C.A.; Leo Gamp, Jr., Gamp 
Electric Co., St. Louis; Warren W. 
Langston, manager, Fluorescent Lighting 
& Maintenance Division, Jack Stone 
Electrical Company; R. O. Bradley, E. I. 
DuPont DeNemours and Company. 


All-Industry Dinner 


The All-Industry Dinner sponsored by 
the Chicago Section of the Illuminating 
Engineering Society was held in the 
Grand Ballroom of the Stevens Hotel 
with more than 1,200 guests attending. 
Featured speaker for the dinner was Dr. 
Gerald Wendt, editorial director, SCI- 
ENCE ILLUSTRATED, who spoke on 
the subject, “The Challenge of Science 
to the Lighting Industry.” Charles E. 
Johnson was toastmaster. 


Merit Award Competition 


Winners in the Second International 
Lighting Exposition Merit Award Com- 
petition were presented with awards at 
the opening session. The names of the 
17 Gold Seal Merit Award winners and 
183 Merit Award Certificate winners 








$100 SMILES—Eleven of the twelve winners of Gold Seal Merit Awards 
in the 2nd International Lighting Exposition Merit Award Competition were 
present to receive their $100 prizes during the recent Chicago lighting show. 
Carl W. Zersen (extreme left), chairman of the board of judges, presented 
the awards. 


were announced by Carl W. Zersen, 
chairman of the board of judges. 

Three lighting specialists from electri- 
establishments were 
awarded with $100 Gold Seal Awards. 
They were: John W. Leadbetter, Koontz- 
Wagner Electric Co., Inc., South Bend, 
Ind.; Fred N. Cooper, Jno. E. Graybill 
& Co., Lancaster, Pa. and C. B. Marsh, 
Jr., Marsh Electric Supply, Amarillo, 


cal wholesaling 


Texas. 


Of the 183 Merit Award Certificates 
presented, 22 were awarded to electrical 
wholesaling representatives. In making 
the awards, Mr. Zersen pointed out that 
the committee had 260 entries submitted 
The 200 entries entered in the final judg- 
ing represented 155 types of lighting ap 
plications, with commercial installations 
by far the heaviest. 

The winning entries were on display at 
a special booth in the exhibition hall 





Record New Home Building 
Predicted for Next Year 


Continued high level of construction in late months of 1948 


influence predictions by government officials and real estate 


men that 1948 will be greatest year for residential building 


ECENT reports based on the latest 
statistics indicate that the construc- 
tion of new homes in 1948 will surpass 
the record figure attained this year. A 
joint report issued recently by the U. S$ 
Departments of Commerce and Labor 
predicted that new construction will 
probably reach $15.2 billion next year 
The government departments believe 
that residential building will top all other 
types, and that industrial construction 
will drop. However, commercial build- 
ing and construction of churches, hos 
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pitals and theatres is expected to in 
crease enough to offset any drop in in 
dustrial building. 

The $15.2 billion estimated for 1948 
would be an increase of 20 percent over 
the $12,655 million which is anticipated 
to be spent this year. The estimated 1948 
expenditure would also top a $13.4 bil 
lion record set in 1942. 

In issuing the joint report the two 
departments pointed out that its fore 
casts were based on no serious recession 


in general economic activity next year 


61 








62 











that’s why you benefit by insisting on a 


Certified starter 


CERTIFIED on a starter is like STERLING on silver, 1OOY% VIRGIN WOOL 
*.* . . ae 
on a label, or U.S. PRIME on beef —it is your assurance of tops in quality. i 


To get the best lighting performance and to get the greatest | CERTIFI ED 


economy in maintenance of your fluorescent installation, insist on 


CERTIFIED starters. | ET Ly 
| 
Here’s why you'll benefit: CERTIFIED starters meet rigid 


specifications for performance and service. They're Certified by Elec- 6 
trical Testing Laboratories, Inc., after testing and checking. You get SPEC. NO. 
longer lamp life and longer starter life with CERTIFIED starters. 








To be sure you get the best, look for the CERTIFIED — 


shield on the case and on each Starter. 


<P SS A DA CD SD CO Address inquiries to any of the following manufacturers of ——————————-—— 


€ertified Starters 


The Arrow-Hart and Hegeman Co., Hartford, Connecticut Instant Glow Starter Corporation, New York, N. Y. 
The Bryant Electric Co., Bridgeport, Connecticut Kuthe Laboratories, Inc., Newark, N. J. 

Dura Electric Lamp Co., Newark, N. J. The Lloyd Products Co., Providence, R. I. 

General Electric Co., Bridgeport, Connecticut Pass & Seymour Co., Syracuse, N. Y. 

Harvey Hubbell, Inc., Bridgeport, Connecticut Sheldon Electric Co., Irvington, N. J. 
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and that construction costs will rise only 
moderately above current levels. 
About a year ago the Commerce De 


partment set a $15 billion goal for con- 


struction in 1947. The actual results for 
the year will be below that estimate due 
to scarce materials and a_ widespread 
feeling that prices would drop if build- 
ing was postponed, according to the gov- 
ernment. However, a recent report by 
the Bureau of Labor Statistics said that 
housing construction started in 1947 may 
total 860,000 units by the end of the year. 
This will make the best year for home 
building since 1925 when 937,000 houses 
were started. The bureau made its pre 
diction on the basis of 710,800 units 
started in the first ten months of this 
year, an increase of 6 percent over the 
total number of units started in twelve 
months of 1946. 

The bureau recorded 92,000 starts on 
homes in October, 1947 and revised its 
September figures upwards from 88,000 
homes started to 92,000. 7 

The continued high construction fig- 
ures as the year 1946 draws to a close 
is encouraging to all persons connected 
with the building industry. Results of 
a poll of experts taken at the 40th an 
nual convention of the National Associa 
tion of Real Estate Boards in San Fran 
cisco recently, showed some real estate 
men predicting as many as 1,000,000 new 
units for 1948, and a general feeling 
that there will continue to be a great 
demand and a high level of construction. 

John L. 


j Haynes, chief of the Com 
merce Department’s construction divi 
sion, in releasing the joint estimates for 
1948 by the Commerce and Labor De 
partments, said that wide differences of 
opinion exist with respect to the pros- 
pects for next year. Some officials feel 
housing costs are too high and that a 
decline is imminent in the volume of res- 
idential building. These doubts, he said, 
were finally outweighed by the belief 
that the 
keep up the market. 


severe housing shortage will 





THE NEW A. L. D., Inc., Half-Hour Laundry at 7402 Sunset Blvd., Los 
Angeles, Calif., is shown above. To the left and right are several of the 40 
Westinghouse Laundromats installed in the store, while in the center is a 
portion of the lounge area provided for the patrons. Directly behind the 
lounge area is the checking-in counter where patrons have their clothes 
weighed and checked, and have equipment assigned. 





Missouri Wholesaler 
Reports On Activities 


JOPLIN, MO —The Russell Belden 
Electric Co., an electrical wholesaling 
firm in this city, has appointed Harlin 
Matthews as 
added T. 
staff, it was reported recently by H. W 
Antoine, manager. Mr. Matthews will 
promote lighting and appliance sales for 


specialty salesman and 


S. Maxton to its outside sales 


the company. 

Mr. Antoine also announced that— the 
Russell Belden Electric Co. branch in 
Ft. Smith, Ark. has moved to a new 
building at 115 N. 2nd St. An “open 


house” celebration was attended by deal 
ers, factory men and executives from the 
main house at Joplin, Mo 


Billion Dollar Market 
Predicted for Television 
FORT WAYNE, IND The predic 
tion that at least 5,000,000 television re- 
ceivers will be manufactured and sold in 
the next five years was made recently 
by Edwin H. Martin, vice president and 


secretary of the Farnsworth Television 
& Radio Corporation 
\ddressing a regional meeting of the 


(Continued on page 115) 








RECENTLY COMPLETED warehouse for Raybro Electric 
Supplies, Inc., in Miami contains approximately 15,000 square 
feet of warehouse space and provides room for offices and 
display room. Shortly after opening the new building the 
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Raybro organization held a sales meeting there for salesmen 
(right photo) from its branches in Jacksonville, St. Peters- 
burg, Tampa and Miami. W. R. Young, supply sales manager, 
and M. O. Hollis, secretary-treasurer, were in charge. 
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e Specialists in the design and 
quantity production of “Small” 
Transformers for over a quarter cen- 
tury — Jefferson Electric has to its 
credit a big share of the develop- 
ments in this field. Leading manu- 
facturers of products requiring such 
Transformers for years have regu- 
larly made them their first choice. 

Practical helpful recommenda- 


tions are yours for the asking. 





Your copy of Booklet 451 is 
ready for mailing. JEFFERSON ELECTRIC COMPANY, 
Bellwood (Chicago Suburb), Illinois. In Canada: Canadian | 
Jefferson Electric Co., Ltd., 384 Pape Ave., Toronto, Ont. 


JEFFERSON 
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WITH WHOLESALERS SALESMAN 





SOURCE The figures we use as basis for these monthly 
comparisons of performance in the electrical wholesaling 
field are collected and compiled by the Bureau of the 
Census of the U. S. Dept. of Commerce. 
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Business Index 
For the Month of September 1947 


SALES For September, the panel of electrical goods 
wholesalers participating in the reporting service con- 
ducted by the Bureau of the Census included 371 full- 
line houses, 150 wiring supplies-construction materials 
distributors and 80 appliances-specialties wholesalers— 
601 firms with sales for the month totaling $110,442,- 
000. Sales, as reported by the 601 firms, were up 10 
percent from August and up 40 percent from Septem- 
ber, 1946. 

Considered by class of house and compared with 
August, sales of full-line wholesalers and appliances- 
specialties wholesalers were up 12 and 8 percent re- 
spectively but wiring supplies-construction materials 
distributors sales were off 2 percent. 

Year-to-date sales (first nine months) of the 601 
firms were up 79 percent over the same period of last 
year. 

It should be remembered in making comparisons that 
the data shown here are unadjusted for price changes, 
seasonal variation and the number of days in a month. 


INVENTORIES A panel of 508 electrical goods whole- 
salers reported little change in inventories from August 
to September. Stocks, valued at cost, of full-line houses, 
were off 1 percent (September compared with August) 
but wiring supplies-construction materials distributors 
and appliances-specialties houses reported increases of 
5 and 7 percent respectively. It may be interesting to 
note that corresponding sales changes for the three 
classes of houses (August to September) were: full-line 
wholesalers, up 12 percent; wiring supplies houses, off 
2 percent and appliances-specialties, up 8 percent. 


COLLECTIONS Reports of 560 houses submitting 
credit information indicated an accounts receivable 
turn-over rate for the trade as 33 days. This compares 
with an average collection period of 31 days for Sep- 
tember 1946 and 44 days in pre-war September 1939. 
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your cost for light 


| a throw some light on the cost of lighting with old-style wiring 
systems. | 





First of all, moving a fixture means a re-wiring job, including the in- | 
stallation of a new fixed outlet. That costs money. So does the production | 
shutdown when power is cut off to tap in the new fixture. And finally, 
the materials torn out to make the change generally wind up in the | 
scrap heap—a total loss. 


And suppose you do compute these expenses and decide to make the | 





old set-up suffice. Then production takes it on the chin, because any 
kind of precision work calls for highly efficient illumination. 


So why not lighten your cost for light with BullDog Universal Trol-E- 
Duct? This modern, efficient, completely flexible system of electrical 
distribution puts current wherever you want it—any time you want 


it—within a few minutes. 


BullDog Universal Trol-E-Duct serves lighting fixtures of any type, 
and small portable tools, as well. It’s geared to the demands of today 
and tomorrow. Twist-out plugs or trolleys can be inserted to tap power 





from totally-enclosed bus bars at any point in the continuous slotted duct. 


And for the “‘clincher,’’ Universal Trol-E-Duct is built in standardized, 
pre-fabricated sections for easy dismantling and reinstallation when 
your plans call for radical shifts on production lines. You won’t scrap 


so much as one bolt in the transfer, either. 


There’s a BullDog Field Engineer nearby who can show you the ad- 
vantages of Universal Trol-E-Duct in an installation near your own 
plant. See him soon. Or, simply write BullDog direct and we'll send 
descriptive folders. 


BullDog manufactures Vacu-Break Safety Switches—SafToFuse Panelboards—Superba and Rocker Type 

Lighting Panels—Switchboords—Circuvit Master Breakers—‘‘Lo-X'"" Feeder BUStribution DUCT—*'Plug-in” 

Type BUStribution DUCT—Universal Trol-E-Duct for flexible lighting—industrial Trol-E-Duct for portable 
tools, cranes, hoists. 











ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN 





Mean FIELD OFFICES IN ALL PRINCIPAL CITIES 
) 3 IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 
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REGIONAL ANALYSIS 


( , EOGRAPHICALLY, full-line houses reported in- 

creases in each region, with gains ranging from 
3 percent in the West South Central States to 20 per- 
cent or more in the South Atlantic and Mountain 
divisions. The other two classes of houses reported 
mixed regional trends. 

Compared with September, 1946, sales for all three 
classes of houses were up substantially in each geo- 
graphic region. 

Considered geographically, all regions except the 
Middle Atlantic States reported about the same hold- 
ings in September as in August. The Middle Atlantic 
States recorded a 6 percent increase, and the East South 
Central region reported a gain of 2 percent. 

In terms of weeks’ supply at the current sales rate, 
trade inventories represent about 6 weeks’ business. 
On this comparative basis present holdings approximate 
the 1939 supply. It may be pointed out, however, that 
current stocks, if measured in dollar value, are far 
above any other period of record and any decrease in 
the sales rate might increase the weeks’ supply index 
accordingly. 

Also geographically and for all classes of houses com- 
bined the average collection period ranged from 30 days 
in the East North Central region to 37 days in the Fast 
South Central States. 


68 


BUSINESS INDEX 





SEPTEMBER, 1947 


Figures in this table apply to the geographic divisions 
as outlined and numbered in color on map above 





SALES INVENTORIES 
September 1947 September 1947 
Compared in Yo with Trading Compared in %o with 
Aug. Sept. Region Aug. | Sept. 
1947 1946 |(Seemap) 1947 | 1946 
+11 +30 0 | +76 
+9 448 2 +6 | +79 
+11 +35 3 —2 | +59 
+7 +37 4 a! +66 
+15 | 442 5 0 +72 
+9 +47 6 ope +90 
+ 2 440 7 —2 88 
+20 +64 8 —2 +187 
+11 4-40 9 —_2 +97 











URGE The figures we use as basis for these monthly 
comparisons of performance in the electrical wholesaling 
field are collected and compiled by the Bureau of the 
Census of the U. S. Dept. of Commerce. 
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vieusly announced. 


illustrating use of Types. “ESD” and “ESS” Swivels 
with Appleton Explosion-Proof Fivorescent Fixture 
. te provide complete fiexibility—else ceiling fitting, ey << 
fixture canopy end other hanging devices pre- S 


Fixture to be swung ovt of line 
for re-lamping. Also provides 
flexibility in conformance 
with Code, where fixture is 
mounted 12 inches or more 
from conduit. 


COMPLETE FLEXIBILITY FOR ALL 
























PATENT 
APPLIED 
FOR 


Type “ESD” Explosion-Proof Swivel 
gives complete flexibility for mounting 
all types of single-hung lighting fixtures 
in hazardous locations, in conformance 
with 1947 Code. At right, it is shown 
with pendent-type fixture. 





EXPLOSION-PROOF FIXTURES WHEREVER REQUIRED 


New and exclusive with Appleton... added 
utility, even greater ease of installation and 
convenience in maintenance... are provided 
by advanced Appleton engineering and de- 
sign in Explosion-Proof Lighting Equipment. 


These 3 important advantages are provided: 


1. Appleton Explosion-Proof Fluores- 
cent Lighting Fixtures now are de- 
signed to hang either straight, in the 
conventional manner, or with the re- 
flector tilted at an angle of 45 degrees. 
See both in picture above at right. 
Each fixture is provided with two hubs 
at each end—one for straight mount- 
ing, the other for 45-degree mounting 
—with a plug to close the unused hub 
opening. 


2. New Appleton Type “ESS” Explo- 
sion-Proof Swivels permit Explosion- 
Proof Fluorescent Lighting Fixtures, 
mounted end to end, to be swung out 
of line for convenient re-lamping or 
other service. 


3. All Explosion-Proof Lighting Fix- 
tures may be mounted more than 12 
inches below the conduit line, in com- 
plete conformance with the 1947 Na- 
tional Electrical Code, Article 500, 
with Appleton Type “ESS” and Type 
“ESD” Swivels. Type “ESD” provides 
entire flexibility and uniformly 
perpendicular suspension. 


Now Appleton Explosion-Proof Fluorescent 
Lighting is ideally suited to panel-boards, 
meters, gauges—wherever 45-degree mount- 
ing adds to lighting efficiency or is desirable 
for any reason. Any arrangement of fixtures, 
including close mounting in straight line, 
becomes practical with the use of new 
Explosion-Proof Swivels. 


All the original advantages of Appleton 
Explosion-Proof Fluorescent Lighting are 
carefully maintained. The improvements are 
typical of the practical approach of Appleton 
engineering to every electrical fitting require- 
ment... an approach which constitutes the 





main reason that the name Appleton, throughout the in- 
dustry, means “STANDARD FOR BETTER WIRING!” 


Sold Through Electrical Wholesalers 
APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue + Chicago 13, Illinols 


Branch Offices: NEW YORK, 50 Church Street « DETROIT, 7310 
Woodward Avenue « CLEVELAND, 1836 Euclid Avenue « SAN 
FRANCISCO, 655 Minna Street . ST. LOUIS, 420 Frisco Bldg. 
e LOS ANGELES, 100 North Santa Fe Avenue « ATLANTA, 724 
Boulevard, N. E. « BIRMINGHAM, 429 Brown-Marx Bidg. « MINNE- 
APOLIS, 305 Fifth Street,S. «© PITTSBURGH, 414 Bessemer Bidg. 
e BALTIMORE, 100 E. Pleasant Street « BOSTON, 10 High Street « 
DENVER, 1509 Seventeenth Street « PHILADELPHIA, 1017 Cherry Street 
Resident Representatives: Cincinnati, Dallas, Kansas City, Milwaukee 
New Haven, New Orleans, Seattle 


Export Representatives: International Standard Electric Corp, 
67 Broad Street, New York 4,N. Y. 





SEND TODAY 


Big Appleton Catalog, illustrating 
and describing more than 15,000 
types and sizes of wiring equipment, 
gladly sent FREE, on request, to any 
user of such material. 














AveP Pro Eo Te ON 





















Y 
DISTINCTION 


Po COMFORT 
: UTILITY 











Pittsburgh Permaflector Fluorescent and Incandescent 
Standard Units make it easy to achieve the illumination 






you require without costly special-made equipment. 






Custom effects of infinite variety and superior per- 






formance can be easily obtained with Permaflector 
Planned Lighting. 






Get the details now on how you can gain these more 
effective and efficient illuminating results by using 






Pittsburgh Permaflector Equipment. 







A PERMAFLECTOR PORTRAIT 
Joseph Magnin — Sacramento, Calif 


Designed by Gruen & Krummeck — Associates 
luppen & Hawley — Elec. Contractors - 











PirtsBurch Rervector Company 


OLIVER BUILDING - PITTSBURGH 22, PENNSYLVANIA 


MANUFACTURERS OF FLUORESCENT AND INCANDESCENT LIGHTING EQUIPMENT 
DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 


Permafiector lighting Engineers in All Principal Cities 
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ELECTRICAL WHOLESALING 


in Denver 


FOURTH OF A SERIES 


By Ernest W. Fair 


Nationally-known-brand electrical supplies and appliances 


stand “aces high” in that mile-high capital city of the 


Eastern slope of the Rocky Mountains; cleaning out off- 


brand stuff is stepped up as old-line goods appear 





HIS is the time to clean 
house.” 

That’s the combined opin- 
ion of the electrical wholesalers and 
branch managers of Denver, Colo- 
rado on conditions today and for the 
months ahead. Business is good in 
the Rocky Mountain area which 
covers the territory from Dead- 


wood, South Dakota to Albuquer- 


.- 


que, all of New Mexico and Colo- 
rado and central Wyoming. But 
business leaders expect it to be a 
great deal better in the year ahead. 

It’s the time to “clean up” in more 
ways than one, they point out. For 
example, there’s the matter of a 
good general housecleaning of ware- 
house stocks in preparation for what 
the men in this area believe will be 
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a steadily growing influx of the 
kind of goods they really want to 
stock and sell. 

Practically every electrical whole- 
saler in Denver today is doing just 
that ; both all of the business he can 
on the merchandise he can obtain, 
and setting his house in order for 
tomorrow’s market. 

“Selling still isn’t our big prob- 
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lem,” one wholesaler observed, “and 
building future goodwill, though 
important, isn’t the big thing which 
should concern us now. We've got a 
lot of house cleaning to do and the 
quicker we get at it, the less we'll 
be hurt. 

“Personally, I hate to clear out 
some of the non-standard brands of 
stuff I have been carrying; those 
manufacturers were bread and but- 
ter for us for quite awhile back 
and in a way I suppose we should 
try to help them now. 

‘But when I am honest with my- 
self I have to agree that I have no 
choice in the matter . if we at- 
tempt to do business on off-brand 
merchandise, a great deal of which 
will be below standards of name 
goods, we'll go broke trying it! 

“How those manufacturers can 
work out this problem is something 
[ cannot answer; but I do know 
that the way for us to work out our 
own problem is to move out every- 
thing of that type of goods we have 
in our warehouse today . . . get 
rid of it fast . . . and re-stock slowly 
with only top merchandise and of 
name manufacturer. That’s what’s 
going to sell in the months ahead; 
if we don't have it then the other 
fellow will.” 

His comments were typical of 
many others given us in our visit 
to the “mile-high” city which dom- 
inates the eastern slope of the Rocky 
Mountain area; only he put the 
ideas in plainer words than most of 
his associates. 

Denver has 26 electrical jobbers 
of every kind and description and of 
varying degrees of experience and 
facilities. Trade leaders feel that 
this is far too many; they feel that 
the presence of so many jobbers 
means rough competitive days ahead 
and they are therefore concerning 
themselves seriously with the prob- 
lems of how to get their houses in 
order for that tough competition 
ahead. 

Today, in Denver, the situation 
is not as competitive as in other 
cities we have visited. The market 
is not as great, general construction 
is not moving at the pace shown in 
other cities, and the competitive pic- 
ture is somewhat different. The na- 
ture of this competitive situation 
bears more than passing mention. 

There is, for example, the nature 
of the territory itself. Denver is the 
only large city in the entire area; 
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Re-stocking slowly with only top merchandise as it becomes available is the present 


goal of Denver's electrical wholesalers. 





General business conditions are extremely stable in Denver electrical wholesalers 
report and will continue that way. 








its nearest large metropolitan city 
is some 500 miles distant. Within 
the area are a large number of small 
and medium-sized communities, 
very few over the 100,000 mark. 
The cities of this area are predom- 
inately agricultural, stock raising 
and mining cities. Industry in itself 
is scattered. General business condi- 
tions are a great deal more stable 
than in other areas and expansion 
proceeds at a much slower pace. 
Within the city of Denver itself 
there are no major construction jobs 
under way and none in immediate 
prospect. Some are in the talk stage 
but all such enterprises are definite- 
ly pigeon-holed for the day when 


construction costs are a great deal 
less than they are today. 

Such construction as is underway 
now, is chiefly in the smaller cities 
of the area and is confined in bulk 
to home building. All of this means 
that the potential market is more 
limited due to the absence of major 
commercial construction than it is 
in most of the other metropolitan 
area cities of the nation. 

There is also the matter of freight 
costs which are high enough in this 
area to be a major concern of job- 
bers. A number of electrical whole- 
salers pointed out that these freight 
costs and the nature of the distribu- 
tion network of the area are such 
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Contractors, dealers and consumers are all becoming price conscious and will gladly 





Trade-name consciousness has been built up by electrical wholesalers in Denver over 





that jobbers are at a distinct disad- 
vantage when in competition with 
those from other areas. 

The latter situation serves to 
draw in the territory of the Denver 
electrical jobbers when they meet 
competition on the edges of the ter- 
ritory originating from locales where 
freight rates are more favorable. 

As stated before the present sit- 
uation has not become competitive 
as yet in Denver because of short- 
age of merchandise. These short- 
ages are, as elsewhere, in heavy de- 
mand items and in name-brand 
merchandise. There are some iso- 
lated instances of where merchan- 
dise is moving slowly though in a 








shortage group because of “un- 
known” manufacture. 


“Not only consumers but contrac- 
tors and dealers as well are all get- 
ting price conscious,” one jobber ex- 
plained, “and they are particularly 
critical of present prices on uncer- 
tain merchandise of all kinds. There 
is no real price consciousness here 
on the top name, top-grade lines of 
merchandise; our customers are 
glad to get it and willing to pay the 
price for the quality therein. 

“But when it comes to paying 
those prices for materials they know 
to be somewhat inferior and of 
strange Origin to them—that’s a dif- 


>? 


ferent story! 
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From many of the foregoing com- 
ments it can readily be gathered that 
the Denver area is a name-conscious 
region; trade names mean a great 
deal here and are accepted as stand- 
ards of quality not only in the heav- 
ily advertised electrical appliance 
lines but also in electrical supplies 
of every type and description. 

This trade-name consciousness 
has been built up by the jobbers in 
years past and so effectively has the 
job been done that it still carries 
over today. Denver electrical trade 
people are also avid readers of their 
trade journals and the advertising 
therein. 

“Why do I prefer the old stand- 
ard supplies?” one contractor we 
asked about this replied, “because 
I’ve had 15 years of experience in 
using it and never had trouble with 
it... as much I can’t say for some 
of the stuff I’ve had to buy since 
the war started! Some guys in the 
electrical manufacturing business 
had a wonderful opportunity to 
change my mind then but they 
didn’t seem to give a darn about 
quality so I’m not going to give a 
darn about them when I can get the 
name stuff again!” 

There’s little wonder, then, that 
the electrical jobbers and _ whole- 
salers in Denver are setting about 
“cleaning up” as fast as they can! 

The other side of the “clean up” 
picture ties in closely with the 
knowledge that much of the merch- 
andise handled during the years of 
scarcities, will be dead stock in a 
few months. Every jobber in Den- 
ver is doing everything within his 
power to move all of this type of 
goods out of his warehouse as quick- 
ly as he can. 

Every idea from price reductions 
for quantity cash purchases of such 
goods to prizes or extra bonuses for 
salesmen selling the goods, is being 
employed to attain that end. The 
best method, our survey reveals, ap- 
pears to be in a combination of an 
extra two to five percent commis- 
sion for salesmen and price reduc- 
tions of from ten to twenty percent 
on quantity purchases for custom- 
ers. Dealers are buying such 
merchandise and moving it as quick- 
ly at similar price reductions. 

Surplus items in the hands of 
Denver jobbers today include some 
types of sub-standard conduit, 


chimes, lamps, residential fluores- 
cent lighting fixtures, pin-up lamps, 
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sun lamps and similar items. Such 
merchandise is definitely surplus in 
all retail stores throughout the area 
also; too many dealers (and too 
many jobbers) went on “buying 
sprees” accumulating such merchan- 
dise in past months. The demand 
has also fallen off at retail in these 
lines in this area; and special prices 
have been found to be the quickest 
and most effective methods of mov- 
ing them at all levels from jobber 
to retailer. 

There have been no credit prob- 
lems among jobbers in this area as 
yet; 90 percent of their business is 
still on a cash-and-carry or 30-day 
basis. Credit demand here is at 
least 50 percent less than in prev- 
ious cities we have visited due, prob- 
ably, to less active conditions than 
in these other areas. Credit 
are still almost non existent and as 
yet jobbers do not appear to be seri- 
ously concerned with the problems 
of credit in this area. 

Jobber salesmen are gradually ex- 
panding their territories here today 
and doing a good job of intensive 
coverage within territories. 
All operate on a combination of ac- 
counts ; each salesman has both city 
and country accounts and therefore 
has a wide type of coverage to han 
dle regularly. The average salesman 
in this area is earning close to the 
same income he received during the 
war years and more than that re- 
ceived during the pre-war years. 

Training of salesmen is given con- 
siderable attention by local jobbers 
with each house having its own 
method of handling this procedure ; 
no concerted sales training program 
is being offered here or is any group 
plan for the trade in operation. Each 
house makes sales training a prob- 
lem of constant attention and super- 
vision and held from 
time to time within the organiza- 
tion. 

“Finding a good salesman today 
is almost impossible,” declared one 
jobber with whom we discussed the 
problem, “there are plenty of sales- 
men—but these men are 
good men. 

“We've found here that the short- 
est cut to this problem is to pick 
good men out of your warehouse or 
office and train them right in the or- 
ganization. At least you'll get a man 
that has an interest in his job and 
some sound background. 

“There are far too many men run- 


losses 


these 


schools are 


seldom 
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ning around looking for sales jobs 
such as ours with the idea that these 
jobs are glorified easy roads to suc- 
cess. Finding the man who wants 
to work is the big problem of any 
man in business today.” 

Sales techniques are undergoing 
rapid changes from the “okeh so 
what” attitudes prevelant every- 
where during the war and immedi- 
ate post-war months. In Denver the 
average jobber salesman has adopt- 
ed the idea that you can “treat cus- 
tomers like you want to be treated,” 
and the old-fashioned trains of clean 
and honest selling without the use 
of pressure, are returning as ax- 
ioms of electrical wholesaling in the 
Rocky Mountain area. 


cS 





Actual selling is still not a prob- 
lem in this area, however, except 
in the disposal of ‘‘white elephants” 
in the jobbers warehouses. There is 
still a terrific demand for standard 
merchandise here in the Rocky 
Mountain area and the salesman has 
only to tell a customer what he has 
in these lines, to dispose of all quo- 
tas assigned to him. The average 
Denver salesman is very skeptical 
about how many more months this 
situation can last however, and there 
is actually more personal effort be- 
ing expended toward building con- 
tacts and friendships for the future 
by the salesmen themselves than by 
the houses. 

The number of 
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To move surplus stocks quickly, electrical wholesalers are now offering extra com- 


missions and price reductions. 
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Credit problems among wholesalers in the Denver area are few and most business 


is om a cash-and-carry or 30-day basis. 
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Training of salesmen is receiving much attention from the 
electrical wholesalers to meet the competition ahead. 
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Electrical wholesalers in Denver are actively preparing for tomorrow's markets by 


cleaning out non-standard brands. 


tractors in the Rocky Mountain area 
has increased some 20 percent since 
pre-war but the number of electri- 
cal appliance dealers has increased 
over 200 percent above the pre-war 
figure. The contractors are doing 
fairly good but the wholesale trade 
here is almost unanimous in its be- 
lief that about 80 percent of these 
new contractors will drop out of the 
business during the next few years. 
Casualties within the ranks of the 
appliance dealers during the next 
two years are expected to be a 
great deal higher ; we were told that 
failures during the two years ahead 
in this area were sure to be all of 
the way from 50 to 70 percent ot 
the dealers in business today! 


We talked with some of these 
dealers to see how they felt about 
their own future; half would sell 
their business today if they could 
“unload” at their investment there- 
in. Working capital is running 
short with most small dealers and 
with the influx of more merchan- 
dise they are finding that they can- 
not turn over their working capital 
every 30 days or less. They have 
heard a great deal of talk also, about 
the coming mortality rate in their 
field and no dealer wants to be num- 
bered in this group. But the fact 
remains that in this area there are 
far too many men in both contract- 
ing and appliance dealerships un- 
suited for tough competitive days, 
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Contractors and dealers have increased greatly in numbers 
over prewar and a mortality is expected by the wholesalers. 


under-financed and lacking business 
training or know-how... .and these 
men are certain to find the going 
mighty rough in the days ahead. 
Denver's electrical contractors are 
faced with the fact that there are no 
large commercial jobs in the offing ; 
in fact not as much business remod- 
eling as in most other areas, Den- 
ver’s average commercial institution 
has a new building or a recently 
remodeled one, attractive 
modern front. The work, in short, 
has already been done. Today these 


and an 


contractors are doing a good profit- 
able business in the basis of a lot of 
small jobs at hand; when these 
small jobs diminish in number.... 
then some are “going by the way- 
side!” The other alternative is new 
construction or large remodeling 
jobs and neither are in the immedi- 
ate offing here. 

But the electrical jobber also has 
a lot of immediate problems for the 
future. We asked around about 
what these problems were and 
here’s a consensus of the answers 
received : 

a) Reduce investments in 
goods as far as is practicable, to get 
the highest possible turnover. 

b) Clean house of all off-brand 
merchandise in the warehouse be- 
fore it becomes a total “drug” on 
the market. 

c) Buy as little “off-brand 
merchandise as possible in the 
months ahead because the Rocky 
Mountain area customers want well 
known brand merchandise when- 
ever they can obtain it. 


your 
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LIGHTING MEN from all over the world were present for 
the first conference session of the 2nd International Lighting 
Exposition and Conference recently held in Chicago. In the 


afternoon the lighting men saw an exhibition of the latest com- 
mercial and industrial lighting equipment, showing new ad- 
vances in the lighting field. 


Lighting Beyond ‘Tomorrow 


By Ward Harrison* 





EARS ago I read an article 

on habits which made a lasting 

impression. This world has 
accumulated quite an array of ex- 
pensive, bad habits, and the worst 
and most expensive of all is its pre- 
dilection for war. 

For the cost to this country of the 
last war, and probably within the 
time it occupied, we could have lit- 
erally rebuilt America; for example, 
we could have torn down 90 per- 
cent of the dwellings in the U.S. A. 
—every hovel and slum included— 
and could have erected for each of 
the 30,000,000 families involved, a 
brand new $11,000 home. 

I mention this not as a criticism 
of the way our money spent 
during the war 


was 
it was unavoidable 
as long as war is unavoidable—but 
such a comparison does afford some 


*Manager, Engineering Division Lamp 
Department, General Electric Company, 
Nela Park, Cleveland. 


picture of the latent productive ca- 
pacity of our country. We can af- 
ford the material good things of 
life—all of them—if we are willing 
to organize for it and to put forth 
the effort; and in the list of good 
things—not last and not least—I 
would include adequate and pleasing 
illumination for every purpose. 

“Lighting Beyond Tomorrow,” 
the subject for this talk, was not 
one of my choosing; rather, it was 
assigned to me and I accepted the 
assignment because it really did not 
limit me too much. Tomorrow is 
Wednesday. I can talk either about 
the lighting we will have by Friday, 
November 7th or by November, 
1957, or by 1977. The latter choice 
has its advantages from my stand 
point as a speaker. 

Many of you know or know of, 
Dr. Charles A. Eaton, now chair- 
man of the House Foreign Affairs 
Committee, a man rich in experi- 
ence and knowledge of his fellow 
humans. I learned much from my 
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and INTERNATION 
LIGHTING 


Ward Harrison 


association with him extending over 
several years, and I recall one thing 
in particular, regarding which he 
cautioned me: “If you are going to 
look into the future,” he said, “don’t 
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be a piker; don’t expose yourself 
to criticism for your mistakes daily, 
as the weatherman does. Don’t try 
to tell what is going to happen to- 
morrow, or next week, or next year. 
Rather, forecast what is to come far 
in the future at a time when most 
of your auditors will be dead and 
gone. For some reason that will 
make them look upon you as a seer 
and, furthermore, they won't be here 
to check up on you.” 

Let us turn our attention, there- 
fore, to the years far ahead and do 
so against the back-drop of the 
ability of the American people to 
afford any kind of lighting they 
want if they want it badly enough. 
At this point someone of you may 
be moved to ask, “Of what value is 
it to take up the time of this large 
gathering in speculating on situa- 
tions 30 years hence, in which none 
of those present are likely to be an 
active factor ?”” That question should 
properly be addressed to your Pro- 
gram Committee, but I suspect that 
what they had in mind was that if 
long-distance objectives of the in- 
dustry could be clearly outlined, 
our progress toward them might be 
accelerated considerably thereby. 

That such speculations regarding 
the future have sometimes proved 
to be merely wishful thinking is 
indicated when I remind you that 
looking into the future of residence 
lighting back in the early 1920's 
often boiled down to describing a 
home supplied with one very large, 
highly eificient incandescent lamp 
placed in a central position in the 
basement of the house, with curved 
rods or tubes of glass, piping the 
light to the many locations where 
it was wanted. I doubt whether 
this ever represented a proper solu- 
tion of the home lighting problem: 
if so, we are apparently further from 
attaining it now than we were 20 or 
30 years ago. 


Home Lighting 

And this brings us squarely to the 
subject of home lighting. Last year 
before this audience I commented 
upon the disappearance of ceiling 
fixtures and of wall brackets from 
the living rooms of most homes. | 
will now venture the opimion that 


Photos, top to bottom: 

CROUSE-HINDS COMPANY 

CURTIS LIGHTING INCORPORATED 

THE FOSTORIA PRESSED STEEL CORPORATION 
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the lighting of residences of the fu- 
ture, and particularly their living 
rooms, will not be accomplished pre- 
jominantly by means of portable 
lamps as it is today. I commend 
the many steps that progressive 
portable lamp manufacturers have 
taken to make their product an out- 
standing value and I believe they 
are assured of good volume for a 
long time to come. 

On the other hand, just because 
portables appear to be an easy solu- 
tion of the living room lighting 
problem, does not indicate that it is 
the only way or the best way. 

More and more architects are 
commenting unfavorably on _ the 
effect of different types, sizes and 
heights of portable lamps in the 
same room. They are asking for 
something different and better, and 
I believe that adequate illumination 
in footcandles combined with a very 
pleasing effect will one of these days 
be provided by prefabricated lumi- 
naires which will be built into the 
ceiling or walls of the room, both 
in new houses and in existing homes 
as well. 

The linear fluorescent sources 
make such applications practicable 
for the first time. In the not-too- 
distant future I expect luminaires 
of this character to provide sockets 
for as many as 12 to 15 good-sized 
fluorescent lamps per living room. 

At first the installations may have 
to be improvised by the carpenters 
and electricians right on the job, 
but such methods cannot long com- 
pete with factory-made products, 
and the fixture manufacturers will 
be the logical suppliers again. I do 
not envision that to be in keeping, 
the rooms will have “to go mod- 
ern”; rather, I believe that designs 
can and will be made to conform 
with conventional home architecture 
and furnishings. By the time of 
another lighting exposition it should 
be possible to show you designs for 
such units and perhaps even photo- 
graphs of installations in a small 


number of homes. Surveys have 


shown that some 15 percent of 
homes have some fluorescent al- 
ready, but usually it is in the 
kitchen. 


Offices 


What about the lighting of office 
buildings in the future? Well, for 
executive offices and the like we 
seem to be in a fair way to witness 


the ascendancy of the _ louverall 
ceiling or some modification of it, 
of which there are examples at this 
exposition, 

Some of you may visualize the 
louverall as just a variation of the 
more familiar diffusing glass arti- 
ficial skylight for offices, but there 
is one radical difference: a glass 
ceiling is almost invariably several 
times as bright as the other surfaces 
in the room, for all of the light 
which comes into the room is sup- 
plied by that glass. 

In the case of the louverall the 
light comes through rather than 
from the louvers and the ceiling as 
viewed from ordinary angles may 
be much less bright than surfaces 
which it illuminates. In my opinion, 
it is to effects such as this that we 
must turn if we are to deal success- 
fully with 100 footcandles and up- 
wards of general illumination. 

Yesterday I visited the Roosevelt 
School in the Chicago suburb, Park 
Ridge, where ten classrooms are 
equipped with louverall ceilings; 
the illumination measured 60 foot- 
candles (initial). It’s lighting really 
must be seen to be appreciated ; in 
fact, it’s so good that I am sure 
other school authorities will insist 
on it regardless of the increased in- 
vestment required. 

In this connection you may be a 
bit surprised to know that when I 
was in Buffalo a short time ago Mr. 
Sharp showed me a louverall instal- 
lation which he designed for use 
with pendant silver-bowl incandes- 
cent lamps since the  short-hour 
usage could not justify the first 
cost of fluorescent. The results were 
excellent. 

Also, it is distinctly possible that 
comparable effects may be obtained 
from more conventional fixtures ag- 
gregating perhaps '% or ™% of the 
ceiling area; such fixtures must be 
designed with great skill, for there is 
a likelihood that otherwise they will 
appear obtrusive; much more so 
than the complete louverall ceiling 
itself. 

Something has been said about 
placing the main dependence for the 
lighting of an office upon artificial 
windows. From the comfort stand- 
point, however, such windows are 
open to even greater objections than 
diffusing glass ceilings, and I would 
regard it as surprising if they ever 
become a considerable factor in util- 
itarian lighting. We can seldom af- 
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ford to build artificial windows and 
then cover them over with Venetian 
blinds or louvers to prevent ocular 
discomfort. 

The question is frequently asked, 
“Will the office buildings of the fu- 
ture have windows opening to day- 
light?” Very probably they will 
wherever there is a pleasing view, 
but perhaps not where the outlook is 
a liability rather than an asset. 

Just the other day I saw a patent 
application for a small artificial win- 
dow to be supplied interiors which 
receive no daylight—offices, factor- 
ies, inside staterooms on steamships, 
and the like. The inventor’s purpose 
is to indicate to the users of the 
space whether it is daylight or dark 
outside and something of the weath- 
er conditions—a bright and cheery 
scene for sunshine, dull for overcast, 
and rain or snow effects for those 
conditions if desired. 

One of the reasons people like 
outside windows is so that this 
weather information may be avail- 
able to them. In some window- 
less industrial plants, different col- 
ored lights are used to indicate the 
outside weather condition. 


Factories 


In large modern factory areas the 
distance of the windows from many 
work points is so great that. little 
daylight is received from them any- 
way, and their entire absence is 
scarcely noticed. While the indus- 
trial worker is generally more de- 
pendent upon artificial light than are 
other employees, industry has in the 
past shown a tendency to short- 
change him in one respect which 
must no doubt be remedied in the 
future, and employing the remedy 
will set up a substantial difference 
between the past and future practice 
in industrial lighting. 

I refer to the fact that lighting 
equipment considered good enough 
for the factory is almost never con- 
sidered good enough for the office. 

We recognize that for office use 
the lamps in factory-type luminaries 
are not shielded adequately enough 
and that little or no light is provided 
on the ceiling. We are inclined to 
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shut our eyes to the fact that a con- 
siderable portion of factory workers 
are seated all day at benches and en- 
gaged in medium or fine inspection 
and assembly operations, and that 
their lighting needs are not less ex- 
acting than those of the office 
worker. 

Again, a skilled machinist with 15 
years’ experience, using a $10,000 
machine, can use the best lighting 
just as well as a clerical worker who 
has reached the optimum of effici- 
ency in 3 years and operates per- 
haps $500 worth of machinery. 

In the future we shall recognize 
this situation—in other words, more 
office-type lighting equipment will 
find its way into the shop, and this 
will be good for the office equipment 
also because it will then be subjected 
to the exacting and well-justified re- 
quirements of experienced plant en- 
gineers as to fixture durability, 
cleanability, etc. 


School Lighting 


The next item on my agenda is 
school lighting; however, the light- 
ing of a schoolroom is not funda- 
mentally different from the lighting 
of an office except that its dimen- 
sions are more nearly standardized 
and a packaged unit for the lighting 
of the whole schoolroom and con- 
nected to the source of supply at a 
single outlet, should be practicable 
and commercially advantageous. 

At this point I would like to di- 
gress a bit using the schoolroom as 
a springboard to introduce some fac- 
tors of broad import which vitally 
affect our lighting progress. With 
three notable exceptions there has 
never been any organized opposition 
to the installation of improved light- 
ing in this country. The three cit- 
adels of resistance have been the 
school authorities, the street and 
highway authorities, and the archi- 
tects. 

Before the war the opposition of 
these groups was effective in con- 
siderable measure. The position of 
the school authorities was, “We 
don’t want even to discuss better 
lighting for schoolrooms. 

“There are a million and a half 
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schoolrooms in the United States, 
and if it is going to cost $500 each 
to relight them, this would represent 
a staggering—in fact, an impossible 

cost to each and every school 
board.” 

The public authorities controlling 
street and highway lighting on their 
part chose to ignore the proven ef- 
fects of better lighting in reducing 
highway accidents. 

They preferred to spend their 
money on more and wider strips of 
pavement, giving rise to the smug 
witticism which appeared in one of 
the railway magazines and which 
read, ““The narrow trails of yester- 
day where two cars could hardly 
pass without colliding have happily 
given way to broad highways where 
five or six cars can collide at the 
same time.” 

With the architects the situation 
was somewhat different—they were 
really not interested in artificial il- 
lumination. To them, lighting fix- 
tures for residences or for monu- 
mental buildings were simply objects 
of art to be viewed preferably when 
not lighted. In _ utilitarian office 
spaces the architect's only thought 
was to dispose of the problem of 
choosing luminaires as expeditious- 
ly as possible, with a minimum ex- 
penditure of funds, after the build- 
ing was otherwise close to comple- 
tion. 

It is a great satisfaction to be able 
to report a sweeping change in the 
attitude of all three of these groups. 
Let me illustrate: At one of our re- 
cent three-day courses for school ad- 
ministrators attended by 
of them, we started to cite the rea- 
sons why adequate illumination in 
the schoolroom is advantageous. 

Our speaker was interrupted by 
the comment, “You don’t have to 
tell us that we need better lighting 
we all know that. Please just utilize 
all of the time in telling us how to 
get it.” 

There are 


some 50 


indications that this 
change in attitude is literally coun- 
try-wide. And the same thing holds 
for street lighting; civic authorities 
no longer are oblivious to the fact 
that their constituents pay for good 
street lighting whether they have it 
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or not, and that it is more sensible 
to spend money for light than for 
smashed-up automobiles and broken 
bodies. 

But most far-reaching from our 
standpoint is the change in attitude 
of the architects. Here is a complete 
right-about face. 

In 1937 we could not have visu- 
alized 100 architects coming to 
Cleveland in a single year to attend 
3- or 4-day lighting courses. But in 
1947 that has actually happened, and 
once interested, an architect handles 
his lighting problems in a way which 
makes the rest of us look like very 
timid souls indeed. Neither initial 
investment nor consumption of elec- 
tricity deter him from obtaining the 
results he seeks. It is my belief that 
the architect will influence the light- 
ing of tomorrow and beyond tomor- 
row more profoundly and more 
helpfully than will any other single 
force. 

And now I would like to inject 
just a word of caution in this rather 
optimistic survey of our lighting op- 
portunities. Last year I spoke to you 
on the need for discomfort glare 
evaluation. Since then substantial 
progress has been made in that di- 
rection, and it now seems probable 
that before very long you will be- 
come accustomed to referring to 
glare factor of a room in numerical 
terms such as 25 or 84, as a measure 
of ocular comfort much as you now 
think of the temperature of the room 
in degrees Farenheit, 55 or 72, 
which long ago became an accepted 
indicator of another kind of bodily 
comfort. 

I repeat this much, because after 
closely watching the development of 
lighting practice for almost 40 years, 
it is my considered opinion that the 
progress of the industry from here 
out depends very largely upon the 
success we have in freeing modern 
office, drafting room and school il- 
lumination from every trace of ocu- 
lar discomfort. 

I would except store lighting from 
this general statement because in 
store lighting it’s a case of the effect 
you want to produce. Some types of 
stores need quiet illumination and 
some need it a bit garish. The mer- 
chant knows better than we do what 
will sell his goods and, like the ar- 
chitect he is not afraid to go after 
it in a big way. 

I do urge, however, that in the 
case of offices and schools and the 


December, 


like, you should insist that your en- 
gineers design installations in which 
the glare factor shall be low, prefer- 
ably 15 or less. Then your installa- 
tions will stay sold. 


Light Sources 


Up to this point all references to 
improved light 
sources themselves has been absent. 


the prospect for 


Forecasting in this field is particu- 
larly uncertain and hazardous. Here 
the only guide as to the future is to 
look back upon what has been ac- 
complished in the past—in the words 
on the arch of the Archives Building 
in Washington, “What is past is 
prologue.” 

The tantalum lamp was the fair- 
haired child of 1907; it operated at 
about 5 lumens per watt. By 1927 
we had gas-filled tungsten lamps at 
15 lumens per watt; and 
1947 the fluorescent lamp, including 
ballast losses, at better than 45 lu 
mens per watt! A reasonable goal 
for 1967 would seem to be 125 lu 
mens per watt. The theoretical limit 
of conversion of electricity into an 
acceptable white light is approxi- 
mately 250 lumens per watt. 

Why am I sanguine that substan- 
tial improvements in efficiency of 
light production will come? That is 
for the reason that we still have a 
relatively unworked gold mine of 
opportunity. With an electric motor 
of 92 percent efficiency, the maxi- 
mum improvement you can make is 
8 percent, but when you have some- 
thing that is more than 75 percent 
inefficient, as in the case of our best 
light source today, there is still the 
chance to improve in the ratio of 4 
to 1. 

This rather presupposes 
sometime in the future 
next 20 or 30 


now in 


that 
within the 
a radically 
new light source will be discovered 
or invented—something not now 
conceived of at all. | wouldn't be 
surprised if there were two substan 
tial improvements, one in its turn 
supplanting the other. 

Past history indicates the time to 
look for such when 
every possibility for improvement of 


years 


inventions 1s 


existing sources seems to have been 
investigated and there are no more 
avenues of opportunity left. 

For example, | recall that after 
vacuum tungsten lamps were -placed 
on the market, we went through 
several years of worthwhile refine- 
ments; the filament 


became more 
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rugged, getters were introduced to 
reduce bulb blackening, bulbs were 
standardized at their optimum size, 
ete., Cr. 

But then, just when we were 
about ready to write finish to tung- 
sten lamp efficiency, out of the Sche- 
nectady laboratories came the epoch- 
making gas-filled lamp, and the 
whole process of refinement started 
over again. Due as much to these 
subsequent refinements as to the ini- 
tial gain, the gas-filled lamp eventu- 
ally became double the efficiency of 
the vacuum type. 

And, of course, when we ap- 
peared to be just about washed up 
as far as improvements on gas-filled 
tungsten lamps were concerned, we 
were able to develop the fluorescent 
lamp. Right now these new sources 
are very much in the refinement 
stage. Radical inventions ordinarily 
cannot be refinements 
usually can, 

What are the possibilities of fur- 
ther refinement in fluorescent 
lamps? Well, the ambitious 
‘“askers” ask for a fluorescent lamp 


foreseen: 


most 


requiring no starter and not even a 
ballast. Just push it into a pair of 
sockets and have it light. Such a 
lamp would, in my opinion, be a 
very fundamental invention, not a 
refinement. 

An _ electric source 
which does not require a ballast or 
choke to keep it from running away 
to short circuit 1s quite contrary to 
everything we know today, for even 
the old carbon are lamps had to have 
their ballasts. On the other hand, the 
question of refinements in initial ef- 
ficiency is not a closed book. There 
are still possibilities in new phos- 
pors, and 70 lumens per watt in- 
stead of 55-60 for the 40-watt lamp 
does not appear unreasonable. 


discharge 


Illumination Leve!s 


History shows us that in the past 
increases in levels of illumination, in 
footcandles, have always more than 
kept pace with increases in efficien- 
cy. In 
modity like light becomes less ex- 


other words, when a com- 
pensive the public uses tremendous- 
ly more of it. 
Assuming that light source ef- 
ficiencies do go up 3 to 1 in the next 
20 years, we may expect to see 150- 
200 foot candles quite as common 
as 50-foot candles are today. | 
would not be surprised if that were 


true. 
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Wholesalers Session 


Subject 


HOW THE ELECTRICAL WHOLESALER 
CAN TNOREASE HIS LIGHTING SALES 


McKibbin,* H. P. Litchfield, O. Fred. Rost, and D. Lyle Fife. 


New Lighting Markets 
For Electrical Wholesalers 





HIS position that I am in, in 
leading this program is like the 
lead-off batter in a major 
league baseball game. My job is to 
get on base and start a rally in this 


*Mr. McKibbin spoke extemporane- 
ously in describing the training activities 
of Westinghouse Electric Corporation. 
He used a considerable number of slides 
to illustrate his talk and up to the time 
of gotng to press, ELEcTRICAL WHOLE 
SALING was unable to obtain the neces- 
sary material to report Mr. McKibbin’s 
presentation simultaneously with those of 
others who spoke at the wholesalers’ 
session of the Forum of the Second 
International Lighting Exposition. 
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—By D. L. Fife, 
President 
Fife Electric Supply Company 


important conference on ‘‘How the 
Electrical Wholesaler Can Increase 
His Lighting Sales.” 

The sluggers who will drive me 
around the bases with the answers 
to that all-important question are 
big league stars, Messrs. Litchfield, 
McKibben and Rost. They will tell 
us about practical merchandising, 
how to train the wholesalers’ sales- 
and the place that lighting 
should take in the wholesalers’ sell- 
ing program. The rest of our team 
is made up of you and you and 
everyone engaged in this electrical 
industry. 

Do you want to be a regular on 


men 


this team or just a substitute? Re- 
member the substitutes will be copy- 
ing your style and improving on it. 
They will want to get into the game 
as a regular. 

To get on base and start this rally 
iny remarks will center on “New 
Lighting Markets for Electrical 
Wholesalers.” 

Did I say new lighting markets? 
To be perfectly frank about it, there 
are no new lighting markets for 
electrical wholesalers. The lighting 
market is today just what it always 
has been—for us and for every 
branch of the electrical industry. 
The lighting market is the U, S. A. 
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It is that big. It has the American 
potential for change and improve- 
ment and it has never been more 
than one-quarter sold. 


The Lighting Market 


As proof of that and at the risk 
of repeating some figures you have 
heard, or read before, I want to 
recall to your imagination the fact 
that—30,000,000 homes need 4 
times as much _ light — 258,000 
schools need 7 times as‘ much light 
—100,000 office buildings need 5 
times as much light—200,000 fac- 
tories need 4 times as much light— 
1,500,000 stores need 6 times as 
much light. 

There it is, gentlemen. That is 
our lighting market and I, for one, 
cannot visualize it any more than I 
can grasp the idea that the light 
from a distant planet, takes more 
than a million light-years of travel- 
ing time to reach us. 

I said there were no new lighting 
markets and I meant it. But—the 
newness of our lighting market is 
in the realization of its tremendous 
size and what we now propose to 
do about it through the excellent 
Planned Lighting Program and the 
CLM and AHLI certification activi- 
ties. 

Let me put it another way. The 
new lighting market for the electri- 
cal wholesaler—and the manufac- 
turer, utility, contractor, and dealer 

is the untouched three-quarters of 
this vast nation-wide sales opportu- 
nity. We have never saturated any 
one of the five big lighting markets 
—and we never will because of new 
construction. This sales field is so 
huge that Babe Ruth in his prime 
could not step up to bat and hit a 
straight fast one half way to the 
pitcher’s mound. I use that illustra- 
tion simply to say that the entire 
lighting market is a new market for 
all of us because even at this late 
date we have not come within sell- 
ing range of three-quarters of it. 

Having stated this paradox (1 
hope clearly) that there are no new 
lighting markets and at the same 
time that the market is almost en- 
tirely new, I should like to general- 
ize a bit more. 


N.E.W.A.’s Sales Boosters 


About 6 weeks ago the National 
Electrical Wholesalers Association 
published the first of a series of 
printed sales boosters to help the 
salesmen of all its member compa- 


nies help all their customers. This 
publication is issued in two editions 
—the Appliance Sales Booster and 
the Supply Sales Booster, and the 
basic purpose of this N.E.W.A. ac- 
tivity is to help build mass distri- 
bution without which there cannot 
be mass production and volume 
selling. 

The first issue of the N.E.W.A. 
sales booster dealt with lighting un- 
der the heading—‘“Lighting Is Big 
3usiness.”” Each issue of any one 
of the N.E.W.A. sales boosters is 
prepared solely to put across one 
basic idea. With sufficient detail to 
our members’ salesmen, who will 
have copies of the publication in 
their possession, it shows them how 
to go out and sell and in turn, help 
their dealers and other customers 
cash in on this program. 


Supply Sales Booster 


As long as I am assuming the 
privilege of generalizing as a sort of 
keynote speaker on this program, I 
would like to take just three or four 
minutes to quote from the first is- 
sue of our Supply Sales Booster on 
lighting. 

“Planned Lighting is profitable. 
All markets urgently need more and 
better lighting. We urge you to sell 
every market, sell every job, and 
sell up. 

“Lamps and _ lighting fixtures 
represent about 27 percent of the 
total electrical supply volume and 
one-third of the total 
gross margin. 

“America’s lighting is sick. It 
needs doctors who can diagnose the 
disease and write the prescription. 
Mr. Electrical Wholesaler can be a 
specialist with that lighting know- 
how, if he trains for the job, makes 
use of all available material and as- 
sistance—and sells.” 

He can then write the following 
prescription : 

“Light—of the right kind in the 
right amount and in the right place. 
Consume whenever needed, for bet- 
ter sight, better health, more effi- 
ciency, and easier selling. 

“Tf the electrical industry had but 
market 


wholesaler’s 





one and one product to 
sell to it—namely, lighting—it 


would be a very large industry. But 
the lighting market is actually not 
one but five: Homes, schools, office 
buildings, factories, and stores. 
“Add to these totals the millions 
of new homes and other buildings 
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due to be erected in the next five or 
ten years, and it is self-evident that 
lighting is big business—but only if 
it is planned and sold in a big way. 

“Lighting is not a product like an 
appliance. Lamps and fixtures may 
come in packages, but a_ planned 
lighting installation certainly does 
not. It takes just one thing to sell 
lighting. It is planning 
special knowledge of the subject, 
product and good 
salesmanship. Lighting specialists 
are the doctors for this job, and for 
exactly the same reason that an- 
other type of electrical specialist is 
needed to plan wiring installation. 
And here is a caution: When plan- 
ning lighting don’t overlook ade- 
quate wiring. 

“Fortunately our industry has the 
new Planned Lighting Program to 
help step up lighting sales. 

“In hundreds of war factories 
millions of our customers saw the 
light. The nation’s need for better 
lighting today remains so great it 
cannot be estimated. From Maine 
to California, the overall lighting 
pattern is a dull gray. Right now 
our industry must ready its planned 
approach to get its footcandle meter 
in the door of this vast market.” 

With that lead our sales booster 
then, on pages two and three, point- 
ed out the approach to lighting sales 
based on (1) knowledge of lighting, 
(2) then showtng lighting, and sell- 
ing lighting. 

“Knowledge—of the market, the 
how to plan any type of installation 

is the first essential for an elec- 
trical wholesaler interested in boost- 
ing his lighting sales. To obtain 
even the basic elements of that 
knowledge of lighting it will be nec- 
essary to hold sales training classes 
or meetings, analyze all types of 
lighting products, know what selling 
aids and data are available and how 
they should be used. The effective- 
ness of the wholesaler’s own staff 
and lighting facilities will be in- 
creased through close cooperation 
with other key sources of lighting 
know-how in both training work 
and subsequent sales activities. Be- 
cause he is in the key position, the 


based on 


good display, 
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electrical wholesaler will find no 
substitute for lighting knowledge 
the foundation on which he can then 
build demonstration and _ sales. 
“Armed with the knowledge of 
Planned Lighting and the technique 
of selling it, the establishment of a 


point-of-sale room-—a place where 
‘The customer is shown the light!’ 

is desirable. Such a lighting dem- 
onstration and display room can and 
should be packed with selling punch. 
It will attract customers and help 
turn interested prospects into buy- 
ers of lighting that is planned to 
meet their special needs. Make ef 
ficient use of lighting merchandisers 
to help tell and sell the story of 
Planned Lighting in terms of qual- 
ity and quantity. Remember that 
Planned Lighting is a long-range 
program. Consult with local utility 
companies and offer your coopera 
tion. Give special attention to con 
tractors and dealers who are quali- 
hed to sell, specify, install and main 
tain various types of Planned Light- 
ing Jobs. They can become the 
key outlets for your own selling 
program.” 

On the last page our sales booster 
got down to cases—as follows: 

“With the issuance of five spe 
cific lighting market plan books, 
each containing excellent educa 
tional, advertising and promotional 
material, E.E.I. and the Better 
Light-Better Sight Bureau have 
placed the industry’s Planned Light 
ing Program on a paying basis 
to benefit every type of lighting 
buyer and every industry factor 
concerned with lighting sales. Re 
member—this program is big, long 
range, and organized for effective 
industry cooperation. Remember, 
too, that the tremendous need for 
better lighting does not mean auto 
matic sales. 

How to Boost Planned Lighting Sales 

“The electrical wholesaler’s sales 
man, again in the key position, can 
participate in the Planned Lighting 
Program to the great advantage of 
that activity and, as a result, his own 
business. Here is just a brief recap. 
of things to do to boost Planned 
Lighting sales. 

“1. Many utilities have a detailed 
plan and trained personnel. Tie-in 
closely with utilities in your area 
and offer your cooperation. 

“2. Have available all the various 
kinds of fixtures, lamps and acces- 
sories you will need to promote 


86 


Planned Lighting sales. Watch for 
new products that can mean better 
results, give better results, give bet- 
ter competitive talking points. 

“3. Develop your own Planned 
Lighting activities. Be ready, will- 
ing and able to do an expert job of 
serving customers and assisting 
your contractors and dealers to 
specify and install Planned Light- 
ing. Both utilities and manufactur- 
ers will be in a position to supple- 
ment your own basic sales training 
with specific Planned Lighting sales 
training. 

“4. Work closely with contractors 
and dealers to help them acquire 
the know-how and aggressiveness to 
do a real job of selling Planned 
Lighting. They can become your 
key outlets. This type of industry 
cooperation is—as it always must be 

a two-way street. Like traffic, the 
cooperation moves both ways. 

“5. Keynote of your selling ac- 
tivity is the point-of-sale room. Such 
a room, plus the effective use ‘of 
Planned Lighting 
must be designed to fit the space, 
the needs and sales program. You 


merchandisers, 


can get plenty of expert help within 
the industry in planning a point-of- 
sale room. Just one word of caution 

don't install a fixture forest. If 
you do, the chances are that pros- 
pects wont be able to concentrate 
on or see what you are talking 
about. 

“The lighting market is the 
UL. S. A.! Remember always that 
Planned Lighting will provide the 
user with the best return and the 
greatest return he ever made on any 
investment—whether in. terms of 
better health through sight conser- 
vation, greater production, greater 
studying efficiency or stepped-up 
sales. 

“Yes—lighting is big business. 
Its bigness will be a direct propor- 
tion to the amount of carefully or- 
ganized and_ skillfully conducted 
sales promotion the industry deliv 
ers. 30,058,000 American buildings 
and living units need 5 times as 
much light, and millions of new 
buildings will need Planned Light- 
ing. The 64 dollar question is: 

“How many more lamps and fix- 
tures would be installed if only half 
of the huge market was sold ?” 

Sports Lighting and Street Lighting 

So much for the overall preblem. 
There are, however, two specific 
lighting fields that are not covered 


by the Planned Lighting Program. 
Both of them are very large—and 
this time almost brand new markets 

and I think we might talk about 
them for a few minutes. I refer to 
lighting for night sporting events 
and the lighting for 300,000 miles 
of residential streets and highways 
for safety. 

Frankly, I have no up-to-date sta- 
tistics on these two important light- 
ing markets. However, if I did have 
such figures, they would be out of 
balance by Christmas. The point is 
that our industry’s sales opportunt- 
ties in these fields are today greater 
than ever before. Again we must 
plan our promotion if we are to 
make good on even a percentage of 
the possibilities. 

The profit angle is certainly ob- 
vious in the stadium lighting field— 
and some of the installations can 
be very large indeed. We all know 
that most people can only go to see 
a night game during the working 
week—and millions of them would 
like to. I predict that more and 
more games, principally of baseball, 
will be played under lights. That is 
our market—a new market in one 
sense because the trend to night 
games is a new trend and is grow- 
ing rapidly. 

When we think of night games 
we must think in terms of hundreds 
of cities and more hundreds of 
smaller communities. In some in- 
stances there will be several such 
lighting jobs per city—in others 
only one. The sales approach seems 
fairly obvious. I can only suggest 
that the wholesaler, or someone else 
in the industry well qualified to plan 
and sell a good lighting job of this 
type, make contact with the right 
person or group. That, I think, is 
the real problem—to find the right 
man on the prospect list. Then go 
right ahead with your sales story. 
It’s a good one. The night games 
played are plenty of proof that 
sports lighting more than pays its 
way. 

The other market—street and 
highway lighting is a big subject. 

The National Safety Council is 
authority for the recent statement 
of a tragic fact—that the fatal acci- 
dent rate per mile is three times as 
high at night as it is during the day 
time. Three out of five fatal acci- 
dents occur at night when the traffic 
volume is only one-fourth of the 
daylight volume. Traffic deaths are 
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increasing and the rise in rural areas 
is running as high as 20 per cent. 
This national catastrophe—and it is 
just that—of death, human suffer- 
ing and tremendous economic waste 
could be largely prevented by the 
addition of the one factor that 1s 
missing—light. 

Is there anything we can do about 
it? Sure there is. I suggest that as 
individual wholesalers, we make 
every effort to tie in with the work 
of N.E.M.A.’s Street and Traffic 
Safety Lighting Bureau which, in 
1944, launched a 10 year program. 
Its objective was and is to stimulate 
the spending by state, county and 
municipal governments of $500,- 
000,000 for the necessary street and 
road lighting fixtures. 

A survey by a member company 
of N.E.M.A. has shown that 4,- 
000,000 new lighting fixtures will be 
needed on 50,000 miles of road and 
250,000 miles of residential streets 
in order to make lighting adequate 
for the flow of traffic in the next 8 to 
10 years. Just adequate lighting 
and that word adequate simply 
means enough. Not the best light- 
ing possible — just enough light 
for night driving with reasonable 
safety. 

Of course, there is another sales 
angle to this. Street lighting plays 
a very important part in reducing 
crime (another tremendous eco- 
nomic waste, by the way) and it en- 
hances real estate values and im- 
proves business. 

There are other interesting statis- 
tics you can get through N.E.M.A. 

a great many of them—but I just 
want to quote One or two more to 
point to the size of this market. 
The estimate made toward the be- 
ginning of the safety lighting pro- 
gram I just mentioned revealed: 

That 400,000 new fixtures would 
be needed for 5,000 miles of streets 
in business sections of cities; 1,- 
000,000 new fixtures for 25,000 
miles of traffic arteries ; 500,000 for 
5,000 miles of super highway under- 
passes and overpasses ; 600,000 for 
15,000 miles of approaches to cities 
and highways. On top of all that, 
the report concluded with the state- 
ment that 1,500,000 new fixtures 
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would be needed on_ residential 
streets. 
The need for street and traffic 


lighting for safety is so great from 
coast to coast that something will 
be done about it. Again, it is an 
electrical job and a lighting market 
that is so big and as yet almost 
entirely unsold it really can become 
a new lighting field. Everyone gains 
from street and highway lighting 
the public, the taxpayer, and at 
least three major branches of our 
industry. I urge that you give care- 
ful thought to this program and do 
something about it. 


If all of us in this interdependent 
electrical industry will take trouble 
and the time to study lighting and 
to know how to plan lighting- 
something very new will be added. 
With that kind of coordinated sell- 
ing strength, we will make all our 
lighting markets as new as tomor- 
row, for we will actually be selling 
jobs we could not possibly imagine 
yesterday. 

Our lighting markets are not new. 
They have been with us for seventy 
years. Perhaps we are new to our 
markets. Perhaps we are a little bit 
like the early settlers in the thirteen 





Practical Merchandising 


For Wholesalers 





LECTRICAL wholesalers 
E have made and will continue 

to make a definite contribu- 
tion toward better lighting, partic- 
ularly in the commercial and indus- 
trial fields, not overlooking the tre- 
mendous opportunities in outside 
illumination such as street lighting 
and floodlighting for a wide variety 
of applications. 

One of the most encouraging as- 
pects from the electrical wholesal- 
er’s viewpoint is the fact that prac- 
tically all manufacturers of com- 
mercial and industrial lighting fix- 
tures look to the wholesalers as their 
logical and most effective source of 
distribution. 

The lighting business has grown 
up and come of age, and now that 
equipment and lamps are again 
more readily available, a total for 
commercial lighting alone of some- 
thing like 250 million dollars per 
year, which is equal io all lighting 
a few years ago, is regarded as a 
conservative figure for the whole- 
saler’s market. 

A well-known authority in the 
public utility field recently stated 
that today the lighting load nation- 
ally is equal to the total power con- 
sumed for all purposes just ten 








American colonies. Figuratively 
speaking, we have scarcely left the 
Atlantic seaboard. The pioneers 


didn’t know it but it was an awfully 
long way to the Mississippi and 
much farther than that to the Rock- 
ies and the Pacific Ocean. And yet 
it was still the same old, yet new 
country. Our team is up to bat— 
we must not lose this game. 

I recommend that we get a coon- 
skin cap and a sight meter—and 
then sell our way into the vast and 
uncharted market that is the U.S.A. 
and that, today, needs and always 
will need our basic product—light ! 


2nd INTERNATIONAL 
LIGHTING SHOW 


At Chicaac Novembe 194s 





By H. P. Litchfield 


Assistant General Sales Manager 
Graybar Electric Company 


short years ago—a tremendous gain. 

If one needs further evidence of 
the possibilities in lighting, just con- 
sider that a well lighted drug store 
is prepared to spend about $4,000 
for fixtures today as compared with 
$300 for an incandescent installa- 
tion eight years ago. In 1938 $60 
worth of incandescent lighting for 
a school classroom was about all the 
distributor could expect; today the 
order for up-to-date fluorescent fix- 
tures for the same classroom costs 
upwards of $300. The kitchen was 
thought to be well lighted by a sin- 
gle ceiling unit a few years ago, cost- 
ing about $2.65; today’s modern 
kitchen requires $50 worth of light- 
ing. 

The public utilities of the country 
have announced an annual program 
of expansion costing about five bil- 
lion dollars for the next five years. 
This is more than one-third of the 
entire capitalization of the utility in- 
dustry at present and will pave the 
way for a tremendously increased 
utilization of electrical service of 
every nature, including more and 
better lighting. 

To help serve over two million 
expected new customers in 1947, the 
utilities added 788,094 KW of new 


generating capacity during the first 
eight months this year. 

On every hand there is evidence 
of greater eye comfort and fewer 
eye defects when improved lighting 
is installed in schools, offices, and 
other quarters where the character 
of work is exacting and taxing to 
the eyesight. Is it then any wonder 
that employers are resigned to the 
present day cost of better illumina- 
tion as an ultimate means of secur- 
ing greater efficiency and minimiz- 
ing the loss of time of their em- 
ployees ? 

The fluorescent tube paved the 
way for a big business, and although 
only ten years old there are now 
something like 1,700 manufacturers 
throughout the country turning out 
fluorescent fixtures. 

A recent survey of the mortality 
rate of all types of business revealed 
that only 34 of new firms succeeded 
in continuing one year or more, %4 
lasted more than two years, and % 
folded up in four years. Less than 
¥% of all companies starting in busi- 
ness survived a period of ten years. 
Lighting fixture manufacturers, like 
producers of other commodities, in 
our opinion, succeed in proportion 
to the tangible contribution they 
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make to the high standards of light- 
ing practices which are observed by 
the leading, well established com- 
panies of today. 

Lighting in the huge war produc- 
tion plants undoubtedly provided an 
impetus for higher levels of illumin- 
ation in industry particularly, and 
whether or not the statement is ac- 
cepted that an installation five years 
old is now ready for renewal, it is 
indeed a fact that despite the tre- 
mendous number of fluorescent fix- 
tures installed in the past few years 
the future holds even greater possi- 
bilities. 1948, according to many so- 
called authorities, is expected to be 
the biggest year ever. 

The electrical wholesaler’s sales- 
man, many of whom represent a 
wide variety of electrical equipment, 
fittings, etc., takes more than usual 
pride in pointing to a lightmg job 
which he has sold to an apprecia- 
tive customer. 

The new building program re- 2 
tarded due to high costs, material “<4EaIe. GZ) « 
scarcities, labor interruptions, etc., 
need not curtail to any large extent 
the sale of lighting fixtures, because 
the replacement market is simply 
enormous and provides a big busi- 
ness in itself for wholesalers. 

Only a comparatively small pro- 
portion of equipment today has 
an opportunity before replacement 
actually to wear out, for it becomes 
obsolete or “outmoded” as some- 
thing better becomes available which 
justifies replacement. 

Save the man and expend the ma- 
chine has become the industrialist’s 
philosophy. This has brought into 
the sphere of sales engineering a 
careful consideration of the great 
importance of the relationship be- 
tween man and machine from the 
viewpoint of the production superin- 
tendent. 

Keeping employees interested, 
happy, and healthy is now looked 
upon as one of the most important 
functions of management. 

Wise management’s greatest sin- 
gle desire is to create those condi- 
tions in which people will want to 
work because profits in operation 
ultimately depend to a large extent 
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upon this important factor. 

Initial cost, operating cost, main- 
tenance expense, operating life 
measured by depreciation—all are 
considered in terms of earning pow- 
er. If the purchase of machinery and 
equipment could be avoided it would 
be done gladly, for the matter 1s one 
of neither personal _ satisfaction, 
sentiment, nor impulse. 

If we assume that wholesalers 
have a vital contribution to offer 
in broadening the market of fixture 
manufacturers, then we may cer- 
tainly look to the latter for the kind 
of support which will make for a 
profitable mutual enterprise. 

Design and development are most 
essential to attract the prospect 
from a multitude of other demands 
on his funds, especially in store 
modernization, and manufacturers 
have not been too prolific in new 
styling and eye-appealing fluorescent 
units. This is probably largely due 
to the fact that until recently de- 
mand so far exceeded supply that 
almost any serviceable fixture was 
accepted as the only thing available. 
The industry looks forward to the 
early introduction of new and im- 
proved lines of fixtures, as is true 
in other fields of merchandise. 

Much publicity has been giver to 
“Planned Lighting,” which has been 
described as a scientific method of 
using light—of the right kind, the 
right amount, in the right places. 
The planned lighting program of the 
Edison Electric Institute and other 
activities, such as the “Relight 
America” program, are most con- 
structive toward better light and 
better sight in all walks of life. 

The scholarship established by the 
Illuminating Engineering Society at 
Illinois University, as announced at 
the annual banquet last evening, is 
another step forward, opening the 
way for better education for mem- 
bers of the illumination profession. 

The Booster Sales Campaign, 
sponsored by the National Electrical 
Wholesalers Association, is another 
contribution to more _ intelligent 
planning and information for partic- 
ipants in the lighting business. 

There is no saturation in the 
lighting market and it is necessary 
to “carry the message to Garcia” of 
better illumination over and over 
again. 

We need no longer look for the 
long heralded buyers’ market. It is 
here, and wholesalers must, and do, 
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realize that it is now their obliga- 
tion and responsibility to prepare 
themselves to train personnel, main- 
tain stocks, have attractive displays 
and demonstration rooms as the re- 
quired tools of the same old-fash- 
ioned selling which we have known 
for many years. 

Proper and adequate wiring is 
basically necessary for improved 
hghting, as well as the many other 
electrical utilities which are and will 
continue to be in heavy demand. It 
is a sad indictment against our 
whole industry and everyone con- 
nected with it to be denied the com- 
fort and convenience of electrical 
equipment through lack of proper 
facilities in the form of wiring sys- 
tems sufficient to carry the load. 
Everyone in the electrical business 
should constitute himself a commit- 
tee to preach the gospel of heavier 
wiring systems to meet the present 
and anticipated demand, with the 
ultimate view that architects, engi- 
neers, contractors, utilities, and oth- 
ers who are or may be consulted on 
the subject will leave nothing un- 
done to provide adequate wiring in 
homes as well as commercial and 
industrial structures. 

There are said to be over 22,000 
key electrical men, contractors, in- 
dustrial plant engineers, chief elec- 
tricians, and consulting engineers 
who are designing and _ installing 
planned lighting systems in thou- 
sands of industrial plants, homes, 
commercial buildings, and institu- 
tions. Here also is a potential force 
toward the objective we are seeking. 

The need for better education of 
wholesaler salesmen is so evident 
that numerous training courses in 
schools are being conducted to fit 
those who participate for more ef- 
fective and intelligent selling of bet- 
ter hghting. The General Electric 
Company is also making available to 
wholesalers’ salesmen courses in bet- 
ter lighting at their institute in Nela 
Park, Cleveland, which have been 
attended by several hundred men 
from various parts of the country. 

It is practically impossible for all 
salesmen covering different kinds of 
customers to become experts in 
lighting. They are of necessity 
“jacks of all trades” and many of 
them are skillful on a variety of 
lines. If the wholesalers’ salesmen 
can be coached to do a simple light- 
ing layout job, then summon more 
specialized selling talent to supple. 





ment their efforts on important 1n- 
stallations, much would be accom- 
plished toward the type of lighting 
service which the customer should 
rightfully expect of the wholesaler. 

Closer cooperation with contrac- 
tors, utilities, dealers, engineers and 
architects is essential if the whole- 
saler is going to make his best con- 
tribution. 

Lighting directly and indirectly 
accounts for a very large portion 
of the wholesaler’s volume and an 
even greater percentage of his prof- 
its. It has been estimated from 25 
percent upwards, depending on how 
far one wishes to construe the mul- 
titude of items as components of a 
lighting system, so that it is easy 
to understand why we are so intense- 
ly interested in the subject and why 
we summon all the ingenuity and 
resourcefulness possible to aggres- 
sively promote the philosophy of bet- 
ter lighting and the sale of the 
wherewithal to accomplish the result. 

Time was when illumination was 
the prime or only objective for an 
electrical installation, and while the 
addition of power utilization has ex- 
panded many fold the use of elec- 
tricity, lighting still holds top place 
as a justification for the complex 
generation, distribution, and appli- 
cation of electric energy. The whole- 
salers’ salesmen is ever conscious 
that a lighting job often brings an 
order for a wide variety of allied 
equipment and supplies, sometimes 
costing many times over the light- 
ing fixtures and lamps. The whole- 
saler and his salesmen have earned 
their position by dint of hard work 
in expanding not only the market 
for lighting units but cultivating a 
customer demand for higher intensi- 
ties and levels in illumination, bet- 
ter and safer standards of installa- 
tion, as well as materials and de- 
vices employed therein. 

Wholesalers can increase their 
sales of lighting fixtures by more in- 
telligent planning, keeping adequate 
stocks, maintaining suitable displays, 
and by more and more good old- 
fashioned selling, thus serving both 
manufacturer and customer. 

Obviously, steps should be taken 
now to capitalize on this great re- 
lighting program for : 


Time that thou never cans’t 
recall 

Of time to come thou art not sure at all 

The present only is within thy power 

Now, therefore, improve the present 
hour. 


is past 
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Lighting Is the Best Foundation 
For A Successful Selling Program 





OUR program committee 

could not possibly have select- 

ed a better subject for assign- 
ment to me than that of the place 
of lighting in the wholesaler’s sell- 
ing program, because during over 
a quarter of a century of intimate 
contact with and activities in the 
electrical wholesaling industry, 
there has been at no time a single 
subject that was closer to my heart 
than that of selling lighting. 

Such being the case, it will be easy 
for you to understand why today it 
is my considered opinion that light- 
ing should be made the foundation 
for the selling program of every 
progressive electrical wholesaler 
and his salesmen. 

When I assign what is consid- 
ered the most important place of 
any structure, namely the founda- 
tion, to lighting as the basis of a 
selling program, I mean of course 
lighting in its broadest sense and in 
all its ramifications. I cannot con- 
ceive of a salesman going out and 
selling lighting by merely taking 
orders for bulbs or fluorescent 
tubes, because that is doing no more 
than peddling in the lowest form. 


Wise Wholesaler Trains Personnel 


in Lighting 


When I speak of lighting as the 
foundation of a selling program 1 
mean that first, the principal owner 
or executive of a wholesaling estab- 
lishment must be sold on lighting as 
the basic vehicle for getting and 
building business; that the sales 
manager must be equally well sold 
on the importance of lighting in the 
scheme of things, and that last but 
not least, every salesman, every 





By O. Fred. Rost 


counter man and every person em- 
ployed in the wholesale establish- 
ment is sold on the importance of 
lighting as the prime sales builder, 
and is kept enthused about its sales 
and profit-building capacity 

If such is the case, the staff mem- 
bers of a wholesaler who contact or 
service electrical contractors will try 
to instill some of their enthusiasm 
for lighting as a business builder 
into every contractor or contractor's 
helper that they have a chance to 
talk to. 

Similarly, when the electrical en- 
gineers, maintenance engineers or 
superintendents of 
mercial buildings, institutions, etc., 
are contacted, the lighting enthusi- 
ast will make lighting one of the 
“must” topics of his conversation 
with the customer. 

Every wholesaler and his. staff 
should learn to think of any incan- 
descent bulb or fluorescent tube as 
the single visible end product of an 
invisible network of thousands of 
feet of conduit, wire, cable, endless 
numbers of switches, fittings and 
other electrical materials which col- 
lectively make up the many billion 
dollars of volume which the 
electrical industry enjoys. 

With that invisible network of 
electrical products remembered as 
backing up every incandescent bulb 
or fluorescent tube, it 


factories, com- 


sales 


is easier to 


realize that lighting deserves its 
place as the foundation in any 
wholesaler’s selling program. It is 


easier to realize then, that selling 
better lighting than that already ex- 
isting in any particular establish- 
ment will inevitably involve expan- 
sion Or changes in that invisible and 
complex network of electrical con- 
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ducting equipment, with resulting 
orders for the necessary materials. 


High Rate of Lighting Obsolescence 


If there is any doubt about the 
place that must be accorded to light- 
ing as the bridge to bigger orders, 
let me read to you the results of a 
study made three years ago. This 
study covered the most important 
segment of the lighting market and 
was designed to discover the degree 
of obsolescence of existing lighting 
installations as compared with the 
higher standards of lighting which 
had resulted from the development 
of fluorescent lighting and the tre- 
mendous impetus to the acceptance 
of higher intensities of lighting that 
our war activities provided. 

Here are the figures on the ob- 
solescence status of then existing 
lighting installations: Small hotels 
98 percent obsolete; grade schools 
95 percent obsolete; farms 90 per- 
cent obsolete; hospitals 80 percent 
obsolete ; colleges 85 percent obso- 
lete; private schools 98 percent ob- 
solete ; small retail stores 85 percent 
obsolete; large hotels 95 percent 
obsolete; high schools 8/7 percent 
obsolete ; residential, 85 percent ob- 
solete ; department stores 75 percent 
obsolete; large office building 80 
percent obsolete; factories 80 per- 
cent obsolete; small office buildings 
90 percent obsolete. 

Now, gentlemen, these figures of 
obsolescence apply only to lighting 
intensities and lighting equipment in 
those various markets. However, 
those of you who have specialized in 
selling lighting, know that after you 
have once sold a customer on the 
idea of getting better lighting, the 
cost of the actual new lighting 
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equipment very often represents a 
small portion of what is really 
bought in the way of conduit, wires, 
cables, switches and other electrical 
supplies. This means that when you 
sell lighting you actually put your- 
self in the way of building sales 
constantly for a great majority of 
other electrical materials that you 
carry in stock. 

If your selling program is prop- 
erly planned and carefully balanced, 
and if your staff really is tuned to 
doing a good sales job on lighting, 
it will inevitably build you a very 
satisfactory volume of business on 
everything that goes into lighting 
or power installations—from the en- 
trance cable right through to the 
lighting tube or the motors or other 
current consuming devices. 

Some of you may feel that I am 
over-enthusiastic about the sales 
building potentials of an organiza- 
tion that consists of lighting enthu- 
siasts, but I am convinced that if 
you will keep in mind the obsoles- 
cence figures on lighting installa- 
tions which I have just quoted you, 
and then will make an honest analy- 
sis of sales potentials in your own 
territory, you will be more likely 
to agree that my enthusiasm is jus- 
tified and that light really may 
quite properly be considered the 
foundation of the wholesaler’s sell- 
ing program. 


Industry-Wide Activities Promote 


Lighting 


However, there are several other 
reasons why, as of today and during 
the next few years, a selling pro- 
gram might well be built upon and 
around lighting and these reasons 
have sprung from the many indus- 
try-wide activities in behalf of light- 
ing that are now or will shortly get 
under way and that will create a 
steadily widening interest in the 
lighting market. 

In other words, quite aside from 
what you and your own organiza- 
tion may do to build your program 
around lighting, there are outside 
agencies that are going to push you 
in that direction, whether you like 
it or not. First of all the huge ad- 
vertising and promotional activities 
of manufacturers. Time does not 
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permit a complete review of these 
activities but you all must be more 
or less familiar with what the Better 
Light-Better Sight Bureau is doing 
with its biggest and broadest sales 
building program in its entire his- 
tory. 

You also must know that the 
Planned Lighting campaign, ortgi- 
nated and sponsored by the Edison 
Electric Institute and participated 
in by all the important groups in 
the industry, is going to have the 
most far-reaching results in focus- 
ing the attention of potential buyers 
on lighting equipment and on other 
needs. Then, after that is done, it 
will be up to you and your salesmen 
to carry and convert that conscious- 
ness of need into orders for lighting 
equipment, wire cable, controls and 
other supplies. 

The National Electrical Manu- 
facturers Association, the National 
Electrical Wholesalers Association 
and the National Electrical Con- 
tractors Association all are geared 
into this great effort to make the 
country and all the users of electric- 
ity for lighting, conscious of the 
need for better light and if all these 
campaigns are only reasonably suc- 
cessful, I still believe that they will 
result in turning in a total volume 
of business to the lighting-boosting 
wholesalers and the entire industry 
that if now mentioned to you as an 
estimate, would seem to you fantas- 
tic and entirely out of line. 


Certification Movement Builds 
Confidence 

There are some other factors 
which never in the history of the 
lighting industry were as great a 
factor in stabilizing the industry and 
building acceptance among buyers 
of lamps and lighting equipment as 
they are today. I refer particularly 
to the movement for certification 
that was born many years ago and 
which within the last two or three 
years really has engulfed every im- 
portant branch of the lighting 
industry. 

I believe that the manufacturers 
of incandescent bulbs and _ fluo- 
rescent tubes have succeeded in es- 
tablishing a degree of confidence 
and acceptance of their products 
among buyers of all classes. That 
is perhaps second to none and which 
is best demonstrated by the fact that 
very few buyers today ask any more 
to have an incandescent bulb or fluo- 
rescent tube tested before taking it 


home. They have found through 
the years that when those bulbs 
come off a _ responsible retailer’s 
shelf they are in good condition and 
will light. 

However, not all products of the 
lighting industry have enjoyed the 
same acceptance and particularly 
during the period before World 
War II many products in that field 
met considerable sales resistance. 

Fortunately, one group of manu- 
facturers originated a plan which 
particularly since the end of the war 
has made converts out of practically 
every important branch in the elec- 
trical industry and that group which 
I speak of is the RLM Institute. 

The founders of the RLM Insti- 
tute agreed that for the good of 
their business they should create 
certain standards of quality and then 
voluntarily adhere to them, but at 
the same time they authorized a 
neutral testing laboratory to pick 
samples at regular intervals wher- 
ever they might procure them and 
test them for standards of quality 
so as to make sure that every man- 
ufacturer who had agreed to adhere 
to certain standards actually lived 
up to them. 

Gentlemen, in my judgment, the 
period of prosperity in the lighting 
industry which I see ahead will 
prove that the RLM program pro- 
vided the basic plan by which the 
electrical lighting industry — will 
achieve greater prosperity than it 
ever dreamed of and that prediction 
is based or the fact that today prac- 
tically in every branch of the light- 
ing equipment industry a plan of 
certification is in operation and is 
working 24 hours a day toward 
building up confidence in the prod- 
ucts of those manufacturers. 

With the RLM Institute gotng 
stronger than ever before in its his- 
tory, and effectively covering its 
segment of the field, we have now 
a Fleur-O-Lier group, of which the 
majority of responsible makers of 
fluorescent equipment are members. 
We have the Certified Lamp 
Makers, providing for the first time 
certification equipment for home 
lighting and in the accessories field, 
we have the Certified Ballast 
Makers and Certified Starter group, 
—makers of the two highly impor- 
tant operating units that are indis- 
pensable in fluorescent lighting 
installations. 

All these groups are adding their 
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story of certified quality products 
to the broader story of good light- 
ing which is being told hourly and 
daily in magazines and over the 
radio to all potential buyers and 
collectively these efforts constitute 
the greatest sales building effort 
that has ever been carried on for 
any particular branch of the electri- 
cal industry in its entire history. 
When you realize that you have 
available the story of certification 
on the products on which definite 
quality standards are maintained 
and regularly checked by an en- 
tirely neutral and independent lab- 
oratory, you have a factor that re- 
duces resistance to the very 
minimum because the buyers have 


sales 


learned and are learning constantly 


that certification is a valuable in- 
surance policy against inferior 
products. 


I could go on almost indefinitely, 
telling you about reasons and activi- 
ties that justify my contention that 
lighting should be the foundation of 
a wholesaler’s selling program but 
time does not permit. However, if 
by now there is any one in the audi- 
ence whom I have not convinced, 
then perhaps I can clinch the argu- 
ment by giving you a little inside 
information. 


Experience Proves Profit of 


Promoting Lighting 


Undoubtedly some of the doubt- 
ing Thomases have looked at the 
program and thought that, being an 
editor, the things I have told you 
have probably a lot of theory mixed 
in and that in practice this thing of 
making lighting the very foundation 
of a wholesaler’s selling program 
probably wouldn’t work out. 

Well, gentlemen, I can high-spot 
for you one example where it 
worked out magnificently, and that 
involved my own personal experi- 
ence and I could also give you many 
others if there were time. 

I was pitched into the electrical 
wholesaling industry during World 
War I days without any practical 
knowledge and more or less on a 
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“sink or swim” basis. I hardly 
knew the difference between a 
socket and a hole in the ground and 
such things as condulets, circuit 
breakers and even BX connectors 
were like words out of a foreign 
language and I certainly didn't 
know what they meant. 

After I had had a chance to get 
my bearings and learn a little of 
what it was all about, I reached 
one basic conclusion, namely that 
Thomas Edison put the electrical 
industry on the map in a big way by 
inventing facilities for making light 
the electric way and that for all time 
since then and henceforth every 
electrical installation could not help 
but have at least one objective along 
with any others, namely to provide 
light. 

Such being my conclusion and 
unable to find any other course to 
steer, I decided to try and swim 
in this strange business by hitching 
my future to the promotion of elec 
tric lighting, and gentlemen, I must 
confess that in all the intervening 
years, | have never found a reason 
for changing my mind and, in fact, 
I am still doing the same _ thing 
today. 

In those days, we sold thousands 
of old style carbon lamps. The tung- 
sten lamps still were hot stuff and 
came individually wrapped in cot- 
ton batting. The gas-filled lamps 
were not yet on the market and 
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fluorescent lighting was still merely 
a gleam in the eyes of a few re- 
search scientists. Having decided to 
hitch my future to lighting, I had 
every one of our salesmen make a 
trip to Nela Park to become indoc- 
trinated and saturated with the im- 
portance of lighting as a_ sales 
builder for electrical wholesalers. 
Every late summer and fall we 
conducted special campaigns for 
selling lighting equipment to the 
different segments of the market. 
To promote sales of lighting equip- 
ment to industrial buyers we con- 
ducted what was considered the first 
wholesalers’ Better-Light-For-Fac- 
tories meeting, in the history of the 
industry. We invited engineers and 
superintendents from every impor- 
tant factory in the territory for that 
meeting. First we served them a 
dinner, Then we had a series of 
talks and lighting demonstrations. 
We had the walls of the audi- 
torium hung with three layers of 
cloth, black, gray and white. We 
had three different types of lighting 
fixtures, each on separate circuits. 
On each table was one of the first 
models of footcandle meters and 
switching on the different fixtures 
we demonstrated with samples of 
small products and reading matter 
what more footcandles of light did 
in improving visibility. For good 
measure we changed the wall cover- 
ings to demonstrate how dirty walls 
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eat up light and affect footcandle 
readings at the working level. 

Well, I can tell you that when 
those engineers and superintendents 
left us that night they were con- 
verts to better lighting and the busi- 
ness that resulted not only for light- 
ing equipment but all kinds of sup- 
plies, exceeded our fondest hopes. 
Yet this was only one bracket of 
our market and we went after others 
with similar type of tactics. 

When it came to over-all results 
in building business via the lighting 
route I can only say that we trebled 
our sales volume in four years and 
that without putting a single extra 
dollar of capital into the business. 

Today you have not only a mar- 
ket that is greatly more conscious 
of the need for good lighting but 
you have the highly valuable im- 
petus of a new light source—fluo- 
rescent lighting—which has created 
an entirely new set of sales oppor- 
tunities. In addition you find our 
country in a state of unprecedented 
employment, unprecedented indus- 
trial activity, unprecedented wage 
payments and general financial afflu- 
ence and you have all the agencies 
and the certification programs to 
keep the need for better lighting 
before your customers. 

I can do nothing better for you 
than to urge that you make lighting 
the foundation of your entire selling 


program. 
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HE electrical industry has as- 
signed to the contractor a job 
because he has at his com- 
mand more of the things needed to 
do this job than does anyone else. 

While we are, of course, proud 
of this recognition and this prac- 
tical manifestation of Electrical In- 
terdependence, we must realize that 
we have assumed a great responsi- 
bility. The proportion of this re- 
sponsibility is, indeed, frightening. 
It affects profoundly the health, 
productivity, pleasure and the hap- 
piness of every person. 

We conceive our basic responsi- 
bility to the lighting industry is to 
provide the public with lighting sat- 
isfaction. 

The lighting industry is to be 
congratulated upon important ad- 
vance on the road to providing the 
public with lighting satisfaction. 
That advance is the Planned Light- 
ing Program. Here the entire in- 
dustry is united in common agree- 
ment that modern lighting is not a 
packaged commodity sold off the 
shelf but is, instead, a product of 
equipment, materials and_ labor 
blended to do a specific job in ac- 
cordance with a plan. 

Already this concept has 
immeasurable good. Not the least 
of the good effect is the epitaph it 
has written to the fixture peddler 
and to the catalog lighting sales- 
man. 

If there is the proper follow 
through, Planned Lighting will re- 
sult in a sharp upward curve in 
lighting satisfaction. Believe me, 
that curve can stand some sharp 
upward movements. 


done 


The Contractor’s Function 
In Planned Lighting 
The idea of Planned Lighting 
projects the contractor up front in 
this picture. It is the contractor's 
function to survey the lighting prob- 
lem, design and recommend; sell; 
then procure materials and equip- 


A ssaciation 


and install. And, im- 
portantly, he must guarantee light- 
ing satisfaction. There is no one 
under the sun except the contrac- 
tor who can do all of these things. 

[ said that the contractor can do 
these things. Will he? 

He must. Unless he does, the 
Planned Lighting Program will 
fail, wasting a fortune in time, ef- 
fort and money. Everybody will 
lose. The public will be robbed 
of lighting satisfaction and every 
branch of the electrical industry will 
lose an opportunity seldom matched 
in enterprise. 


ment very 


The contractor is going to try to 
do this job. He cannot do it with- 
out your help. Since this is to be an 
interdependent operation, some fun 
damentals need to be understood. 

The electrical 
industry 


contractor as an 
group traditionally has 
been deficient in sales aptitude. The 
condition of huge demand has not 
required him to sharpen up his sales 
talk. In the past the nature of the 
business did not lay stress on sell- 
ing. Note that I said “in the past.” 

The Planned Lighting Program 
imposes on the contractor the re- 
quirement that he do a thorough 
job of creative selling. It requires, 
first, the creation of a sound light- 
ing plan. It demands the sale of that 
plan. It requires the installation of 
that plan. 

The practice of cutting down on 
the plan to meet competitive situa 
tions cannot be tolerated in Planned 
Lighting. That most stupid of all 
practices of the contractor need not 
be temptation if true creative sell- 
ing is done. 

To chisel on quality at the ex- 
pense of the plan, marks the con 
tractor as of the dark ages in light 
ing. 

The proper execution of a plan 
for lighting requires that the con- 
tractor know lighting ; that he be up 
to date on the fundamentals of sci- 
entific, practical illumination. This 
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is becoming increasingly complex. 
It is a challenge not to be taken 
lightly. 


Large Contractor Should Staff 
An Illuminating Engineer 

Practically every lighting job for 
commercial and industrial applica- 
tion is a custom job. Conditions are 
variable. several 
depended upon to 
have common application. More and 
more the design and execution of a 
properly planned lighting job re- 
quires the 


No one plan or 


plans can be 


services of specialists. 
This projects the illuminating engi- 
neer, at least on the large complex 
jobs, as a key man in the electrical 
contractor's organization. That 1s 
where these experts belong. 

Today we find much of our il- 
luminating engineering talent con 
centrated in the utility companies. 
They do good jobs there, That con- 
dition prevails because the utilities 
were the only ones who were alive 
to the needs of the developing light- 
ing industry. So the utilities shoul- 
dered the burden simply because the 
contractor failed In this 
period of change it may be logical 
to speculate that these experts might 
gravitate to the electrical contrac- 
tor where they could play a more 


to do SO. 
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direct role. It will be a good day for 
Planned Lighting when every elec- 
trical contractor of any size has on 
his staff a qualified illuminating en- 
gineer or at least an illumination 
expert so that the proper plan can 
be developed and executed. 


Small Contractor's Contribution 


Which brings us to the economics 
of the situation. Can you expect a 
contractor who employs but two or 
three men or one—employing none 
—to do a first rate Planned Light- 
ing job? You cannot. He has not 
the capital, the organization or the 
necessary supporting sales talent to 
perform properly. 

The contribution of 
contractor, 
to this job. Soon we will find that 
the limiting factor in lighting as 
well as in most other electrical in- 
stallations will be manpower. Some- 
way must be found to unite these 
smaller operators into practical 
working arrangements that include 
competent overall management and 
organization competent and quali- 
fied for the lighting job. These are 
matters that require our most earn- 
est study and planning. The rest of 
the industry should know the na- 
ture of the problem and that we are 
thinking and acting on it. 

The manufacturers of lighting 
equipment have done a splendid job 
in promoting the idea of Planned 
Lighting. So have the utilities. Do 
not think for a minute that these 
efforts have not been noticed by the 
contracting industry. Somewhere an 
impression has been made. Other- 
wise, I could not tell you today that 
even with business sufficient to keep 
him busy for months, the electrical 
contractor is adjusting his thinking 
and attitude in the direction of sales 
promotion and merchandizing. 

There are two foundation pillars 
for a sound contractor plan for sell- 
ing lighting: first, sell Planned 
Lighting; second, deliver lighting 
satisfaction. 

How to Sell and Deliver 
Lighting Satisfaction 


the small 


however, is necessary 


What is our product? It is not 
merely lighting fixtures. Or lamps. 
Or a plan. Our product is lighting 
satisfaction, and part and parcel of 
that is a proper electrical system. 
The electrical system must be prop- 
erly engineered and installed for the 
specific purpose of delivering light- 
ing satisfaction. Nobody challenges 
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the electrical contractor’s ability to 
provide the proper electrical system. 
He has the tools, the organization 
and the know-how to handle the 
complexities of the specialized mod- 
ern electrical system. To these he 
must add, if he has not already 
done so, the tools and the personnel 
to do the specialized lighting job 
in combination with the electrical 
system. He must add the sales or- 
ganization to do the creative selling 
of lighting plan that will bring light- 
ing satisfaction. 

Having sold lighting satisfaction, 
the next step is to deliver lighting 
satisfaction. 

When we speak of delivering light- 
not mean 
merely the leaving of a neat package 
done up in a pink ribbon on the 
customer’s doorstep. We mean en- 
during lighting satisfaction—satis- 
faction tomorrow, next week, next 
month, next year. 

To deliver this brand of satisfac- 
tion requires a high degree of re- 
sponsibility on the part of the in- 
dustry, a great deal of discipline 
and a keenly developed sense of 
public relations. 

Since the war, we have been 
looking into the case histories of 
some successful electrical contrac- 
tors. Without exception they share 
a fine sense of business promotion 
based on guaranteed electrical satis- 
faction to their customers. If an 
electrical job they did developed any 
“bugs,” they were out there the next 
morning replacing faulty parts. 
They were glad to make the job 
right without any charge. 

We looked back over the years 
into the case histories of successful 
merchandising of electrical appli- 
ances. We note that the written 
warranty played an important part. 


ing satisfaction, we do 


The N.E.C.A. Guarantee 


Certificate Program 


So gradually over the past year 
the N.E.C.A. membership has been 
adopting a plan whereby written 
guarantees are issued to the 
tomer on the electrical jobs per- 
formed. This is the N.E.C.A. Guar- 
antee Certificate Program. It is 
having a terrific public relations im- 
pact in areas where it is operating. 
Its application should be quite uni- 
versal within in another year. 

Because of inferior lighting equip- 
ment, especially components, that 
flooded the market right after the 


cus- 





war, contractors participating in the 
Guarantee Program found that they 
would not include lighting in the 
written warranty. This equipment 
came to them without warranty in 
most cases and at best the guaran- 
tee was only for a few weeks. Many 
service calls for minor replacements, 
particularly of ballasts and starters, 
ate up margins quickly. So lighting 


fixtures were excluded from the 
N.E.C.A. Guarantee. 
We do not like this omission. 


Recently we called this condition to 
the attention of some of the leading 
manufacturers of lighting fixtures. 
Obviously mutual benefit would re- 
sult if this exclusion were removed. 

The response of the quality fix- 
ture manufacturers to our sugges- 
tion was most gratifying. There 
was a genuine desire to cooperate 
so that the N.E.C.A. Guarantee 
could include lighting fixtures. Nu- 
merous responses indicate that most 
of them are willing and eager to 
issue contractors a year’s guarantee 
on their product so that he can pass 
the warranty on to the customer. 
The only hitch is that these manu- 
facturers are dependent upon prime 
suppliers, particularly suppliers of 
ballasts and starters. That is, it is 
necessary for the manufacturers to 
get a guarantee from these prime 
supplies that they will stand behind 
the components the manufacturers 
purchase for fabrication into the 
fixture. 

So the situation today is that the 
guarantee on lighting has _ been 
rolled back, and stands squarely be- 
fore the suppliers of components of 
lighting fixtures, primarily the man- 
ufacturers of ballasts and starters. 

N.E.C.A. has polled its member- 
ship as to the industry’s willingness 
to guarantee the lighting job. 

The preponderant majority of the 
members of the electrical contract- 
ing industry indicate in their re- 
ponses to N.E.C.A. that they are 
willing and eager to issue the cus- 
tomer a written warranty of at least 
one year’s service on lighting sys- 
tems which they install and for 
which they procure the materials 
and execute or approve the design 
provided two conditions are met. 

These conditions are: 

First, that the supplier of the ma- 
terials and equipment for the light- 
ing job guarantee for one year the 
items against defective materials 
and workmanship. The contractor 
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would, of course, stand the expense 
of installing the corrective part. | 
can tell you that it is testimony not 
to the credit of equipment suppliers 
that 20 percent of the respondents 
objected strenuously at first to hav- 
ing to pay labor costs for installing 
replacements. 


Nl a ae 


INTERNATIONAL LIGHTING EXPOSITION — 


Second, that the supplier recog- 
nize and be guided in his distribu- 
tion policy by the practical realiza- 
tion that the electrical contractor 
who guarantees lighting satisfaction 
to the industry’s ultimate consumers 
must have a broad economic base 
that will enable him to fulfill the 
obligation of the warranty. 

What is suggested here is merely 
an understanding by each individual 
supplier of some of the economic 
facts of life pertaining to the indus- 
try and that he reach his own deci- 
sions on actions after consideration 
of his own individual self-interest 
weighed on the balance of public 
interest. We do not for one minute 
suggest that in return for the con- 
tractor guaranteeing lighting that 
the supplier limit his sales to the 
contractor. 

What we suggest and what the 
contractor demands as a condition 
of guaranteeing lighting equipment 
is that the supplier, recognizing the 
public relations value of the contrac- 
tor’s guarantee program, will take 
that contribution into account in his 
distribution policy and when con- 





tracting the normal customers of the 
contractor for a direct sale of mate 
rial and equipment he should make 
it clear that the material is sold 
without the contractor's guarantee 
and that the deal does not include 
any of the contractor's many contri- 
butions to customer satisfaction. 

All we ask is that honesty, fair 
ness and frankness be introduced in 
direct sale of lighting equipment to 
the contractor’s customers. 

This, we submit, is a sound con 
tractor’s selling plan for lighting 

First, sell planned lighting. 

Second, deliver and guarantee 
lighting satisfaction. 

It is a plan in the interest of the 
industry and it is a plan in the in- 
terest of the public. 
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You Wi Sell More tveods Outside 
On Courteous and Quick Service 





NEWLY remodeled headquarters of California Electric Sup- 


ply Co., San Francisco, which organization distributes a full 


66 EK IN the wholesaling 
business have plugged 


the salesman as the king- 
pin of the industry so long and so 
well that sometimes I'm afraid that 
we might sabotage his work by feel- 
ing that the whole responsibility for 
making a sale and keeping a custom- 
er lies on the salesman’s shoulders 
alone. 

“Too often, the staff in the home 
makes it difficult or almost 
impossible for the salesman to sell 
if that staff is guilty of inefficiency, 
discourtesy, and lack of interest 
when it should be supporting the 
salesman’s efforts with the finest 
kind of service to his customers and 
prospects.” 

Those observations were 
by E. L. McDonnell, secretary- 
treasurer of the California Electric 
Supply Company, San _ Francisco, 
and they are the reasons why Mr. 
McDonnell and his brother, L. B., 
president of the concern, recently 
instituted a campaign within their 


office 


voiced 
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organization to correct any possible 
method or manner of 
which hurt the 
service that they know is so neces- 


operating 
would customer- 
sary if their salesmen are to keep 
customers and keep them buying. 

Here is the way Mr. McDonnell 
feels on the subject and has handled 
the matter. 

“We have examined every func- 
tion of our organization in order to 
locate and correct of the evils 
that could make the customer-rela- 


any 


tions of our field salesmen a night- 
mare unanswered telephones ; 
brusquely answered ‘phones; wrong 
quotations; delayed deliveries ; 
proper packing; curt, disinterested 
counter manners; unanswered or 
poorly-answered letters, etc. These 
are the ghosts that haunt the whole- 
saler’s salesman’s life unless he is 
backed up by an organization which, 
from delivery boy to president, re- 
alizes that each member of the staff 
through the service he gives, is a 
major factor in each sale. 


im- 
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line of electrical supplies as well as major and traffic appli- 
ances throughout Northern California and Eastern Nevada. 


“As goods become more and more 
plentiful, and we look more and 
more to the field salesman for the 
tough job of developing and main- 
taining a market for our stocks of 
electrical goods, we must see that 
the men in the field get our full sup- 
port. 

“Not only must we make it easy 
for our men to sell, but we must in- 
sure that our industry will continue 
to hold the important position to 
which it was elevated during the 
war years. Wholesalers and _ their 
staffs must become as_ well-known 
and well-liked for their peacetime 
efficiency and courtesy and helpful- 
ness as they were for their wartime 
ingenuity and super-service.” 

While the program at California 
Electric Supply Company includes 
the stepping up of efficiency and 
customer service in all departments, 
much of the plan pertains to indi- 
vidual problems of this company 
alone and would serve other whole- 
salers but little through any lengthy 
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It Your Home Oftice Statt Is Sota 
As Things Every Customer W ants 


When the outside salesman knows that the “‘bosses”’ at the home 


office insist on giving customers courteous manners, quick 


attention and complete service: Over the phone — at the 


counter —in the shipping and delivery departments, that 


salesman will get the maximum of business out of his territory 
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By E. L. McDonnell, 


Secretary-Treasurer 
California Electric Supply Company 
San Francisco, Cal. 


As Told to 


Howard J. Emerson 


description. Improving delivery 
service, for example, involves fac- 
tors in transportation and shipping 
peculiar to northern California and 
the San Francisco Bay Region. But, 
on two subjects, Mr. McDonnell 
feels that he is hand in hand with 
every wholesaling organization in 
the country—in the desire for im 
proved use of the telephone by all 
employees, and for top-quality serv- 
ice at the counter. 
The All-Important Telephone 

“We are putting considerable em- 
phasis on the proper use of the tele- 
phone,’ Mr. McDonnell relates, 
‘because our records show that, like 
most wholesalers, about 70 percent 
of our orders come in over the phone 
from customers who have been de- 
veloped and who are maintained by 
the field efforts of our salesmen. We 
realize that how we handle these 
telephone orders is vital not only to 
the immediate order, but to the re- 
lationship between this customer 
and the salesman. 

“It is obvious that every time a 
wholesaler’s telephone rings there is 
likely to be money for him at the 
other end of the line. Someone has 
taken the time to look up the whole- 


saler’s number, to dial it. in order 

















Eb... McDONNELL (left), pres. of California Elec. Sup. Co. and his brother E. L. 
McDonnell (right), sec. and treas., have begun a company-wide program for more 
efficient service. 


to give that wholesaler an order. But 
what can happen in a wholesaling 
house when the ‘phone rings ? Some 
one 1s busy, so the ‘phone keeps 
ringing. Or someone expects some- 
one else to answer, so the ‘phone 
continues to ring. And all this time, 
a customer is waiting to give an or 
which part of the 
profit on which everyone in the 
wholesaler’s organization 
for his income. 

“What else can happen? Suppos 
ing the telephone is answered im 
mediately, but with a gruff ‘hello’ 
that makes the customer wonder if 
he has the right number and also 
why he ever bothered to ‘phone 
such an organization anyway. You 
can be sure that the field salesman, 
who has developed and fostered this 
customer, is going to spend his next 


der represents 


depends 
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few calls explaining the bad man- 
ners of his home when he 
could be spending this time selling 
this customer more goods. 

“At Electric Supply 
we want our salesmen to spend their 
time selling, so we have established 
rules and regulations for the 
CESCO staff to insure that our tele- 
phones will be answered immedi- 
ately and in a manner that will make 
the customer or prospect glad that 
he ‘phoned us. But we know that 
rules and regulations merely clarify 
procedure, they don’t give incen 
tive. Therefore, we 


office 


California 


have made it 
clear to our staff during our periodic 
meetings, just where and how these 
good telephone manners help our 
business.” 

At the most recent meeting of the 
CESCO staff, E. L. McDonnell 
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AT company-sponsored staff meetings, employees of the California Electric Supply 
Co. learn how important their work can be in helping salesmen produce more sales. 


said: “The most important thing all 
of us have to sell is ‘service.’ If we 
smile a little, josh a little, make our 
customers feel important, back up 
our salesmen and give our custom 
ers good service, | believe every- 
one will feel happy to place an or 
der with us.” On the same program, 
L. B. McDonnell continued: “We 
can do much to improve our serv 
ice to our customers. And one of 
the most important things to re- 
member is the telephone. Drop 
everything when it rings, answer it 
promptly and courteously.” 
Service Over the Phone 
In the 
house the proper use of the tele 


electrical wholesaling 
phone doesn't end with prompt an 
swering and a pleasant voice, Mr 
McDonnell believes, because “all 
over the country, contractors, deal 
ers, industrials all expect to be able 
to ‘phone their electrical wholesaler 
and get accurate and complete in 
formation, and they are justified in 
expecting to get that information 
quickly at a minimum in cost. As 
wholesaling organizations we've got 
to maintain that service, and we've 
got to improve it in the period to 
come if we can expect our salesmen 
to do their job. 

“Let's look at what can happen. 
When a customer calls a_ whole- 
saler for information and is asked to 
‘wait just a moment while I look 
it up’, then has to cool his heels 
while the employee handles two 
other jobs and maybe stops to talk 
to a friend for a few minutes, you 
may be certain that a very cool re 
ception is being prepared for the 
field salesman the next time he calls 
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on that very same customer. 

“We have shown the employees 
at CEKSC© the importance of car- 
rying all telephone calls through to 
their conclusion in a minimum of 
time without interruption by other 
business or by other people. And 
I'm afraid we had to do it the hard 
way, by showing them four former 
accounts that became ‘former’ be- 
cause, 1n telephoning orders to us 
by long distance, the charges be- 
came too steep as a result of delay 
at our end of the line. We don’t ex- 
pect to have that happen again, and 
we don't expect to have our sales- 
men spending any of their valuable 
selling time explaining and apologiz- 
ing to customers for delays and in 
efficiency at the home office.” 

“Call Backs” 

‘There’s another situation that 
can lose customers for the sales- 
man, or at least make it difficult for 
the field man to keep the customer's 
good graces. That comes in ‘call 
backs.’ I think that any member of 
a wholesaler’s staff can appreciate 
the situation if, for a moment, he 
pictures himself as a salesman just 
entering a good customer’s office. 
He has some ideas that he hopes 
will increase the business from this 
account, but he needs to have the 
customer in a receptive mood. In- 
stead, he is greeted by ‘what the 
devil is the matter with your outfit ? 
| ‘phoned them the other day for 
some information. Someone there 
promised to call me back but I never 
heard another word.’ It is not hard 
then for the staff member to realize 
how important it is that every prom- 
ise to call back must be kept — even 
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if the call is only to tell the customer 
that the information he wanted can’t 
be found. 

“When we coached our staff at 
California Electric Supply on the 
necessity of calling back, we pointed 
to an order for $1,280.00 worth of 
lighting fixtures that went to a com- 
petitor—an order that we didn't get 
because someone here promised to 
call back with price data, but never 
made the call. Such examples, which 
no wholesaler likes to mention, do 
serve to drive home to a staff the 
importance of their habits. 

“T could go even further in em- 
phasizing the importance of the tele- 
phone—for instance, the necessity 
of seeing that every price quoted 
over the ‘phone is accurate, up-to- 
date, and clearly given. This means 
that anyone authorized to quote 
prices over the telephone must look 
up each price before quoting it, must 
repeat the size, style, model, etc., on 
which the price is being quoted, the 
quantity for which the quotation is 
being made, and present all this in- 
formation so clearly and distinctly 
that the customer will have no dif- 
ficulty in understanding it. 

“We have schooled our staff in 
doing this, and I’m pretty sure that 
none of our salesmen are going to 
be bothered by having to straighten 
out customers who ordered supplies 
at what they thought was the price 
quoted, only to find on the invoice 
that there was another, and correct 
price.” 

Other Services 

“We know that the service over 
the telephone is not the only way 
that the home office staff can help 
the field salesmen keep good rela- 
tions with his customers and pros- 
pects, but we feel that it is the most 
important one in many ways. Eff- 
ciency and good manners on using 
the telephone can become a_ habit 
that will spread into the rest of the 
statt’s work—into the attitude at the 
counter, for example. At the same 
time that it brings results in the 
manner of using the telephone, it 
brings a realization of the import- 
ance of each person to each sale that 
is made. And, of course, when any 
wholesaler has his staff operating 
so that each one takes a great deal 
of pride in his own work by realiz- 
ing its importance to money-profit- 
salary-producing sales, he will know 
that his sales force can concentrate 
on making sales.”’ 
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CUICKS 








At Seattle, Washington 





Seated at his desk in his new office Leslie Stusser, president and general manager of 
Stusser Electric Company. 





The display room modernly designed and lighted is already being used extensively by 
electrical contractors and dealers. 
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Preparedness is the order of the 
day at the Stusser Electric Co., Seat- 
tle, Washington, and a major accom- 
plishment toward this, according to 
Leslie Stusser, president and general 
manager, is the completely remod- 
eled building on First Avenue South 
into which the company has just 
moved. 


Containing every department from 
display room to shipping room, the 
new headquarters with its more than 
25,000 sq. ft. of floor space on three 
floors, boasts a railroad siding at the 
rear of the building directly adjacent 
to the receiving and stock room. 


Settling the organization in a mod- 
ern building with all _ facilities 
streamlined for quick handling of all 
operations has brought many favor- 
able comments from customers and 
has resulted in a decided boost in the 
morale of the company personnel. 








Stock room aisle fixtures concentrate light 
on the shelves and not in the eyes. 
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| Dealers everywhere are asking this question. Our answer is this. 
More are on the way! Capacity of the huge ‘‘Toastmaster’’ plant, 
already covering several acres, has been expanded once again. Hardly 
a day goes by without our modern production methods being im- 
proved. ‘“Toastmaster’’ craftsmen, second to none in skill, are doing 
a marvelous job of maintaining quality. Every week, thousands of 
new “‘Toastmaster’’* toasters are sped from the factory to help you 


satisfy the unprecedented demand for America’s finest toaster. 


We know that, so far as our product is concerned, you've been under 
a lot of pressure. We're grateful for your patience. If human skill, 
energy, and the will to satisfy your needs can do the job... we 


promise you a much brighter 1948. 


TOASTMASTER PRODUCTS DIVISION 
Me Grau (fedric Com J 


ELGIN - ILLINOIS 


®*TOASTMASTER"™ is a registered trademark of McGraw Electric Company. Copr. 1947, TOASTMASTER Propucts Division, McGraw Electric Company, Elgin, Il. 
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More On 


Cash Discounts Controversy 





July 23, 1947 
Dear Mr. Rost: 

Referring to the letter 
published on Page 105 of 
your July issue relative to 
cash discounts, occasionally 
the not 
thoroughly appreciate the 
position of the distributor. 
Many of them sell only well 
rated customers who, in the 


manufacturer does 


normal routine of their busi- 
ness, remit for their invoices 
at regular intervals and, if 
necessary, borrow from 
banks to keep their accounts 
current. 

The distributor’s problem 
is somewhat different. Using 
our company as an example, 
we sell five classes of trade— 
the industrial plants, plumb- 
ing and heating contractors, 
garages and car dealers, 
building contractors, and 
electrical contractors and 
dealers. 

It is absolutely necessary 
to give some of these cus- 
tomers an inducement to pay 
their bills promptly, and it 
has been the custom in the 
trade to allow a discount for 
payment in ten days or the 
10th prox. When it is care- 
fully explained to a customer 
who has not been in the habit 
of discounting his bills, the 
that 
him by doing so, 


advantage accrued to 


he is in- 





counts are reduced 


contribute to this discussion. 





CASH discounts have an important part in keeping a wholesaling 
operation out of red ink. The keener competition rages—the more 
important becomes that cash discount. It represents the difference 
between profit and loss on many transactions. When cash dis- 
on goods that the wholesaler buys, that re- 
duction represents an irreparable loss because the wholesaler can- 


not simply pass the cut along to his customers. 


Not in many years has a change in the cash discount policy of some 
manufacturers caused such genuine concern among wholesalers, as 
is evidenced by letters to the editor of their magazine. We print 
here a letter from a prominent and long established wholesaler who 


expresses a viewpoint that is shared by many other wholesalers. 


We invite letters from anyone who has any thoughts or ideas to 


The EDITOR 








clined to line of 


credit at a financial institu- 


request a 


tion to enable him to follow 
this practice. 
Without cash 
given to the trade, the dis- 
tributors of the country 
would require a large amount 
of additional capital to oper- 


discounts 


ate their business. Obviously 
cash discount cannot be al- 
lowed unless it is received. It 
the dis- 
count earned by the distribu- 


is not unusual for 
tor to represent 331/3 per- 
cent to 75 percent of his net 
profit. 

Cash should 


never be considered a part of 


discounts 


trade discounts. The manu- 
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facturers, in figuring their 
cost, should take this item 
into consideration and estab- 
lish prices sufficiently high to 

them to the 
discount prevalent in 
their trade. 


enable allow 


cash 


Some manufacturers, who 
have attempted to change 
cash discount terms, 
make the statement that 
their costs are made up of 
raw materials and labor on 


their 


which they receive no dis- 
count. This statement is cor- 
rect, but in figuring their 
cost they should add another 
item which will permit them 
to continue their usual terms. 
Yours very truly, 
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>, B. THORSEN, Day-Brite Lighting 
(left) and E. F. Anixter, Englewood 








MORE than 8,500 lighting-conscious persons came 
from practically every state in the Union to attend 
the 2nd International Lighting Exposition. Most of 
these people—who would fill a “Who's Who In 
Lighting''—didn't get their fill of the exposition 
with one eyeful or earful. They stayed around for a 
week and daily took in the speeches and spectacular 
exhibits—many of which dramatically presented 
new lighting + Bg In fact, those who attended were 
so interested in the exposition's doings that it was 
hard to get some of them to sit still long enough to 
have their pictures taken. 





HE TREND IS UF’ 


CINCINNATI Sign Supply Co. was represented by, left 
to right: John Lamb and Fred Sweet with mfr’s rep. 
K. Croysdill. 





THE TREND Is yp) 











TIME out at Electrical Wholesaling fo» 
W.N. Keddie, Chapel Elec. 


FROM West Michigan Elec. Supply Co. came, left to 
right: W. Denbow, F. Yirchott, E. Walker, R. Jeffirs, 
H. Cohen. 





LEFT TO RIGHT: C. C. Petterson, T. E. Lipman, W. F. 
Hilker, C. L. Sigafus and A. Mayer of Municipal Elec. 
Co., Beloit, Wis. 





A. 8S. HEYMAN of the Hein Electric 
Sup., Jack- Supply Co., Milwaukee, Wis., came to 


Elec. Sup. Co. son, Mich. 
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see the latest equipment. 
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At the 2nd International Lighting Exposition 
Chicago, Nov. 3rd through Nov. 7th 


2nd INTERNATIONAL 


LIGHTING SHOW 








EVERYONE — electrical manufactur- 
ers, wholesalers, contractors, retailers, 
lighting specialists for light and 
power companies, architects and con- 
sulting engineers—was happy with 
the results of the 2nd International 
Lighting Exposition. The quantity and 
quality of the attendance, the success 
of the All-Industry Dinner, and the re- 
ports of the 96 exhibitors all point to 





GESCO men (I, to r.): E. J. Petersen, dist. mgr., Milwaukee; J. E. one fact—the important role the Ex- 
Holland, Jr., mgr., traffic appliance sales, Bridgeport; A. H. Kahn, dist. position plays in the advancement of 
megr., Chicago. the industry. 








\ 


bd 
j . e > oS 3 : , 
FEMININE charm was added by Mrs. H. A. Sheridan LEFT TO RIGHT: J. S. Levitt, Ashland Elec. Sup. 
shown with her husband of Automotive Sales & Service, Co.; S. Kout, Capitol Elec. Sup. Co.; and M. Kaplan, 
Fond Du Lac, Wis. Hyland Elec. Sup. Co. 





SIDNEY CORNELIUS, Bean Elec. RELAXING is M. Charles Cohn, Char- REPRESENTING the Braden Dist. 
Co., Seattle, Wash., traveled far to at- leroi Elec. Sup. Co., Charleroi, Pa.—an Co., Flint, Mich., was Nathan D. Rosen- 
tend show. Eastern wholesaler. bluth. 
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Modern Display Rooms Build 
Sales for West (cost W heleeslers 














Unique three-level ar- 
rangement of the ceiling 
permits an impressive 
display of lighting fix- 
tures and allows greater 
visibility from the show 
windows and the side- 


walk, 


FEWIRE ann RELIGHT AMERICA 





Ai 


were installed. 
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The modernizing program of the Bean 
Electric Co., Seattle, Wash., started right 
at the store front where new display win- 
dows, opening directly into the showroom 











The importance of effective display in merchandising is shown 
in the appliance showroom of the G. E. Supply Corp., Tacoma, 
Wash. Easy access to all appliances and sufficient space for 
flow of traffic have been observed. 
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The city counter at the end of the showroom is set up to 
handle a large number of customers in a minimum of time and 
is part of the lighting fixture display shown in the foreground. 


Doors behind counter lead directly to the warehouse. 
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FLUORESCENT BRACKETS —————______— 

















A fluorescent wall bracket fixture with an 
adjustable reflector shield that permits a 
wide variety of lighting effects. Uses a 
single 15-watt fluorescent lamp; on-off 
switch built into case; knockout provided 
for convenience outlet. Size 19!/. inches 
long, 3'/, inches wide, 4!/2 inches high. Also 
available without shield (height 3!/2 inches). 
Mitchell Manufacturing Co., 2525 Clybourn 
Ave., Chicago 14, Illinois. 
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A multi-contact a.c. relay designed specifi- 
cally for appliances and vending machines. 
The relay is available in ratings of 5 am- 
peres, 115 volts a.c. or 5 amperes, 24 volts 
a.c. It occupies only three cubic inches. 








December, 


All ferrous parts are protected from corro- 
sion. Molded phenolic insulators have stable 
dielectric strength and provide 1/16 inch 
creepage between adjacent contact springs, 
as well as ample insulation to ground. Gen- 


eral Electric Co., Schenectady 5, N. Y. 
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FLUORESCENT FIXTURES — 


This fixture designed for either drop or sur- 
face mounting utilizes five 32-watt circular 
fluorescent lamps. Primarily designed for 
commercial use, the unit measures 45 inches 
in length and is finished in baked enamel. 
Circlite Corp., 118 South Clinton St., Chi- 
cago 6, Illinois. 
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mention 





RESISTOR 


High current resistors for use as starting, 
dynamic braking, field discharge and plug- 
ging resistor on d.c. or a.c. motor controllers 
and for other intermittent duty high current 
applications. Resistor units are rated at 
2,200 watts for continuous duty being avail- 
able with resistances from 0.32 to 4.35 ohms 
and with continuous current capacities from 
2! to 79 amperes. Resistors consist of a 
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continuous piece of non-corrosive alloy rib- 
bon wound on edge in the form of oval 
coils, having clamp type terminals secured 
to the ends of the coils. Ward Leonard 
Electric Co., Mount Vernon, New York. 










When writing 
mention 
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ELECTRIC CLEANER-BLOWER 


This portable electric cleaner for industrial 
use is made in two models; powered by a 
11/3 hp. motor, the heavy duty cleaner 
blows air at a velocity of 25,500 feet per 
minute and weighs 14!/2 pounds, the medium 
duty model with a 2/3 hp. motor displaces 
air at 19,000 feet per minute and weighs 
9\/, pounds. Both models have precision 
type, sealed ball bearings and air stream 
cooling scrolls which permit continuous oper- 
ation without over-heating. Ideal Industries, 


1047 Park Ave., Sycamore, Ill. 
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Leo J. Meyberg's electronics department featured recording equip- 
ment, all-wave radios, FM antennas, speakers, etc. 





Non-appliance items shown to visiting dealers included General 
Electric Supply Corp.'s line of farm electrical equipment. 


At West Coast Market, 


San Francisco 


Buying activity reached a new high at the Annual 
Summer Market Week as west coast electrical 
wholesalers displayed electrical goods and appli- 
ances at their enlarged and remodeled showrooms 
in San Francisco's Merchandise Mart. Dealers from 
the eleven western states came not just to look but 
to buy—and buy they did. Interesting to note was 
the absence of the dealers’ tendency to buy any- 
thing and everything and great attention was 
focused on brand names, prices and quality of all 


new electrical items 





Wholesaler Schuyler-Wilson found additional space at the Mart 
allowed full line display of Knapp-Monarch appliances. 





New regional offices and headquarters for the Electric Appliance 
Division of Westinghouse Electric Corp. in the Western Merchan- 
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dise Mart were opened officially during the Western Mart Week. 
Section shown features model kitchen and appliances. 
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ATTACHMENT PLUG —— 





Asbestos-protected heater cord and rubber- 
covered service cord, as well as POSJ and 
POT cord, can be accommodated by this 
new No. I! attachment plug. The plug has 
a full 5/16 inch diameter opening to take 
the largest portable service cords now in 
use and features a double locking blade 
construction which prevents blades from be- 
ing accidentally dislodged when the plug is 
removed from the outlet, regardless .of the 
angle of pull. The plug is approved by 
Underwriters’ Laboratories. It is rated at 
15 amps., 125 volts; and 10 amps., 250 volts. 
Gilbert Manufacturing Co., Inc., 24-20 46th 
Street, Long Island City 3, New York. 
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CLAMP KIT 


ef 3 
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This clamp-master kit provides a simple, easy 
and inexpensive method of clamping, splic- 
ing, tying, mending and banding. The kit 
contains a clamp-master tool for tensioning 
and locking all clamps, 31 flat strip steel 
clamps of assorted sizes and 14 open end 
clamps for use where the ends of the object 
to be clamped are obstructed. Punch-Lok 
Company, Chicago 7, Illinois. 
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UNIT AIR CONDITIONERS 


These units made in two, three and five 
horsepower sizes are cabinet-enclosed with 
each cabinet containing compressor, con- 
denser and evaporator for cooling and de- 
humidifying, glass wool filters for cleaning 





and a fan for circulation. A heating coil 
and humidifier may be added to furnish 
year-round air conditioning. Two horse- 
power model conditions up to 800 cubic 
feet of air per minute; three horsepower 
up to 1200 cubic feet and the five horse- 
power up to 2000 cubic feet. Sturtevant 
Division, Westinghouse Electric Corp., Hyde 
Park, Massachusetts. 

















BOWL REFRACTOR 





A Holophane prismatic globe that will ac- 
commodate 10,000 or 15,000 lumen filament 
lamps or a 16,000 lumen mercury lamp. 
Prisms in the extra large globe distribute 
light efficiently and light emanates in two 
principal beams in sufficient width to give 
uniform distribution. General Electric Co., 
Schenectady 5, N. Y. 
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SANDER AND TOOL GRINDER — 


This belt sander and tool grinder is suitable 
for either the commercial machine or wood- 
working shop production or in the home 
work shop, and may be used on wood, 
metals, plastics, glass and rubber. It can be 
adjusted for either horizontal or vertical 
operation and has a platen work area of 5 
inches by 8!/2 inches; standard abrasive belt 
is 4 inches by 36 inches. Pulleys are 4 inches 
by 4!/2 inches machined aluminum, ball-bear- 
ing and balanced for smooth operation. 
Pulleys are tested to 500 r.p.m. The sander 
is provided with simple thumb-screw con- 
trol for belt tracking and tension. Work dam 
is adjustable to any angle; work platen is 
reversible and can be used on either face. 
The unit occupies a bench space 9 inches by 
15 inches and weighs 17!/2 pounds. Woods 
Engineering Co., Norwalk, Conn. 
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BAKING VARNISH 


A clear, all-purpose insulating varnish for 
use on all types of wound coils; especially 
adapted for use on modern types of coated 
magnet wire. Can be applied by atmospheric 
dip or vacuum impregnation. John C. Dolph 
Co., 1060 Broad St., Newark 2, N. J. 


When writing 
mention 


ELECTRICAL WHOLESALING 





DRIVER UNIT ~ 
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A driver unit capable of continuously han- 
dling up to 12 watts of audio power. Out- 
standing features of construction include 
Alnico V permanent magnet, and one piece 
phenolic diaphragm. The diaphragm is im- 
mune to extremes of temperature and cor- 
rosion. Voice coil is wound on a duralumin 
band for maximum heat dissipation and 
rigid concentricity. Specifications: Power 
rating, 12 watts; impedance, 8 ohms; fre- 
quency range, 100 to 6000 cycles; diameter, 
3'/2 inches; height, 3 inches; weight, 2!/, 
pounds; thread size, 1% inches, 18. Uni- 
versity Loudspeakers, Inc., 225 Varick St., 
New York 14, N. Y. 
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WATER HEATER ~— 





A portable electric water heater that has 
the heating element surrounded by a cop- 
per jacket so the water does not come into 
direct contact with the element. It oper- 
ates off any 110 volt a.c. or d.c. line. Heat- 
ing element is wound of nickel alloy wire 
on a special core. Element has a drawn 
copper jacket with welded end sections. 
The unit is heavily chrome plated. Kneisley 
Electric Co., Toledo, Ohio. 
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MAGNIFIER 





A lighted magnifier designed for fine as- 
sembly and precision work, inspection and 
testing, toolrooms, machine shops, physi- 
cians, etc. The magnifier head can be raised 
or lowered, pushed or pulled, swung 
around or tilted at any angle. Wherever 
moved, and at whatever angle placed, the 
magnifier head stays put without further ad- 
justment or locking. Three T-5 6-watt fluores- 
cent lamps are located under the magnifier 
head. It is made in two models—for at- 
taching to any surface and a pedestal model 
with heavy iron base. Dazor Manufacturing 


Co., St. Louis, Mo. 
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mention 
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FLAW DETECTOR — ___{_{_[{__ 


This flaw detector is designed to continu- 
ously detect and count holes, weak spots 
and conducting paths in thin materials such 
as paper, sheet rubber, sheet mica, var- 
nished cloth, plastic materials and enamel 
films on wire during the manufacturing proc- 
ess. It consists of an electrode assembly 
through which an adjustable voltage is ap- 
plied to the material undergoing test, and 
an electronic circuit which indicates the 
flow of current through the material which 
occurs when a flaw passes under the elec- 
trode. Electrodes have been especially de- 
signed for use with specific materials. The 
detector can be made to sound an alarm, 
operate a recorder or shut down the manu- 
facturing process when flaws are encoun- 
tered, and can be arranged to indicate 
when flaws exceed a given total. The con- 
trol unit may be mounted remotely, where 
an operator can read the counter or watch 
for flashes of a flaw-indicating red light. 
General Electric Co., Apparatus Dept., 
Schenectady, N. Y. 
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WALL SWITCH- 


A neon light is built into the handle of this 
wall switch and glows when the overhead 
lights are off. When overhead lights are 
on, the neon light is off. The switch is the 
single pole type and will fit any standard 
receptacle for this kind of switch. Switch 
handle comes in a variety of colors. Roberts 
Glo-Switch Division, 700 Jamaica Ave., 
Brooklyn 8, New York. 





OUTLET AND SWITCH 





A convenience outlet and switch designed 
primarily for use on appliances and equip- 
ment are both spring mounted for ease of 
installation and replacement. They require 
no screws and can be snapped instantly in 
or out of position. Available in black, white 
and brown plastic and mounting space re- 
quired for each is but 5 inches by | 3/16 
inches with a depth of | inch. Switch has 
operating pressure of 3-5 oz.; 115 volt, 15 
amp. or 230 volt, 10 amp., a.c. only. Con- 
venience outlet is rated at 125 volt, 15 amp. 
or 250 volt, 10 amp. Hart Manufacturing 
Co., Hartford, Conn. 


When writing ELECTRICAL WHOLESALING 


mention 





CATHODE RAY OSCILLOSCOPE — 


A cathode ray oscilloscope for radio set 
servicing and general service applications. 
The unit weighs 18 pounds and is mounted 
in a steel gray crackle finished cabinet meas- 
uring 1034 inches high, 8!/g inches and 13% 
inches deep. Signal frequency range from 
15 to 40,000 cycles is provided with a five 
range selection control and a fine frequency 
control which permits close adjustment to 
any desired frequency. Visual study of wave 
form is provided by a 3 inch cathode ray 
tube designed for 650 volt deflection plate 
operation. Tube complement includes 3API 
cathode ray tube; 5Y3GT/G rectifier; 7Y4 
rectifier; two 707 amplifiers and the 884 gas 
triode oscillator. The oscilloscope is rated at 
105/125 volt; 50-60 cycles; 40 watt input. 
Sylvania Electric Products, Inc., 500 Fifth 
Ave., New York 18, N. Y. 
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A duplex connector designed for code PVX 
armored and non-metallic cable. Will ac- 
commodate two runs of the small cables in 
a '/, inch knockout. A two-screw clamp pro- 
vides an equalized squeeze action that firm- 
ly grips both cables. The connector takes 
the full range of cable size from two con- 
ductor number 14 to three conductor num- 
ber 10. Gedney Electric Co., RKO Build- 
ing, Radio City, New York 20, N. Y. 
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SAFETY SWITCH — 


‘ 





be “ ee ea 
Designed for dead-front panels and switch- 
boards this switch offers protection as open- 


ing the door to reach the fuses automati- 
cally opens the circuit and the exposed parts 


carry no current. Suitable for heavy-duty 
power and light applications and can be 
furnished for switchboards or panels of any 
size or capacity: 0 to 600 amps.; 250 volts 
d.c. to 600 volts a.c.; 2, 3 or 4 pole. Pel- 


ham Electric Mfg. Corp., Erie, Pa. 
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THERMAL-MAGNETIC TRIP —— — 


Circuit breakers which feature a tripping 
action combining the inverse time limit char- 
acteristics of bimetal thermal action on short 
circuits. They are available in single or 
double pole, 10 to 50 amperes, 125 to 
125-250 volts a.c. A redesigned “De-ion" 
arc chute eliminates the need for a vent 
screen in the bottom, thereby permitting 
mounting flush to pan. Unit hes sturdy han- 
dle and is designed inside to require less 
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DRILL SPEEDER is a self-contained high speed electric 
drill that fits into the chuck of any standard drillpress, lathe, 
milling machine or specially designed machines and fixtures. 
Equipped with a ¥% inch straight shank or No. 2 Morse taper 
shank, the drill speeder furnishes its own power—1/16 hp.— 
and 17,000 r.p.m. for drills from No. 80 up to 4 inch diameter. 
The Dumore Co., Racine, Wisc. 


handle movement. A hole in the handle 
permits improved method of attaching han- 
dle extension for two pole operation. West- 
inghouse Electric Corp., P.O. Box 868, Pitts- 
burgh, Pa. 





115A 1 POLE 
125 V.A.C. 


1419812 
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high frequency vacuum tube volt meter for 
measurements on frequencies up to 300 
megacycles, an electronic volt ohmmeter, 
and a complete 10,000-ohm-per-volt d.c. and 
1000-ohm-per-volt a.c. multimeter. Use of a 
new type, unity gain d.c. amplifier, incorpo- 
rating both regeneration and degeneration, 
achieves remarkable stability of the elec- 
tronic circuits in the vacuum tube volt meter 
and the electronic volt ohmmeter. It is com- 
pletely isolated and line insulated to reduce 
external radio frequency influence. Input 
resistance is 5 megohms; capacity, 5 micro- 
microfarads. Power requirements are 105 to 
130 volts, 50 or 60 cycles a.c. Weston Elec- 
trical Instrument Corporation, Newark II, 


N. J. 
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ELECTRONIC ANALYZER ——— 


A compact electronic analyzer, providing 
facilities for accurate voltage, current and 
resistance measurements covering frequency 
ranges of practically all present electronic 
applications. This new analyzer embodies 
within one instrument a completely stable 
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IGHT © 


For Smart Ways 
Out of Tough Spots 


The KNIGHT = © 
Patented Hung Ceiling Box 


Supplied with 2— 18” long steel bars 





Leading contractors have widely endorsed cost- 
cutting Knight Hung Ceiling Box — another 
exclusive Knight achievement. And it’s no won- 
der! For this Knight box can be installed quickly : 
and conveniently—eliminates troublesome con- 
duit bending and special couplings. Manu- | 
factured from galvanized sheet steel, the Knight 
Patented Hung Ceiling Box has a permanently 

fastened top that cannot loosen. Thus it can 

sturdily withstand abuse and atmospheric action. 


. 

Write today for our illustrated | 

literature and new reduced price list. 
« 


Other Knight engineered products are: CONCRETE | 
OUTLET BOXES, ADJUSTABLE OCTAGON EXTENSION | 
RINGS, VERTICAL AND HORIZONTAL I-BEAM CLAMPS 
with Box or Pipe Supports, STEEL DOOR BUCK BOX | 
SUPPORTS, SQUARE AND OCTAGON BOXES, THIN WALL | 
PARTITION BOXES, GANG BOXES, BAR HANGERS, ETC. | 


More than 40 YEARS of Service 
to the Electrical Trades 


ELECTRICAL PRODUCTS CORP. 
1361 Atlantic Ave., Brooklyn 16, N. Y. 
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ELECTRIC FENCE CONTROLLER —_____—. 





An electric fence controller, model No. 486 
embodies an automatic signaling system 
which consists of a series of neon bulbs 
balanced in the fence circuit to show at a 
glance the exact condition of the entire 
fence system. Any current leakage on the 
fence is reflected in the multiple signal sys- 
tem by causing one or more of the lights 
to cease flashing. The shock control switch 
enables the farmer to select the proper com- 
bination of voltage and current for wet, 
normal and dry operating conditions. The 
Prime Mfg. Co., 1669 South First St., Mil- 
waukee, Wis. 
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TUBE TESTER 








Proportional mutual conductance tube- 
checker tests receiving tubes and handles 
voltage regulator tubes and low power Thy- 
ratrons as well. The power supply, of con- 
ventional design, permits use of four differ- 
ent plate potentials, in combination with 
various screen potentials, to eliminate pos- 
sible overloading of diodes, battery type 
tubes, etc. Line voltage adjustments can be 
instantly and continuously made during the 
testing of a tube. For ease and speed of 
tubechecking, a rapid reference chart, list- 
ing test values of all commonly-used tubes, 
is mounted within the lid of the tester. 
Weston Electrical Instrument Corp., 617 
Frelinghuysen Ave., Newark 5, N. J. 
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By Alfred Byers, Secretary 


National Electrical Wholesalers Association 





N.E.W.A. ADVANCED FAR IN 1947; 
LOOKS CONFIDENTLY AHEAD TO 1948 


This finale for 1947 seems to be 
a most logical place to recapitulate 
the more outstanding of the many 
activities successfully undertaken by 
N.E.W.A.’s membership for the in- 
dustry’s well-being, during the year 
now ending. Surprisingly, your re- 
porter has been led to the belief 
that this page has a number of reg 
ular readers. It has been suggested 
to him that they would appreciate 
an opportunity to read a summary, 
such as follows, of the items report- 
ed in detail in these columns 
throughout the year. Well, loyal 
readers, read on. 

Five years ago, on December Ist, 
Charles G. Pyle became managing 
director. His arrival heralded a 
new regime for N.E.W.A., one 
based on expansion of membership 
programs. His 
membership 


and success in at- 
tracting to 


wholesalers meeting the membership 


electrical 


requirements established by the By- 
Laws can be measured readily by 
comparing a membership total in 
1942 of about 500 houses with to- 
day’s total of more than 900 houses. 

Program development has been 
an accomplishment of equal note 
worthiness during these five years. 
But 1947 alone witnessed several 
extremely valuable contributions to 
electrical wholesaling by means of 
new N.E.W.A. programs. 

The N.E.W.A. Sales Boosters 


were created. These four-page, 1l- 
lustrated, serio-comic pamphlets 


were brought about in two distinct 
types, one for the benefit of sales- 
men of apparatus and _ supplies 
wholesalers, and the other for ap- 
pliance distributors’ salesmen. Pub- 


lication of each type is at the rate, 


at present, of about 6 per’ 


year. Copies of each issue are fur- 


copies 


nished to every salesman of every 
member, and no charge is 
this The 
Sales Booster has been given an en- 
thusiastic reception by the member- 
ship and its future looks very prom 


ising. 


extra 


made for new service. 


A series of humorous cartoons 
has been supplied to members who 
wish to remind their own manufac- 
turer suppliers of 
brought about 
ers publish Salesmen’s Handbook 
Sheets which do not comply 
with N.E.\W.A.’s suggested printing 


>» 


inconveniences 


when manufactur 


standards. The Catalog Committee 
has long been engaged in the cam 
paign to persuade manufacturers to 
follow these standards. 
this 


emphasizing 


These car 
toons were devised year as a 
particular 
oversights of the standards. 

The Tenets of the 
Wholesaler have been dramatized in 
chart This chart pictures 
“Mr. Electrical Wholesaler” point 
ing with one hand to the various 


means of 
electrical 


form. 


economic services he renders to his 


suppliers, and with the other to the 


] 


indispensable services he performs 
for his own customers. More than 
100,000 copies of this chart were 
furnished to members this year for 
their own distribution to suppliers 
and customers 

A study of the cost of handling 
ten electrical supply lines was com- 
pleted by the Operating Cost Com 
mittee. Their final 
being prepared for mailing to each 


report is now 
member of the Apparatus and Sup- 
ply Division for their individual in- 
formation. And the Operating Cost 
Committee has been requested to 
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undertake an early study of the cost 
of handling radios and tubes for the 
benefit of Appliance Division mem- 
bers. 
During 
the 
functional 


the first quarter of the 
various commodity and 
conunittees of the Ap- 
paratus and Supply Division and 
the Appliance held their 
meetings. Considerable valuable in- 
distributed to all 
members in. both divisions through 
the comprehensive reports published 
after each meeting. 

The 38th Annual Convention held 
at Atlantic City, last May, was an- 
other source of much helpful infor- 
mation to 


year 


Division 


formation was 


who attended. 
The few who could not be present 
that the 
printed proceedings which was pub 
lished and distributed to the entire 
membership. 


members 


received information in 


This fall a series of 20 meetings 
was conducted, for members only, 
many from coast to 
coast. Messrs. Pyle, Byers and Hill 
attended these Discus- 
sions covered the various phases of 
N.E.AW.A, activities and resulted in 
a number of excellent suggestions 


In as cities 


meetings. 


for improving activities and for ad- 
ditional The 
Coast meeting in the series was con- 
ducted by R. A. Balzari, Secretary 
of the Pacific Zone. 

A new committee—Program and 
Projects Committee—was author- 
ized and appointed this year. In 
addition to arranging for the 39th 
Annual Convention to be held at 
the Hotel Statler, Buffalo, New 
York, May 2-7th, 1948, to cele- 
brate N.E.W.A.’s 40th Anniver- 
sary, this Committee presented 8 
specific suggestions to the Board of 
Governors at their Hershey, Penn- 


programs Pacific 
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OBTAINABLE 
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WZ, UU, 


Ano EFFICIENT 


PRODUCTION 


A Fine Line of Switch, Outlet and 
Floor Boxes, Conduit Fittings and 
Electrical Specialties at Prices 


Lower than any Comparable Line 


That is why you make a friend 
when you recommend the products of . . . 





ees oe 
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sylvania, meeting last October. 
These suggestions relate to new ven- 
tures for the benefit of N.E.W.A. 
members and are now under de- 
tailed consideration. The inaugura- 
tion of these new services, when 
they are activated, will greatly en- 
hance the intrinsic value of services 
available to N.E.W.A. members. 
Some very basic services are con- 
templated. 

Another new committee has been 
appointed, to be known as the Per- 
sonnel and Labor Relations Com- 
mittee. Important developments 
are taking place in this particular 
phase of electrical wholesaler’s op- 
erations. This new committee will 
devote its attention to studying this 
subject and keeping all N.E.W.A. 
members informed in a_ thorough 
and up-to-date manner concerning 
it. 

Only some of the more promi- 
nent happenings in a very busy 
N.E.W.A. year have been men- 
tioned in the preceding paragraphs. 
Many more could be mentioned. 
Perhaps though these are sufficient 
to provide readers with a general 
panorama of the vast program 
N.E.W.A. is engaged in for the 
advancement of this industry and 
the idea of electrical interdepen- 
dence and better living through 
electricity. 

To these readers it will be ob- 
vious that N.E.W.A. has advanced 
far in 1947, To them it will 
be understandable, as well, why 
N.E.W.A. looks confidently ahead 
to 1948 as another great N.E.W.A. 
year. 

Merry Christmas and Happy 
New Year to all. 


Pupils’ Safest Conveyances 

The National Safety Council says that 
children riding to school on street cars, 
trackless trolleys and buses are seven 
times safer than if they were driven to 
their studies in a private motor car. 


Auto’s Electric Demands Up 

More powerful electric generators are 
scheduled for automobiles, to operate such 
robot-age factors as electric windshield 
wipers and devices to adjust seats and 
windows, to open the hood, raise and 
lower the top. The generators are ex- 
pected to rise in the next few years from 
today’s 35 amp. to 60-85 amp 
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(Continued from page 63) 





Indiana Bankers Association, Mr. Martin 
said that there are nearly 100,000 tele 

















vision sets in use already and that by 
the end of 1948 television stations will 
be serving areas including more than 40 





per cent of the nation’s population 

He estimated a television viewing au 
dience of over 5,000,000 persons by the 
end of next year, but pointed out that 
“all this is merely a start.” 

“Altogether, assuming normal eco- 
nomic stability, the manufacture and sale 
of 5,000,000 receivers in the next five 
years is a thoroughly conservative out 
look,” he said. ‘Television is facing a 
billion dollar market.” 


Wholesaler Adds Power 
Apparatus Expert to Staff 


The Salt Lake Division of the General 
Electric Supply Corp., Salt Lake City, 
Utah, recently added R. V. Proctor, a 
power apparatus specialist, to its staff. 
Formerly with the General Electric Co 
in Schenectady, Mr. Proctor will cover 
Utah, Nevada, Wyoming and part of 
Idaho for the wholesaling firm. Included 
in his specialty are street lighting equip 
ment and pole line hardware 








For Quiet, Dependable Operation, 
Easy and Economical Installation, 


Long Tube Life. 


Write for fully illustrated catalog 
describing new GTC line of bal- 


lasts for domestic and export use. 








J.A. MOOK, JR., recently was appointed a 
as advertising and sales promotion man- 
ager of Thurow Distributors, Inc., of 


Tampa, Jacksonville, Miami, West Palm rele l-Mmelate! Guaranteed b 
Beach, Orlando, Tallahassee and Pensa- M y 


cola, Fla., according to H. M. Carpenter, 
fvceeeeememeam GENERAL TRANSFORMER CORPORATION 
dise manager of Raybro Electric Supplies, 


Inc., of Florida, has had over 20 years of 


experience in the electrical and radio 4321 N. KNOX AVE. CHICAGO 4l, ILL. 


merchandising and sales promotion 


fields. 
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For Heavy Duty Industrial Use 
and Many Other High Cycle Jobs 


Here is a new EVER-LOK 30 ampere, 440 volts, A.C., capacity 
unit for heavy duty and high cycle applications. Many advanced 
features, combined with sturdy, precision-built 

construction make this EVER-LOK a most ver- (7a) 
satile and dependable unit for quick, safe con- RsS 
nections to high cycle tools and large portable 

equipment. 
Automatic Locking Plug prevents faulty con- 30 Amperes, 


tacts and accidental separation. Plugs and 

Cord Connectors are built tough and husky 440 Yolls, 
to withstand the severe use encountered in 
heavy duty service. 











Strong, sturdy Spring 












keeps door closed and 
dust-tight. 
4 b. 
i 
3 
x 
Durable, fully protect- 4 
ive, Hinged Cover and 
—_ Gasket. 

Adjustable Cord 
Grips eliminate J 
strain on con- : 
nections. a 
\ 
a.m ai i 
ee iia 3 
4 ‘ x 
S Heavy duty, rig : 
y dly constructed Fe 
Receptacle i 
Rugged, Solder 5 


less Terminals. . . — 
an exclusive ‘ stee 
EVER-LOK shield for pro- 
feature tecting contacts. 


Heavy 


Contacts are preci- 
sion-machined, sel 


wiping, and self- 
aligning. 





New Bulletin gives all the facts about 
the new EVER-LOK 30 ampere unit, 
lists ordering information, prices, and 
other pertinent data. 


Write for Bulletin EL-446-5. 
DISTRIBUTED THROUGH ELECTRICAL WHOLESALERS 








RUSSELL & STOLL COMPANY, INC. 


Precision-Built Electrical Equipment 
125 BARCLAY STREET, NEW YORK 7, N. Y. 








TO WHOM. THE CHIMES PAID 
TOLL! John H. Eisele, salesman for the 
Kiefer Electric Supply Co., Peoria, IIl., 
receives two $100 Government Savings 
Bonds for selling the greatest number of 
chimes to dealers during a door knocker 
chimes sales contest sponsored by Ed- 
wards and Co. Those present are: J. L. 
Taylor; Thomas S. Nolan, vice president 
for sales; Mr. Eisele; W. F. Rooney, 
merchandise manager; and L. T. Chand- 
ler—all of Edwards and Co. 





Boston Selected As 1948 
I.E.S. Conference Site 
NEW YORK—tThe 1948 National II- 


luminating Engineering Society Techni- 
cal Conference will be held Sept. 20-24 
at the Hotel Statler in Boston, Mass., 
according to a recent announcement by 
A. H. Manwaring, chairman of the I.E.S. 
Conference Committee. 

Next year’s meeting will feature the 
presentation of technical papers on light- 
ing, lamps, and related subjects by ex- 
perts from all parts of the United States 
and Canada. More than 25 lighting spe- 
cialists from England, Canada, Cuba, and 
South America attended the 1947 confer- 
ence held in New Orleans in September. 
It is hoped that improved conditions will 
permit the attendance of an even greater 
number of foreign delegates next year. 


Fluorescent Lighting For 

Streets Proved Practical 
NEW YORK—tThe successful opera- 

tion of two installations of fluorescent 


lighting for street lighting in London 
offers full-scale proof of the feasibility 


| of tubular fluorescent lighting, it was re- 


| ported recently in the magazine, Electri- 


cal World. 

A report by the magazine’s London Bu- 
reau said that two test installations by 
Central London Electricity, Ltd., have 
shown that fluorescent lamps can provide 
dependable starting and service without 
preheating or continuous-heating equip- 


| ment. 


“The London installations are in Old 
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Bond Street and in Brompton Road, Ken- 
sington. Both of these streets, as re- 
lighted, demonstrate a tremendous im- 
provement in the quality of illumination. 
Visibility is more than doubled, apparent 
in the adjoining sections of the street; 
newsprint can be read easily at maximum 
distances from the lanterns. Definition 
is markedly improved. Proper silhou- 
ette-effect assures increased * safety to 
both pedestrians and motorists. Low 
surface-brightness of the lamps them- 
selves (only 4-5 candles per sq. in. at man 
their brightest point) means that glare 


and extreme’ contrasts in the line of sight 


| SWITCH COMFORT ON 
«et! Paragon 
‘Growing Pains’ Relieved . 


By WESCO’s New Building | ae 


SALT LAKE CITY—Cramped for | é 
space, the Westinghouse Electric Supply 
Co. is . : 


is constructing a new building at 


s o 
Time Switches 
South Second St. and Rio Grande Ave 


to replace the building it has occupied for 
here since 1935. The new building will Mg wi 
give the company 40,000 sq. ft. of floor nd STOKER S 


space, twice as much as at present 


One-story high and of steel-brick con OIL BURNERS 


struction, the building will be provided 


with the latest equipment and _ facilities ATTIC FANS 


for carrying on the electrical wholesal- 


ing business, including the most recent BL Oo WER 4 


lighting equipment throughout. It is ex 


are eliminated,” the report said 


\ 





pected to be ready for occupancy early 


in 1948. PUMPS . 
300 Series 
juno MOTORS ETC. "ON" and "OFF" type 





; from $11.75 List 
a TRIPLE RELIABILITY 
1. Telechron Motored. 2. Underwriters Approved. 
3. Paragon Engineered. 
wy Ask your jobber or write us for details about Para- 


4 gon Time Control Switches. 
Payieht| 
~ » 


a } a1) 700 Series) 7 Day Automa- AF Series. Precision built 


tic Dial Time Switches. Set- for attic and window fans. 
ting for each day of week. 0-10, 0-20-hour ranges. 
CHARLES D. HERRON, formerly | 


Graybar’s ace appliance salesman in PARAGON ELECTRIC CO. TWO RIVERS, WIS. 
St. Louis, was recently named district | 1612 TWELFTH ST. 

manager for the Graybar Electric | 

Company’s Mississippi Valley district, | 

with headquarters in St. Louis. District | Pp : 
Manager R. W. Kimberlin said: “This fe | Vas | OT Ty R 
promotion comes as a result of Mr. | We Wes 
Herron’s success in the sale of appli- 

ances, and his ability to win friends 




















WISCONSIN 
among dealers.” BUILDERS OF ELECTRICAL EQUIPMENT SINCE 1905 
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America’s finest wholesalers 


ROYAL-NOARK 
Renewalle FUSES 


ROYAL-NOARK 
VYlon- Renewable FUSES 


. 


ROYAL “Crystal” 
the ORIGINAL 
GLASS-TOP FUSES 


ROYAL WIRE 


— 


ROYAL CHRISTMAS — = ¥ 
4, LIGHTING SETS a ~ Set BAe 
/ xxx 
=A ROYAL aa 
Ro “Sealed Tight” : 
TROUBLE 
LIGHTS 


oe 


wi le 


Americas finest retailers 


NAL WRITE FOR CATALOGS 


” 





WIRE «+ CORD SETS 
CARTRIDGE and PLUG FUSES + FUSTATS 
TROUBLE LIGHTS + CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. I. 
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Power Survey Indicates 
Smaller Winter Reserve 


A five per cent average of reserve 


| generating capacity for this winter’s peal 
| demand was indicated by a survey of the 
nation’s power supply and the growth o 


power demand, Charles E. Oakes, presi 
dent of the Edison Electric Institute 


announced recently. 


The new survey, made by a committe 
of the electric industry’s power expert 
narrowed earlier estimates of the averag 


| margin of reserve generating capacity | 


two or three per cent. It established that 
installation of new generating capacit 
has greatly accelerated and is now pro- 
ceeding at a rate of about 400,000 kw. a 
month, a figure expected to raise the 
country-wide average margin of reserve 
to eight per cent for 1948. 

Another finding of the survey was that 
the total amount of new capacity to be 
added during 1947-51 will reach 18,000.- 
000 kw., raising by two million the total 
previously compiled. Of this sum 15,000,- 
000 kw. will be added by the business- 
managed electric companies. This huge 
construction program will take care of the 
increased load growth and restore normal 
margins of reserve capacity. Since the 
bulk of this is steam power it is being 
added in half the time that new hydr 
electric developments could be built. 

Barring an extraordinary combinatior 
of equipment failures which would re 
sult in localized and temporary load cur 
tailn.ent, the experts believe that the 
present heavy power demands will con- 
tinue to be supplied, except possibly in 


the case of smaller and isolated power 


systems 

The committee making the survey was 
composed mainly of the group of top 
flight electrical engineers and power spe 
cialists who, while on leave from their 
companies, served the WPB in a similar 
capacity during the war 


Three Executive Changes 
Announced By Holdenline 


The board of directors of the Holden 


line Co., Cleveland, Ohio, recently an- 
nounced three changes among its top 


executives. Dean Holden, president, be 
comes chairman of the board and wil 
free himself from active company mat 
agement to devote his full time to all 


industry work Harry Ingraham has 


been elected president and general mana 
ger, and Gary Wise is now vice president 


Mr. Holden, who for many years has 
devoted much of his time to the interests 
of the lighting industry, will retain his 
full financial interest in the company and 
participate actively in all problems ot 
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lighting design. He is currently chair- 
man of such key committees as the 
N.E.M.A. research group and the tech- 
nical research committee of I.E.S. 
Graduated from Yale University as an 
architect, where he majored in lighting 
under the well-known Praf. McCan- 
dless, Mr. Holden joined Walker and 





Harry Ingraham—new president of 
Holdenline Company. 


Weeks as lighting specialist. His plan 
for lighting Severance Hall, Cleveland, 
is still considered an outstanding job by 
modern standards 

Associated with Mr. Holden since the 
early days of fluorescent lighting, Mr. 
Ingraham and Mr. Wise not only worked 
to upbuild lighting standards but also 
were engaged in vital war work. Before 
America entered the recent war, Mr. 
Ingraham and Mr. Wise helped the Ca- 
nadian Government. to echies electric 
switch gear for armored motorized equip- 
ment and complex and delicate radar 
equipment for Canadian and American 
ships. 


San Francisco Home Show 


To Be Held April 7-14 


SAN FRANCISCO—The first na- 
tional home show to be held in Northern 
California since before the war will be 
sponsored by this city’s real estate board 
and home builder’s association in the San 
Francisco Civic Auditorium April 7-14. 

The show will take up more than 80, 
000 sq. ft. of floor space. Plans call for 
the erection of model homes, completely 
furnished, on the floor. Gardens will 
sprout in different areas for the purpose 
of subduing the commercial atmosphere 
of the show. 

According to Managing Director Ira 
W. Curry, 1011 Humboldt Building, lo- 
cal and national exhibit space contracts 
are already being let. 












PREFERRED 
BY LINEMEN 


Wherever there are linemen... what- 
ever the job—tough or routine— you'll 
find Klein Pliers. 

There’s good reason for this wide- 
spread preference that began when 
the electrical industry was in its in- 
fancy and has continued on through 
the years. 

Linemen know they can depend 
upon the quality and performance of 
Klein Pliers. Drop forged from the 
finest alloy steel, each pair is individ- 
ually tempered and tested—has the 
proper balance—just the right spring 
to the handles to minimize hand 
fatigue. A fitted hinge keeps jaws per- 
fectly aligned—the carefully matched 
knives cut swiftly, surely and stay 
keen for years. 

The complete Klein line includes 
pliers for every use. Your supplier will 
fill your order as quickly as possible. 


Ask Your Supplier 

Foreign Distributor: International Standard 
Electric Corp., New York 

A copy of the Klein Pocket 
Tool Guide, showing the 
Klein line and containing 
valuable tool information, 
will be sent on request. 


Since 1857 


WETICE oom WO LE EN cx & Sons 


200 BELMONT AVENUE CHICAG 1 aS 
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In reporting on its experience with 
the GREENLEE Hydraulic Bender, 
Conlon Electric Corp., Brooklyn, 
N.Y., says this: 

‘The GREENLEE is very good, fast, 
and efficient. Through its use, a savings 
of 30¢7% in labor hours is realized. In 
addition, the GREENLEE brings about 
a 30% savings on fittings and manu- 
factured bends.”’ 

Savings like these in labor and 
materials are extremely important to 
contractors today. Tell your customers 
how they, too, can do more jobs... 


“GOOD, FAST, 


EFFICIENT... 
TAKES ONE 
THIRD LESS 





HYDRAULIC BENDER 


faster and better 
GREENLEE. 


.. by using a 


For, even a beginner with a 
GREENLEE Can in just a few minutes 
produce smooth, precise bends in 
", tigid and thin-wall 
conduit, tubing, bus-bars. The 
GREENLEE 1s hydraulic . . 


pipe up to 4! 


. one-man- 
operated, compact, portable, easy to 
Get 
sales facts today. Write 
Greenlee Tool Co., Divi- 
sion of Greenlee Bros. 
& Co., 1852 Columbia 
Avenue, Rockford, III. 


set up and operate. complete 


= 








TOOLS FOR CRAFTSMEN 


GREENLEE 


YOUR SALES OPPORTUNITIES WITH THE 


Hydraulic Conduit, Pipe and Bus-Bar Benders 
Pipe Pushers «+ 
Cable Pullers «+ 
Bits « 


Spiral Screw Drivers «+ 


Bit Extensions * Draw Knives 


120 


Knockout Punches and Cutters « 


Automatic Push Drills « 





GREENLEE 
Steel and Copper Tube Benders * 


LINE 
Hydraulic 
Radio Chassis Punches ¢ Joist Borers 
Auger Bits « 


And Many More 


Expansive 


Chisels and Gouges »* 





| 





NEW 
Electrical 
William C. Johnson, 45-year old execu- 
tive vice president in charge of the gen- 


PRESIDENT of the National 


Manufacturers Association is 


eral machinery division of the Allis- 
Chalmers Manufacturing Co., Milwaukee, 
Wis. Elected at the recent 21st annual 
meeting of the association at Atlantic 
City, N. J., he succeeds R. Stufford Ed- 
wards, president of Edwards and Co., 
Norwalk, Conn. A native of Birmingham, 
1/a., Mr. Johnson joined Allis-Chalmers 
23 years ago as a foundry helper. 





IES Handbook Reviews 
41 Years Of Lighting 


YORK—The JES Lighting 
k (850 pages, illustrated. $7.50 
edited by R. W. McKinley 
and recently published by the [luminat- 
ing Engineering Society, 51 Madison 
Ave. New York 10, N. Y.,, 
evaluates and interprets the past 41 years 
of lighting progress against a background 


NEW 
Handboo 


per copy), 
presents, 


of current needs. 

Over 100 contributing specialists—en- 
physicists, decorators, 
— have 
worked for more than two years under 


gineers, architects ; 
artists, and ophthalmologists 
a special committee of 
a full-time editorial staff 
to provide the most complete coverage 


the direction of 


the society and 


of the field possible within the limits of 
a conveniently-sized volume 

The handbook was designed to be well- 
adapted to reader convenience, to secure 
a broad coverage of all phases of lighting, 
and to achieve a completely objective ap- 
proach. To fulfill these aims, the follow- 
ing features and methods were incorpo- 
rated in the handbook and its making: 

1. The use of simple terms and a highly 
condensed style 

2. The 


accenting of legibility by the 


| use of a type face larger than is usually 
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encountered in engineering textbooks in 
combination with a mat finish paper. 

3. The inclusion of a large number of 
carefully selected photographs and spe- 
cially prepared line drawings to make 
clear points of particular importance, 
the referencing of ‘original material at 
the end of each section to amplify the 
condensed handbook treatment, and the 
inclusion of detailed data on many types 
of commercially available lighting equip- 
ment to aid in completing lighting in- 
stallation plans. 

4. The incorporation of the integrated 
views of several different specialists in 
each section of the manuscript. 

5. The reading and approving of the 
printer’s proof by a board of review, in- 
cluding the president and several past 
presidents of the society. 


Wholesaler Sponsors Fla. 
Vacation For Dealers 


NEW YORK—The D. W. May Corp., 
electrical distributor in Metropolitan 
New York and northern New _ Jersey, 
recently announced plans to take 300 
radio dealers and their wives on a ten-day 
vacation to Miami Beach, Fla. 

The party will leave New York Jan. 5 
on the Silver Meteor and spend the entire 
vacation at the Floridian Hotel in Miami 


Beach, returning on Jan. 14. A round of | 


parties, banquets, sight-seeing tours, fish- 
ing trips, etc., have been planned for 


the dealers by the company. In order to | 


participate in the vacation, a dealer must 








| 
| 


| 
| 
| 
| 
} 
| 
| 


purchase from ten to twelve models of a | 


nationally advertised brand of radios. 


New Salesmen Assigned 
Territories By WESCO 


SALT LAKE CITY—Four new 
salesmen have been added by the local 
branch of the Westinghouse Electric 
Supply Co. and assigned territories as 
follows: 

Leonard Mitchell, now assigned to city 
territory, gained his experience in the 
hardware retailing and wholesaling 
helds. 

H. J. Aird is to act as resident sales- 
man at Idaho Falls, Idaho. He has been 
with the WESCO Salt Lake City branch 
for some time. Previously he served as 
installation manager for the Western 
States Telephone and Telegraph Co 

William Adams, with 12 years’ exper- 
ience in sales, distribution and mainte- 





irst Year of a 


BL vA 


After only one year of active production, Slater has 
achieved significant stature as a manufacturer of wiring 
devices. 


Like a new kid on the Block, Slater a year ago offered its 
products in“competition with those of a long known, 
highly respected group of suppliers, whose markets had 
seen no new face in fwo decades. 


In a short twelve months, Slater has enjoyed twice the 
volume of business projected for itself, doubled the num- 
ber of devices initially in its line. 


Slater's top management is thoroughly experienced in this 
field. Its engineers and production men learned their jobs 
in the birthplace of the wiring device industry—the plants 
in New England and the Connecticut Valley. Its modern 
new plant includes the latest developments in production 
machinery. Slater products are top-quality, produced in 
full compliance with Underwriters’ Laboratories’ specifi- 
cations. 


To the wholesal rs 











‘contractors, and manufacturers who 
have shown s t confidence in us and our products 
during this first year, our-sincere thanks; and the promise 
that Slater will contifive fo g pow in their s service through- 
out its LIFETIME se —_—__ 


mer a 





1) @, 
ELECTRIC & MFG. CO. 


56th STREET and 37th AVENUE, WOODSIDE, N. Y. 


Lifetime wiring device 
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PRODUCTS 


DEPENDABLE “LATROBE” 


The “Latrobe” line of floor boxes and wiring specialties can 
be depended on for 100% performance. 


“Latrobe” products are easy to install. They are economical. 


Use “Latrobe” products! 


No. 252-R Floor Box 


A two-gang box with No. 208 Receptacle in 
one section. One cover plate with %” flush 


brass plug,—the other 2”. 





No. 471 “Latrobe” 
Pipe or Conduit Hanger 
High quality and sure performer yet very 


economical for hanging pipe or conduit to 
steel beams, Takes pipe %”, %” and 1”. 





No. 110 “Latrobe” 
No. 330 “Latrobe” Watertight Box 
Tom Thumb Utility 


Outlet 


Ideal for use in wood installations and 
other moisture-free locations, 


The box body is Iron with 34%” round Brass 
cover plate. No. 208 Receptacle and No. 207 


Bell Nozzle, 


Keystone Fish Wire 





Sold Only Through 
Wholesalers 














“Bull .Dog” 
BX Cable Staples 
We can furnish these high quality staples 


in any quantity. Packed in cartons, kegs Flat and of high quality properly tempered 
or barrels. steel. 


FULLMAN MANUFACTURING CO. 


LATROBE . . . PENNSYLVANIA 











nance work with a Buffalo, N. Y. utility, 
is to cover southern Utah and eastern 
Nevada, traveling out of Salt Lake City. 
His territory roughly measures 400 miles 
by 200 miles. 

Paul Hanson, with territory in and 
south of the city, has been with the 
WESCO Salt Lake City branch for only 
six months. But he is an experienced 
salesman, formerly having been with the 
General Electric Supply Corp. 


RMA Develops Plan To 
Improve Radio Servicing 


WASHINGTON—A tentative _ plan, 
designed to stabilize and improve radi 
service and prevent overcharges to the 
public through the designation of “au 
thorized” servicemen by radio wholesal 
ers and dealers, will be submitted by the 
Service Committee of the Radio Manu- 
facturers Association to set manufactur- 
ers and the RMA’s board of directors ir 
January, it was announced recently. 

Not fully developed as yet, the RMA 
plan contemplates that radio manufactur 
ers request their distributors and dealers 
to advertise and recommend to radio set 
owners that they have their radios ser- 
viced by “authorized” servicemen desig- 
nated by the trade. The RMA Parts Di- 
vision, in cooperation with radio parts 
distributers, already is preparing to spon- 
sor experimental clinics for radio ser- 
vicemen with the aim of raising their 
standards of service and stabilizing their 
business operations. 

The plan is the RMA’s answer to New 
York City Councilman Stanley M. Isaacs’ 
proposal to license radio servicemen and 
technicians. Councilman Isaacs recently 
indicated a willingness to defer action on 
his proposal pending industry action. 








SIT-DOWN IRONING—Distributor ex- 
ecutives and their salesmen in St. Louis 
are being taught the sit-down ironing 
method sponsored by the Proctor Electric 
Co. The gentlemen performing so ably 
under the direction of Mrs. Mary Mc- 
Graw Bucher of Proctor are (left) R. F. 
Janda, merchandise manager, Graybar 
Electric Co. and (right) William Beck- 


man of Jenkins Wholesale Division. 
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WHY CONTRACTORS 
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IN A BIG WAY! 
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P. A. MAUGHAN was named manager 
of the apparatus and supply department 
of the Westinghouse Electric Supply Co., 
Salt Lake City, Utah. Working under 
him are six apparatus and supply sales- 
men. 


ewan 


A complete line that 
Sells on its reputation 


ASK THE CONTRACTOR— 
the man on the job can only 
be sold one way — fittings 
must fit . . . must do a good 
job faster! That’s why GED- 
NEY Fittings—made of high 
grade malleable iron — are 
called for in greater quantities 
than ever before. 





THREADED BODIES 





La 


GROUND FITTINGS 





Dominion Electric Supply 
Occupies New Building 


ARLINGTON, 


Electric 


VA.—The 


Company in 


Dominion 
this 





city = 


Supply 


geet SL OS 








- — MT BODIES 
recently announced that it has moved to GEDNEY Fittings represent : . 

° . eee : Ds Sages 

a new building at 5053 Lee Highway, | viii, lin acta a complete line manufactured ; a. coecccccccces 
Arlington. The new establishment con - er — of de- bee 

% 

tains 17,000 square feet of warehouse ™ a Se a 
and packaging. ee] 
“ | | i va 
At the same time it was announced that | Consistent advertising to the Se 
— : og : trade . . . complete, easy-to- 4 
Dominion Electric Supply Co. has been im aime cumin’ aa 
incorporated with M. H. Sharlin as | with modern merchandising A 
president. SQUEEZE CONNECTORS methods—all help to move he 1 


GEDNEY Fittings with little, — = —=—““ONDU!T_—MIPPLES 


if any, sales effort. Packaging 
permits instant identification 
of contents for the conveni- 
ence of user and jobber. 


GEDNEY 3 
ELECTRIC CO. 
RKO BLDG.,RADIOCITY | ©) ayy connectors 
NEW YORK 20, N.Y. Gam... ccccccccce 


eee, 
pis. | 
Ay 


NEW 62-PAGE CATALOG — rae 
WRITE FOR YOUR COPY! ; 
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Marsh Electrical Supply 
All Out For PL Program 


AMARILLO, TEXAS—Marsh Elec- 
trical Supply Co. in this city is going 
after that 
in a big way. 
ment of this electrical wholesaling firm, 
makes 
suit lighting 
by its customers. C. B. 





EMT 90° 
ELBOW CONNECTORS 
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CORD GRIPS & 


“Planned Lighting’ business 


The engineering depart Factory, Foundry & Shipping 
Point: Terrvville, Connecticut 





recommendations and designs to 


any requirements ordered 


Marsh, Jr., en- 





gineer for the company, is well qualified 
to head up the program recently having 
Award in the 2nd In- 
Merit 


won a Gold Seal 


ternational Lighting Exposition 
Award Competition. 

Recent additions to the staff at Marsh 
Electrical Supply Co. include C.. 3S. 


McGuire, personnel and sales supervisor ; 


Garland Garrett, salesman; Mike 

field representative; C. E. Cross and W. 
R. Stuart, warehousemen; Mrs. Katha 
ryn McKlendon and Mrs. Jean Deitch, 


secretaries 


Melot, | 
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REVERSIBLE 
CLAMP CONNECTORS 
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CONDUIT INSULETS 
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The new GEDNEY mon- 
vol — concise, factual 
ond indexed — com- 
pletely lists ond il- 
lustrates the wide 
range of sizes and 
types of GEDNEY Con- 
duit Bodies and Fit- 
tings. Please write for 
your copy on com- 
pony letterhead. 
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COLLYER Wires and Cables give top performance 
under all operating conditions — they are fast 
working and have every quality for safety, long 
life and economy. Specify COLLYER on every 
installation, outdoors or in, and forget your wiring 
troubles—COLLYER delivers full power all the time. 








SERVICE ENTRANCE CABLE 


Start the job right with COLLYER Service Entrance Cable! Type SE, Style U, 
unarmored, with concentrically wound bare neutral, is tamper proof and eliminates 
conduit. Its gray, weatherproof braid is both flame-retardant and inconspicious. 
Flexibility and lightness speed installation in difficult locations. 





CABLEX (Non-metallic Sheathed Cable) 


COLLYER Cablex speeds up wiring from meter to outlet... its small diameter and 
smooth, non-tacky finish facilitate pulling’. Braid is flame-resistant with conductors 
uniformly insulated with COLLYER Type T Resistol of high dielectric strength. 
Available in sizes 14 to 4 with 2, 3, or 4 conductors; sizes 14/2 and 12/2 in con- 
venient 250 ft. cartons. 


RUBBER INSULATED BUILDING WIRE 


The COLLYER line of rubber insulated wire is complete. For dry locations and heat 
to 60°C. specify Type R; for temperatures to 75°C. Type RH; and for moist loca- 
tions Type RW. Wires are available lead sheathed or braid covered, impregnated 
against flame and moisture, for voltages to 5,000 or higher, with sizes 14 to 8 solid 
or stranded, size 6 and larger stranded. 





VARNISHED CAMBRIC INSULATED POWER CABLES (Type V) 


These cables permit higher safe operating temperatures, up to 85°C. — carry 
heavier current loads with a given conductor. COLLYER Varnish Cambric insulation 
is well known for long life and high dielectric strength, resisting oil, ozone and heat. 
Available braided or lead covered, single or multi-conductor, for voltages up to 
15,000. 


Write for information. 


INSULATED WIRE CO. 


245 Roosevelt Ave., Pawtucket, R. I. 
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TUCSON Electric Supply Co. recently 
moved into new and larger quarters (top 
photo) at 523 E. Tenth St., Tucson, Ari- 
zona. Out in the warm Arizona sunshine, 
the staff lines up for a picture: First row, 
left to right, W. Troska, L. Moulin, Vir- 
ginia Faddis, G. Quater, E. Pecher; sec- 
ond row, Al Kaplin, Samuel Kaplin (co- 
partner and manager), Mrs. Samuel Kap- 
lin, 1. D. Kaplin, Lois Jaeschke; third 
row, P. Kaplin, Grace Vacek, F. Swanick, 
Marcella Bahler, D. Goldstein. 





Hirsch’s Resignation From 


Krich-Radisco Learned 


NEWARK, N. J.—Arthur J. Hirsch 
has resigned as merchandise manager of 
Krich-Radisco, Inc., electrical appliance 
wholesaling firm in the Newark area, it 
was learned recently. Mr. Hirsch’s resig- 
nation came after an association of sev- 
eral years with Krich-Radisco. Prior to 
that time he was with the General Elec- 
tric Supply Corp 


Owen Made Sales Manager 
Of GE’s Wire Division 


BRIDGEPORT, CONN.—Murray H. 
Owen, formerly sales manager of the 
York, Pa.., wire and cable section of the 
General Electric Co., has been appointed 
sales manager of the company’s wire 
and cable division, according to a recent 
announcement by A. W. Gilmore, division 
manager. 

Mr. Owen's new position includes his 

| old duties as sales manager of the York 
| section as well as the duties of A. E. 
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Newman, recently retired sales manager 
of the Bridgeport wire and cable section, 
who had been with the company for 37 
years. 

Joining General Electric in Bridgeport 
in 1922, Mr. Owen was later transferred 
to York, Pa., as a salesman. In 1930 he 
returned here as manager of York wire 


sales. Last year he was named manager 
of the York wire and cable section 


Wholesalers Fight Misuse 
Of Hard-to-Get Conduit 


SALT LAKE CITY—Misdirection 


and misuse of electrical conduit are 





causing wholesalers in this city consider- 


able anxiety, and they are fighting for a 


proper channeling and usage of that 
highly critical material. They foresee a ‘ NURSES’ 
“black eye” in store for the electrical . SUPERVISORY STATION 


industry, if plumbers are able to continue 
to procure large quantities of the con 
duit and use if for water pipe—a purpose 
for which it is unsuited. 

Salt Lake City wholesalers predict that 
such charges as “no good,” “won't last,” 
“inferior product,” etc., will be leveled 
against the eiectrical industry’s carefully 





manufactured and rigorously inspected 


conduit when it fails to perform. satis- COMPLETE SIGNAL SYSTEM 
factorily as water pipe Structurally 


ee en for COMMERCIAL and HOSPITAL USE 


carrier is bound to occur in a relatively 
short time: With its 40-pound pressure 


test, the conduit is unsafe with high water 


SILENT PAGING SYSTEMS 


with dial control pages 2 to 4 names simultaneously, quietly, silently. 
Dialing control panel net shown in above display. 


BEDSIDE CALLING STATIONS 


pull cord type shown above. New locking pushbutton available in 
1948. Eight basic styles of calling stations to meet all needs of private 
room and ward. 


D 
2 
B VISUAL ANNUNCIATORS 
o 


pressures, and its inner surfaces will 
corrode readily when in constant contact 
with water. 





President Staud Outlines 
I.E.S. Program For Year 


NEW YORK—The 1947-48 program 
for the Illuminating Engineering Society 
will be built around the following major 
activities, President Rudolph W. Staud 
told the newly elected officers and mem- 


for quiet paging in factories, hospitals, etc. with 6 to 100 lights. 
Equipped with intermittent soft tone buzzer, which may be cut off 
with switch. 


CORRIDOR, DOOR & AISLE LIGHTS 


of various types for a variety of uses. Standard bayonet-type automo- 
bile lamps, used in red, green, blue, amber, opal, etc. 


IN-AND-OUT REGISTERS 


with 10 to 100 names: manual type, single face, illuminated, double 


bers assembled here for the annual meet- 


ing of the society: face, single pole and 3-way switches. Also remote control; message 
1. Expanded research and the accumu- slots. For hospital staff doctors, commercial offices, institutions, etc. 
lation of knowledge concerning the pro- Contact our representatives in principal cities or write for 


Signal Systems literature. .. Address Department L-362. 


on human beings. 2. Development otf a 

hint ~~ 

standards and procedures by which the | 1@) CAN i) ON + ite T R ' Cc 
. , 

new knowledge may be given to the day CANNON 


by day lighting problems of the public. ELECTRIC D é V ‘ L '@) PM F | T C @) M PA | y 


3. Transmission of the accumulated 


duction and utilization of light and its 
effect on the comfort and performance 


3209 Humboldt Street, Los Angeles 31, California 


knowledge to members and others in the 
lighting industry in order to increase | Canada & British Ampire — Cannon Electric-Co., Ltd., Toronto, Ontario © World Export 
their skill and ability to serve the public. | Agents (excepting British Empire) Frazar & Hansen, 301 Clay St., San Francisco 11, Calif. 


In outlining the tasks for the ensuing | 
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use 


ALL-STEEL 


INDENTER-TYPE 


_ fittind? 


Select the best, insist on 
Briegel All Steel Fittings, the 
only approved Indenter type 
connectors and couplings for 
thin wall conduit tubing. You 
will not only find that Briegel 
indenter Fittings are easier 
and faster to use, but also 
make neater, stronger con- 
nections. Two Easy Squeezes 
and they’re set. Start using 
Briegel Fittings today. Have 
more satisfied customers— 
more profits from each job! 


DISTRIBUTED BY 
The M. B. Austin Co., Northbrook, Ill. 
Clayton Mark & Co., Evanston, Ill. 
Clifton Conduit Co., Jersey City, N. J. 
Gen. Electric Co., Bridgeport, Conn. 
The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn. 
National Enameling & Mfg. Co. 
Pittsburgh, Pa. 


All B-M Fittings Carry the 
Underwriters Seal ef Apprevel 
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Cross Section Show- 
ing Indentations. 





BRIEGEL 
METHOD 
TOOL CO. 


GALVA, ILLINOIS 


vear, Mr. Staud said, “Our first re- 
sponsibility is to educate and improve the 
skill of the thousands of men and women 
who will support the Man with the Plan 
in our industry. 

“It is our aim, also, to complete the 
following reports by our technical com- 
inittees: American Standard Practice of 
Industrial Lighting, Recommended Prac- 
tice on Sports and Recreational Area 
Lighting, Recommended Practice for Li- 
brary Lighting, Guides to Testing Pro- 
cedures, Illumination Performance Rec- 
ommendations for Lighting Equipment, 
Recommended Practice of Daylighting, 
Recommended Practice of Public Con- 
Lighting, Study Reports of 
Lighting in the Canning, Foundry, Steel 
Mill, and Woolen Textile Industries.” 

In the field of research, Mr. Staud 
announced that a research committee of 
the Society will make a study of the 
status of research in lighting which is 


veyance 


being carried on by _— organizations 


throughout the country. It is proposed 
to list the various laboratories now 
available and develop a list of problems 
or projects which may require scientific 
verification through research 

In discussing the educational phase of 
his program, Mr. Staud stated, “We now 
have available two study courses. Our 
Lighting Education Committee is revising 
the fundamental course which will make 
it even better than the present outline. 


Our Project Planning Committee is mak- 


| ing a study of a long-range program of 


lighting education to be sponsored by our 
Society.” 

In regard to the first edition of the 
new L.E.S. Lighting Handbook now com- 
ing off the press, Mr. Staud said: “It 
now appears that the demand for the new 
Handbook will exceed the first print or- 
der of ten thousand copies. If the de- 
mand continues at the present rate, it 
will be necessary to print an additional 
tive thousand copies. With the first edi- 
tion in the hands of our members, we 
must consider the problems involved in 
revising the Handbook and publishing a 
second edition.” 


Klein Appoints Wilson 
Assistant Sales Manager 


CHICAGO—Mathias Klein & Sons, 
manufacturer of a complete line of pliers, 
linemen’s tools and equipment, recently 
appointed Harry B. Wilson, Jr., as as- 
sistant sales manager 

Mr. Wilson represented this company 
on the Pacitic Coast from 1935 to 1937. 
From 1937 to 1945 he handled the south- 
western territory of the Lufkin Rule Co., 
Saginaw, Mich., making his headquarters 
in Dallas and Tulsa. In 1945 Mr. Wilson 
returned to Mathias Klein & Sons, cov- 
ering the firm’s midwestern territory. 
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“ELECTRATERIA” is the name that 
James Schricker, manager of the appli- 
ance department of the General Electric 
Supply Corp., Salt Lake City, Utah, has 
coined for this self-service counter. Here, 
the electrical contractor or dealer helps 
himself, with a little assistance from the 
counter salesman. Scores of different 
items, both in the line of appliances and 
construction materials are displayed. 





Salt Lake Hardware Makes 
Changes in Electric Dept. 


SALT LAKE CITY—Leo Hendrick- 
son of The Salt Lake Hardware Com- 
pany’s electrical department recently was 
transferred from the home office in this 
city to the Boise, Idaho, branch of the 
firm. He is responsible for specialty 
sales in the electrical department there 
and also directs local electrical promotion. 
Sales of general electrical equipment, 
not specialty, are handled by the com 
pany’s regular hardware and_ industrial 
salesmen, and Mr. Hendrickson works 


with them on technical matters 





A change made in the company’s Salt | 


Lake City warehouse has resulted in the 
electrical departments receiving its own 
adjustable-bin setup, thus segregating the 
electrical supplies 


No Distribution Changes to 
Follow Switchgear Merger 


PHILADELPHIA—In connection with 
the recent acquiring by the I-T-E Cir 
cuit Breaker Co. of the Railway & Indus- 
trial Engineering Co. as a_ subsidiary 
(both manufacturers of electrical switch- 
gear equipment), it was learned that no 
immediate changes in the distribution or- 


ganization of either company are con- | 


templated. 

The consolidation unites two major 
manufacturers of electrical switchgear 
whose apparatus lines more or less sup- 
plement each other. W. M. Scott, Jr. 
for some time the president of I-T-E, has 
been elected president of both firms. The 


Goodrich Lighting Equipment 


APPLETON ELECTRIC COMPANY 


\ \ 
‘ 











lo Muminalé shelves and bitte. 


The Stocklite has eight different reflecting sur- 
faces—all working together to solve the problem 
of illuminating shelves and bins in narrow stock- 
room aisles. 


This hard-working fixture utilizes the lamp’s 
full intensity—scientifically—without wasting 
light anywhere. Aisle glare is eliminated by 
curved V-shaped reflectors which direct light to 
the sides—building up intensities from top to 
bottom shelf and in bin interiors. 

It’s time now to modernize your stockroom 
lighting—enable clerks to read comfortably any- 
where in the aisles—handle orders more effi- 
ciently. It pays for itself very quickly. Bulletin 91 
has all the facts. Write for your copy. 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue + Chicago 13, Illinois 
























The Stocklite is 
finished in per- 
manent porce- 
lain enamel; 
easy to clean. 


APPLETON 


CONDUIT FITTINGS - LIGHTING EQUIPMENT~ OUTLET AND SWITCH BOXES - EXPLOSION PROOF FITTINGS + REELITES 
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LIKE THIS 


(Above) Attractive 
dozen display pack of 

Size 2 flashlight batteries, printed in two 
colors, to catch the eye and prompt sales. 
(Right) Counter display package of 48 Size 
2 flashlight batteries. Sturdy construction, 
printed in two colors. Works constantly on 
busy counters 

BURGESS 


- 


NTT 








Portable Radio 
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Photoflash 


7 


Ignition 


BURGESS 


- oo. wre 


1 BUULOS 
HASHLIGHT 
CATTERY 
FROFITS 


Burgess top quality is 
recognized by millions 
of users. Nationally 
advertised in leading 
magazines to more than 
40,000,000 readers 
every month. Burgess 
flashlight batteries are 
packed in bright buy- 
appealing display car- 
tons. They sell them- 
selves. 


t 


- 


BURGESS = \ 


heas 
ug "9g and battery 


Hearing Aid 
Industrial 


BATTERY COMPANY 
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I-T-E plant at Philadelphia and the Rail- 
way & Industrial Engineering Company’s 
factory at Greensburg, Pa., will continue 


to make their present products. 

With its present management personnel 
R. & I. E. will 
continue to operate under its established 
name. B. W. Kerr, formerly president, 
and K, S. 
urer and general manager of R. 
I-T-E. 


named 


“virtually unchanged,” 


Nevin, vice president, treas- 
& LE, 
became directors of In addition, 
Mr. Kerr of the 
executive committee of I-T-E’s board, as 
well as the 
R. & I. E. 


was chairman 


chairman of the board of 


G.E. Organizes Welding 
Equipment Divisions 


SCHENECTADY—Announcement of 
the welding equipment divisions as one 
of the new integrated operating units 
within General Electric's Apparatus De 
partment x. &. 
president and general manager of the de 
partment 

The formation of the division came as 


part of a unit of 


was made by Muir, vice 


new form manage 
inent” plan recently adopted to provide 
for expanded production within the Ap 
paratus Department, oldest and largest of 
the G.E 

All of 
the electric welding equipment field are 
the new welding equip- 
Mr. Muir The 


management of the unit will be directed 


operating departments. 


the department's activities in 
consolidated in 


ment divisions, said. 
by a welding equipment committee headed 
by A. F. Vinson, 
manager of the 
Other members 
ic & 


electric 


assistant production 
department. 


committee 


apparatus 
of the 
MacGufhe, manager of sales of the 
and F. P. Wil- 


the manager 


are 


welding 
staff 
of engineering. 


section, 
son, Jr., assistant to 


The committee will be responsible for 
the engineering, manufacture, and sale of 
welding equipment produced in plants at 


Holyoke, and Fitchburg, Mass. 


Porcelain Products Names 
Conover As Phila. Agent 


FINDLAY, 


ucts, 


OHIO 
recently appointed L. C 


Porcelain Prod 


Inc., . Con- 
over as its exclusive representative in the 
Philadelphia territory 

Mr Penn- 
sylvania, Delaware, Maryland, District of 
He 
will handle the company's standard low 
voltage and high voltage lines. His of- 
fice is 100-A South 21st St., 


Conover will cover eastern 
Columbia, and southern New Jersey. 


located at 


Philadelphia 3, Pa 
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The New Door Signal That Eliminates Confusion 
Between Front and Rear Doors! 


= Completely new! 


the rear door. 





steps. 


gc? 
4 yy Wy 0 A, 
ye” 


Entirely different! 


Produces delightful 
chimes for front door and a soft, pleasant buzzer signal for 
Once and for all, the distinctly different 
signals eliminate confusion—saves the housewife needless 








Geo. E. Anderson Co. 
Dallas 2, Tex. 


Harry G. Anschuetz 
Philadelphia, Pa. 


George Butler Co. 
Chicago 7, Ill. 


x a Electrical Agencies, Inc. 
Somat Sturdy housing is finished in beautiful baked white and deco- enue: 

“V = rated with two highly polished chrome strips. MURDOCK Hemphill & Co. 
andl = precision parts and New England craftsmanship assure long, Detroit 26, Mich. 


WM. J. MURDOCK CO., 152 CARTER ST., CHELSEA 50, MASS. 


trouble-free performance. 
volts, A.C. Easy to install. 


7%” x 444”. 


The Tudor operates on 6 to 8 


Henger-Fairfield Co 
Cleveland 13, O. 





MURDOCK REPRESENTATIVES: 


Keeler, White Co. 
Los Angeles |3, Cal. 
San Francisco 3, Cal. 
Portiand 9, Ore. 
Seattle 4, Wash. 


W. T. Koch Co. 
St. Louis 8, Mo. 


L. Morris Landers Co. 
Atlanta 3, Ga. 


F. Walter Laver 
Utica 3, N,. Y. 


Walter J. Wickenheiser 
New York, N. Y. 


Export Division: 
Rocke International Corp., New York 16, N. Y. 














the Service line 


« CORDS ... CORD SETS 


specified by top manufacturers of 

















LAMPS 
RADIOS 
IRONS 
FANS 
PORTABLE TOOLS 
VACUUM CLEANERS 
REFRIGERATORS 





RANGES 
HEATERS 


WASHERS 
MIXERS 








A full line of Flexible Cords for the 
repair and service industry, obtain- 
able through jobbers and distributors. 


CORNISH WIRE CO., ve 





13 Park Row + New York City, 7 

















with the 


“OVERLAP 
LUG” 


SAFETY 
FEATURE! 


@ All Simplet Hangers 


carry Underwriters’ seal 
of opprovol. 


SIMPLET 
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ELECTRIC 


3600 W. Potomac Ave., Chicago 51, Il. 

112 Chariton Street « 
Monufacturers of Conduit Fittings —Vaportite Fixtures 

All Simplet products sold exclusively through wholesalers 


The new K-I00-N.Y. Friction-Set Fixture 
Hanger incorporates two new safety fea- 
tures that make it the most outstanding 
unit available. Added to the exclusive 
Friction-Set feature are the Hubbell Twist 
Lock, Solid Ground Receptacle, and the 
Stamped Lug Overlaps that take the 
weight off of outlet box screws by plac- 
ing it on top of the outlet box ears (see 
illustration). K-100-N.Y. fits all 4°' boxes, 
no other fastenings necessary. Furnished 
complete with two 5' chains, hooks and 
cord clips. List price $2.35. Write for Bul- 
letin giving complete information. 


Patent Applied for. 


COMPANY 


New York 14, New York 






Punched Overlap 
in cover rests on 
ear,of outlet box. 


Welded washers 
reinforce plate. 
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Aluminum electric 
boxes 


Laboratories, Inc., 


All boxes 


workmar 


desired, 
defective 


® Precision made. 
formed from .09] 
num. Conform t 





or break. 
knockouts. 


® Kasy 


2652 37th Ave. So 
Distri 








655 Seneca St., 


West Coast: We 
129 Ist Ave. W., 


ioe 
No.2 ™ 
2%" deep, 
clamps, ears 


romex 
attached 





approved by Underwriters 


Immediate Delivery of any 


Check these features: 


and requirements. 


Write today for information and jobber discount. 


W. T. DRIVER, 


East Coast: Clymer Products 


Electric Switch and Outlet Boxes 
Available for Immediate Shipment 








switch and outlet 


Chicago, and REA. 


quantity 
guaranteed against 
iship or material. 


Die stamped, press 
gauge sheet alumi 
o all building codes 





Manufacturer 
° Mpls. 6, Minn. 


butors: 


4” Octagon, 
three Y2" 
and 4 loom knockouts in 


Harrisburg, Pa. 12” 
st Coast Agencies 
Seattle 99, Wash. bottom, 
Two '2” 
4 loom knockouts 


with 





sides. 








ABolite 
recognized throughout the lighting field 


Reflectors and floodlights are 
for flawless construction, durability, ease 
With 


designs and shapes to conform to RLM 


of installation and maintenance. 


standards and every lighting requirement, 
these reflectors have thousands of appli- 
cations in industry for factory, yard, play- 
ground, protective and sign lighting. 


Made of finest quality porcelain on steel, 
ABolite reflectors are easy to clean and 
provide efficient and economical lighting. 
Complete line includes all types of popu- 
lar reflector shapes designed for every 
kind of installation. 


Holite 


REFLECTORS 

















® Longer lasting—rust and acid re- 
No. 1 sistant. é » No. 3 
2%" deep, 2” knock- 2” deep, 2” knockouts, 
outs, ears attached el; , . ears attached. 
Light weight—easy to handle, inex- 
pensive to ship. 
® Sturdy construction—will not bend 





deep, 
knockouts 


clamps. 
knockouts and 


One piece draw 


RLM srawoaro 
DOME 
Seporable socket. 
Also made in 
threaded neck, heel 
neck ond Duo-move. 





e _ DEEP BOWL 
Formed neck type. 
Threaded and heel neck, 
@ quick detachable and 
Duo-move types also 
ovailable. 
e - 








open or concealed wiring. 
Easily adjustable 





* 
m7 OPEN TYPE 
FLOODLIGHT 
* Elliptical angle. Made 
with brackets for either 





e 

e SIGN REFLECTOR 
Wide-spread angle type. 
Also made in elliptical, 

@ rectangular and symmet- 
rical angle. 

- 








SOLD ONLY THROUGH WHOLESALERS 
\ tHe JONES METAL PRODUCTS CO., West Lafayette, Ohio 
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Explosion-Proof Fixture 
Introduced By Appleton 

A new explosion-proof X-ray film il- 
luminator has been introduced by Apple- 


De 
signed for flush mounting in hospital op 


ton Electric Co., Chicago, Illinois. 


erating rooms, the new fixture has been 
designated “Type EFUX,” and takes two 
15-watt, T-12 fluorescent lamps. 

The the 


switch extends through the upper part of 


handle of explosion-proof 
the panel and is within easy reach of the 
operator, Chrome-plated spring clips hold 
For 


¥% inch rigid 


the glass and X-ray film in place. 


wiring, a threaded hub for 
conduit is provided in the bottom of the 

The the 
after mounted in 


fixture is mounted in 


the 


cabinet 
cabinet cabinet is 
the wall. A union for mounting the fix- 


ture in the cabinet is furnished with the 
complete illuminator. Line wires are con 
the block 


under the screw cover in the lower hous- 


nected to connection located 


ing. All other wiring is completed at the 
factory. 


To relamp the new fixture, it is merely 





An explosion-proof X-ray illumi- 


nator. 


filen 


necessary to remove the switch handle, 
screw and 
The 


cabinet by 


loosen the one cover remove 
be 


releasing 


glass cover panel. fixture 
tipped of the 


on a spring clip. 


can 
out 
the tension 


Fluores-o-lite Company 
Moves To Hillside, N. J. 


HILLSIDE, N. J.—The 


Company, manufacturer of 


Fluores-o-lite 
lighting fix 
tures, recently moved from 75 Branford 
St., Newark, N. J., to 7 Evans Terminal, 
North Broad St. in this city. The com 


pany’s new building, located approxi 


a mile from 
old location, contains 7,500 sq. ft. of floor 


mately three-fourths of its 


space on its ground floor. 
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R. M. DOBBS has been named service 
manager for the Carolinas district of 
the Westinghouse Electric Supply Co., 
with headquarters in Charlotte, N. C. 
Mr. Dobbs was formerly service super- 
visor for the Atlanta, Ga., territory of 
the company, and has been active in 
the electrical supply business for over 
23 years. 





Pacifie Northwest L.E.S. 
Holds Two-Day Convention 
VANCOUY ER, B ( Some phases 


n the development of the lighting indus 
try were graphically depicted to the more 
than 175 members attending the regional 
conterence of the Pacific Northwest 
Illuminating Engineering Society held in 
the Mayfair Room, Hotel Vancouver, 
here recently. E. E. Ackland, Lighting 
Materials Ltd., was conference chairman, 
and the delegates were officially wel 
comed by Acting Mayor Charles Jones 

At the morning session, K. M. Reid, 
General Electric Co., gave an address 
on “Quantity and Quality of I[llumina- 
tion,” with R. G. Scott, chairman of the 
British Columbia Chapter of the society, 
acting as discussion leader Mr. Scott 
also officiated as chairman at the after 
noon session when wholesaler R. E 
Lange, Eoff Electric (Co., presented a 
report on “I.E.S. Progress Report for 
1947.” D. P. Caverly, Sylvania Electric 
Products, Inc., reviewed development of 
fluorescent fixtures within the past ten 
vears, and P. F. Fletcher, Canadian Gen 
eral Electric Co., led the discussion. H 
Gardner of Frederick & Nelson, Seattle, 
spoke on “Planned Store Lighting,” with 
R, Kennedy and W. H. Creech leading 
the discussions 

Slides representing a cross section of 
lighting installations from Halifax to 
Vancouver were presented by C. A. Mor 
rison of the Canadian General Electric 
Co., Ltd. Under the chairmanship of 
W. E. Potter a banquet and entertain- 
ment program occupied the evening of 
the opening convention day 


L. J. Collins, chairman of the Oregon 









| 
th ) 


at 


Just connect wires, screw to outlet box and 
your chain suspension fixture is hung —in a 
few minutes. All it takes is a screwdriver! 4 


Complete with receptacle, two 5-foot chains, 
“§” hooks and cord clips. Fits standard 4” or 


314,” outlet box or plaster ring. Self- $ 6 5 y yy 
grounding — regular 2-wire cord and Ha 
plug may be used. each list 

Day--Brite Lighting, Inc., 5405 Bulwer Ave., St. Louis QQ 

7, Mo. Nationally distributed through leading elec- 

trical supply houses. 

In Canada: address all inquiries to Amalgamated 


Electric Corp., Ltd., Toronto 6, Ontario. 
*Patent No. D-141024, others pending. Underwriters approved. = 







—with CHICAGO 


Pen dial 
TRANSFORMERS 


e Convenience In Wiring — 
Attached outlet boxes provide 
large, easily accessible wiring 
compartments for lead connec- 
tions, take conduit or flexible 
cable from all 4 sides. 


@ Flexibility In Mounting — 
Units can be mounted as shown 
at right, up-side-down, or in any 
other position; rugged frames 
and mounting feet provide 
strong, rigid support. 


e Dependability In Operation 


— Quality construction, with : Primaries 
more - than - adequate insulation 230/460 or 575 Volts 
and vacuum impregnation of (50/60 Cycle) 
core and coil, assures long. : 
service-free operating life. Secondaries 

Write for prices and further details. 1 15 ot 1 15/230 Volts 


Vy to 10 KVA 


CHICAGO TRANSFORMER 


Division of Essex Wire Corporation 











3501 ADDISON STREET * CHICAGO 18, ILLINOIS 
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Capacities up to 
37\2 KVA, single 
and 3 phase. 


BDONGAN 





lrad ih: 


Transformers. 





The most economical way of pro- 
viding low voltage circuits for the 
lighting and operating of machine 
tools is to run a branch line from 
the power line, using a transformer 
to step down the voltage. 


Dongan Transformers are being 
used for this purpose in industrial 
plants throughout the nation, re- 
ducing installation time and also 
conserving critical materials. 


DONGAN ELECTRIC MFG. CO. 
2989 Franklin Detroit 7, Mich. 


ort 


We Invite 
Inquiries 














UNIVERSAL 


IY LIIV ILE 


me UNIVERSAL 


1549 EAST FIRST STREET 
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that backs up a 
Good Got/ 





CLAY PRODUCTS CO. 
SANDUSKY, OHIO 


| 





State Chapter, was chairman at the 
morning session on the second day. R. W. 
Staud, president of the I.E.S., was intro- 
duced, and Prof. R. L. Biesele Jr. of the 
Southern Methodist University spoke on 
“Light for Learning—The Texas Pro- 
gram.” Dr. Leighton Roy, president o: 


| the Oregon State Optometrical Associa- 


tion, dealt with the subject of schoo! 
lighting from the standpoint of an op- 
tometrist. 

Mr. Caverly presented a second pape: 
on “Lighting the Patient’s Room in a 
Modern Hospital.” A. E. Simpson an 
B. T. Heinz led discussions on these 
subjects, and Prof. Biesele then con 
ducted a parallel panel discussion 
school lighting. 

At noon on Friday the visitors joie: 


| the Vancouver, Electric Club at a lunch 


The con 
cluding afternoon session was under the 
chairmanship of Prof. G. W. Shuck 
chairman of the Washington State Chay 
ter. W. A. Trott, Lighting Materials 
Ltd., presented an address on “A Cor 
cept of Office Lighting,” and P. Nor 
strom led the discussion 


eon at the Hotel Vancouver 


Street Light 


ing was covered in two addresses, one by 





Mr. Reid of General Electric Co. o1 
“New Development in 


Streets and Sports,” while C. W. Jarrett 
Portland General Electric, spoke or 
“Thirty Streets in One.” T. W. Fitct 


acted as discussion leader 


Two New Vice Presidents 

Appointed at Triangle 
NEW BRUNSWICK, N. J.—The 

pointments of J. G. Slater, 


treasurer, as vice president and treasurer 


former] 


and C. V. McKay, formerly assistant t 
the president, as vice president of the 
Triangle Conduit & Cable Co., Inc., were 
announced recently by John E. McAuliffe 
president. 


Lighting for 








NEWLY APPOINTED division mana- 
gers of Edwards and Co., Inc., Norwalk, 
Conn., are Thomas F. McCarthy (left 
and John L. Taylor (right). Mr. Me- 
Carthy is in charge of the company’s 
eastern division, with headquarters in 
New York. Mr. Taylor heads up the 
central division, operating out of Chi- 
cago. 
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IN LOOKING FORWARD 10 A 


BRIGHTER WORLD 
OF TOMORROW 


WE WISH TO ALL OF OUR 
GOOD FRIENDS AND CUSTOMERS 


a ery V/; lerry '_ 
Pe a Happy 
éx | rosperous New t, ear 





OFFICIALS AND SALESMEN of 
Bruno-New York, Inc., and Krich- 
Radisco, Inc., wholesale distributors, 
learn the details of RCA _ Victor's 
“You Can’t Lose” contest at a meet- 
ing in Camden, N. J. Standing in the 
rear, from left to right, are: J. C. 
Marden, sales promotion manager; 
Joseph Bannon, Jack M. Williams, ad- 
vertising manager; J. B. Elliott, vice 
president; and Henry G. Baker, gen- 
eral sales manager—a!l of the RCA 
Victor Home Instrument Department. 
{t the podium is W. W. Cone, the 
home instrument field representative 
in the N. Y.-Newark area. 





J. R. Adolphson to Manage 
Westinghouse Idaho House 


James R. Adolphson was named branch 


PERN ESE SSNS ES 


ALL-BRIGHT ELECTRIC PRODUCTS CO. 


3917-25 N. Kedzie Ave. Chicago 18, ILL. 


See eee es etre tes he hee teers ee tee tee 2 


tores manager of the newly-opened 
Boise, Idaho, branch house of the West 
nghouse Electric Supply Company, | 

ated at 710 Front St., in Boise Mr 
\dolphson was formerly branch office 
nanager at Wesco, Salt Lake City, Utah 


Born in Salt Lake City, Mr. Adolphson 





rked for Shell Oil Company and 
\forrison-Merrill (wholesale building 
upplies) prior to the wat From Au 
eust, 1942 to May, 1943, he served in 


he | S. Army Signal Corps Reserve, 
here i¢ received radio tt ining 
Upon discharge from the army Mr 
\dolphson jomed Wes« Salt Lake City 
yranch as a truck driver By June, 1945, 
was counter salesman, and in August, 
1947, he was appointed branch office 
lager! position he held up to the 
present promot 


Rockbestos Establishes 


Oakland. Cal., Office Wei A # A > PY 
“= VF : 
A new sales office for the San Fran “5 i ee home: 
sco-Oakland Bay Area and Northern “Ege s Se 
California has been opel ed by the Rock 
hestos Products Corp., New Haven, 
Conn., at 3100 East Tenth St., Oakland, 
Calif. Phillip O. Weston is district man- 
ager for the Pacific Coast territory rhe 


mpany also will have warehouse space 


that address for its line of insulated 

re, cable and cords. When space is 
ivailable, another sales office will be V.Xe @ fe), ELECTRICAL COMPANY 
opened in the Los Angel irea, the 


mpany announced 900-910 W. VAN BUREN STREET CHICAGO 7, ILLINOIS 
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3 2? WATT 
Circline 
Ceilin g 
Fixture 





Streamlined white — 
enamel reflecting surface, with satin finished dome. 


MODEL 32C, 110-125 VOLTS, 60 CYCLES, AC ONLY. 
DIA. 13%”, Height 4”. 
Complete with 32-watt G.E. circline fluorescent lamp, ready to hang over out- 


5 


let box. Mounting equipment supplie’ is sufficient for most installations. 
Easy to keep clean, Shadowless Light. Immediate Delivery. 


OTHER SALEM PRODUCTS 


STRIP—i4, 15, 20, 30 and 40 watts. Low and high power factor. Can supply 
deep reflector, WALL BRACKETS—4, 8, 14, 15 and 20 watts. Chrome or 
white enamel, with or without off-and-on switch, outlet, deflector. BED 
LAMPS—14 watts, assorted colors. DESK LAMPS-—15 watts. single or dual. 
TEXTILE INSPECTION UNITS. 


Salem Manufacturing Company 


Tel. 0446 4 Jefferson Avenue, SALEM, Massachusetts 


MAKERS OF FLUORESCENT AND INCANDESCENT LIGHTING FIXTURES AND WIRING DEVICES 











PAP AP OD LI AP AP AP PAP OM MOLD 






Catalog Bulletins on 
Sherman Soldering Lugs 
available upon request 


We put a lot of careful workmanship into the produc- 
tion of all Sherman Soldering Lugs. Dimensions are 
held to consistent accuracy. Lugs are kept free from 
burrs, corrosion, etc., and special attention is devoted 
to maintaining FLAT contact surfaces. All lugs 
individually inspected before shipment. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 
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SOLDERING LUGS. 





Kurtzon Has Fluorescent 
Line; Acquires Building 


CHICAGO—Morris  Kurtzon, _ Inc., 
manufacturer of lighting fixtures and 
hardware, is producing a complete line 
of commercial fluorescent fixtures at its 
three-story plant at 1420-30 South Tal 
man Ave., in this city. In addition, the 
company acquired the office and factory 
building which recently housed the Garey 
Lighting Co 


New Lamp-Bulb Package 
A Self-Merchandiser 


Development of a new lamp-bulb mer- 
chandising package, a compact carton 
containing four household lamps, has been 
announced by the General Electric Lamp 
Department. The new blue-and-yellow 
carton contains two snugly-fitting sleeves, 
or wrappers, each of which firmly holds 
two standard = inside-frosted 60-watt 
lamps. 

The new 4-lamp package—the result of 
an intensive 500,000-lamp preference sur 
vey conducted in five medium sized com 
munities—is designed expressly to con- 
tain G.E. 60-watt bulbs. However, the 
new modernized container may, it is be 
lieved, lead to sweeping changes in_ the 
packaging of other G.E. lamps. 

Similar in size and shape to the fa 
miliar frozen food packages, the new car 
ton of four G.E. 60-watt lamps is espe 
cially designed to meet the rigid require 
ments of self-service shopping, a buying 
custom which is swiftly spreading 

The new carton’s two large panels offet 
ample “billboard” space for ready iden 
tification of product, quantity and bulb 
wattage. These three highly essential 
sales facts are also prominently featured 
on each of the carton’s smaller rectangu 
lar ends. Approximate dimensions of the 
new G.E. 4-lamp container are as fol 
lows: 7 inches in length; 5 inches in 


width; and 2'% inches in depth 





G. E. Lamp Department introduces anew 
lamp package. 


1947 





. —— a 








FOLLOWING his recent election to the 
board of directors of the company, Eric 
E. DeMarsh was appointed sales manager 
of the Burndy Engineering Co., Inc., New 
York City and Vernon, Calif. Mr. De- 
Marsh joined Burndy in 1936 as chief 
field engineer. In 1939 he was made assist- 
ant director of company sales, domestic 
and foreign. 





OBITUARIES 





L. Arvedon 


Louis Arvedon, president of the Arve- 
don Electric Supply Co., Boston, Mass., 
died suddenly Oct. 21. 

Mr. Arvedon founded the Arvedon 
Electric Supply Co. in 1900 in a base 
ment store on a side street of Boston. 
In the beginning the business consisted 
mainly of selling gas mantles and globes. 

Mr. Arvedon saw his business grow 
until today the firm occupies a six story 
building on one of Boston’s main busi 
ness streets. Mr. Arvedon was active in 
the business until his death 

He is survived by his children, Joseph 
and Arthur Arvedon, Ada Sylvia Hur 
witz and Jessie Fogel. 


D. B. Huggard 


Dillon Bronson Huggard, sales director 
of the Cory Corporation and sales mana- 
ger of the Fresh’nd-Aire Company, a 
Cory subsidiary, died in the crash of a 
DC-6 plane in Bryce Canyon, Utah, on 
Oct. 24. He was 31 years old 

Joining the Cory Corporation in Jan- 
uary, 1941, Mr. Huggard first worked as 
a member of the company’s New Eng- 
lang sales force. He was transferred to 
Cory’s West Coast sales office in 1943, 
and in the same year he was named as 
sales director of the company. In 1946 
Mr. Huggard was appointed sales mana- 
ger of the Fresh’nd-Aire division. At the 
time of his death he was serving the 
Cory Corporation in both capacities 

Mr. Huggard was born March 13, 
1916, in Watertown, Mass. He was a 
32nd degree Mason and a Shriner 


Surviving him are his wife, Retta, and | 


a 7-year old son, Albert. 





Three VYlew Additions 


To the famous Talk-A-Phone family . . . long 
recognized as the world’s most complete line of 
intercommunication. 


JANUARY 15, 1948 


Get acquainted with these newcomers now. They are real 
business go-getters. Write for advance information today. 
Address Dept. 1 A 


TALK-A-PHONE CO. 


1512 S. PULASKI ROAD CHICAGO 23, ILL. 
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TRICO FUSES . . . PULLERS 
AIR GUNS .. . OILERS 


enjoy the industry-wide acceptance that 
makes them a logical preferred line for 
profit-minded distributors. 


© The TRICO LINE is Complete 

© TRICO consistently leads in new 
developments to keep TRICO dis- 
tributors ahead of competition. 

® TRICO’S powerful advertising 
speeds up sales. 

® TRICO’S variety of products makes 
possible maximum sales per call. 

® TRICO’S “Thru the Distributor” 
Policy assures full co-operation 
and healthy profit margins. 


LOOK AHEAD... GET AHEAD... 
STAY AHEAD... 


SELL TRICO 


Write for Catalog #50 TODAY. It will get 


you started on some real profitable business. 


TRICO FUSE MFG. CO. 





MILWAUKEE 12, WISCONSIN 
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How to make 
your prospects 


say “YES”! 











By Percy H. Whiting 
aging Director 
} varnegie Institute 


260 pages, $3.00 
JUST OUT 


YHECK your sales techniques 
against these proven do’s and don't’s 


yresent 


of profitable selling. Put these five tested 
rules to work TODA Y—let them point the 
direct way to a top-selling future for \ 

Every page ot this book is crammed witl 
practical, ready-to-use ideas and informa 


tion Every chapter is packed with sure re 
selling practices that hav: worked tor other 
that can quickly be made t 


é ad 


salesm«e Nn 
ror 
Here’s a handbook on salesmanship 
that’s really different 
help you 
ut of the 


one purpose-——to 
It deve loped ( 
titute’s need for a text 
told, not what to do 

This book not only 


This book has 

sell MORE, caster 
Dale Carnegie In 
on selling that 

but HOW TO DOT 
lists the qualiti you need to sell success 
fully, itshows you HOW TO DEVELOP 
those qualities. It gives you only a few prin 
ciples to apply t selling activities 

and, most important, it shows you HOW TO 
APPLY THEM—dquickly, easily, profitably 


Concrete, specific, it shows you: 


how 
how 
how 
how 
how 
how 
how 


DOOK 


our 


to gain favorable attention 

to arouse a prospect's interest 
to build a sales talk 

to ‘‘close’’ with the customer 
to answer objections 

to convince your prospect 
to make the prospect want 
many others Filled with case studies, examples 
and anecdotes, the book shows how some of the 
country’s most successful salesmen tested this proven 
formula at a proft! 


to buy and 


See it 10 days Free e Mail Coupon 
SSS Sees eeeeeeeeeeeeeee eae eee 


McGRAW-HILL BOOK COMPANY, 
330 W. 42nd St., N. Y. 18, N. Y 


Send me Percy Whiting’s The 5 Great Rules of Selling 
lr 


for 10 days’ free examination 10 days I will either 

end you $3.00. plus a few cent ostage ) turn the 

book. (Postage paid on ca rder 

Name 

Address 

City & St 

Company 

Positior . EWS-12-47 

(For Canadian price. write: MeGraw-Hill Co. of 
Canada Ltd., 12 Richmond St. E., Toronto 1) 
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ASSOCIATION NEWS 


BALTIMORE 


the Show 





An unofficial report of 


of the Electrical 


Representatives Associ- 


Committe 
Manufacturers 


ation, Inc. advises that plans are al- 
most completed tor the general pro- 
cedure to be followed in the 
association’s coming Electrical Show. 
Floor plans of the Alcazar, where the 

( vill be held, will be sent to the 
members along with a special bulletin 


how News.” 


\ Distributors’ Christmas Party was 
held at the Hotel Stafford on Decem- 
ber lf (hairman of the Party Com- 
mittee was George A. Bury, who re- 
places Bob Montgomery, as editor oft 
the association's monthly bulletin 
CHICAGO Meek, executive 
ecretary of the Illinois Federation of 
Retail Associations spoke before the 
members of the West Suburban Elec- 
tric League, Chicago, at a recent din 
ner meeting on the subject, “Boom or 


1948,” 
federation, 


Bust in 


The headed by 





Mr. 








AVAILABLE 


THRU ELECTRICAL 
WHOLESALERS 


Electric Wiring Parts, 
including Portable 
Guards, Rubber Sock- 
ets, Plugs Extensions, 
Lamp Guards, Vapor- 
proof Portables, In- 
spection Lights, etc 


-—- a 


Manufactured by 


THE ERICSON MFG. co. 


CLEVELAND 3, OHIO 











WE WANT TOP GRADE 
MANUFACTURER’S 
REPRESENTATIVES 


manufacturing firm, well rated 
ind successful in its line, has several exclusive 
territories available in Texas, Kansas, Nebraska, 
North Dakota, South Dakota, Minnesota, Mon 
tana, Colorado, New Mexico, Utah, Idaho, Mis- 
souri and lowa for aggressive sales represent 

tion 
Lir 
cial 
publi 
Contacts are 
Wholesalers 
This is 


Old established 


both industrial and commer- 
] t as well as the widely 
ized CIRCLELINE fluorescent fixture 
almost exclusively with Electrical 
and Distributors. 

n excellent opportunity for men who car 
an active and effective type of aggressive 
sales representation. Tell us your story. 


_ Harvstone Manufacturing €0., Inc. 


Whiting, Ind. 


mplete 


orescer fixtures 
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Easy—GFasl— Neat 


SOLDERLESS 


WIRE CONNECTIONS 


U S Patent No 1,933,555 


MR. SCRU-IT 
(Trade Mark Reg.) 





Solar SCRU-ITS are used for permanent wire con- 
nections or 'roughing-in'' without tape, solder, flame 
or tools. They form mechanically and electrically effi- 
cient joints and are easily removed when required. 
Speed up work, make wiring easier and better—with 


economical SCRU-IT Wire Conne-tors 

odin / 
— Easy -tle-Yse! —~ 
EA) STRIP ENDS! 











FOUR SIZES FOR JOINING SOLID } 
and/or STRANDED WIRES 
101 USES: 


@ Fixtures 
®@ Conduit Boxes 
@ Fuse Boxes 


HERE ARE 
A FEW 


® Lighting Devices 

® Radio Equipment 

@ Transformers 

®@ Motor Connections @ Circuit Breakers 

@ Lig .t Switch Boxes @ Switch Controls 
Underwriters Laboratories Inc. Approved 


Write For... 


SAMPLES 
and 


SPECIFICATIONS 


SEND DATA SHEET No. B-12 TO: 







Name 
Company 
Street 
City Siate 


Type of Business 


IR e ee esa a SPSS SE TEES SESE EEE ES, 
Secpeccenceceecenssecencsepend 


SOLAR ELECTRIC CORPORATION 


FACTORY ond SALES OFFICES 
WARREN PENNSYLVANIA 
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SPERO 


DEPENDABLE 
ELECTRICAL PRODUCTS 


Spero offers you the convenience of 5 
complete lines of electrical products 
from one reliable source. 





@ VAPOR PROOF UNITS 
Pendant or bracket types, f 
for 3” and 4” outlet box 
or “x” Type mounting. 
With or without wire 
guard and reflector. 50 to 
300 W. 


@ FLOODLIGHTS \t Wy 


Spero Ne. 
ss &G6S, 





















Finishes in 
“Duralum”’— 
sizes for lamps 
from 150 to 
1500 W. Open 
types or out- 
door weather- 
proof type 
with prismatic lens. 


&) REFLECTORS 


Shallow and dome- 
type, one-piece 
seamless construc- 
tion, keyless or 
with pull chain. 
For 25 to 750 W 


lamps. Dome 1 pr 60 


to 200 W lamps. 


@ MATERIALS FOR 
ELECTRICAL CONSTRUCTION 
Die-Cast Sockets with approved porce- 
lains are just one of the items we manu- 
facture for use in electrical construction. 


Vertical or 
90° angle 


mounting. 





@ FLUORESCENT FIXTURES 


SPERO also manufactures more than 
30 types and sizes of fluorescent units. 


Spero products are distributed only 
through recognized wholesalers. 
Write for Bulletin No. 10. 


THE SPERO ELECTRIC 


CORPORATION 
18222 Lanken Ave., Cleveland 19, 0. 





December. 








Meek, represents some two hundred 
local retail organizations in the state 
and twenty retail trade groups, an 
aggregate of approximately 40,000 mer- 
chants of all types and sizes. 

The major effort of the organiza- 
tion has been to gain recognition of its 
vital importance to the economic and 
community life of this state and coun- 
try. 

For many years Mr. Meek served as 


editor of the Illinois Journal of Com 
merce and has been active in trade 
association work for twenty years 


CAMDEN, N. J.—On November 18 
at a dinner meeting, members of the 
Electrical League of South 
heard Miss Frances Armin, director of 
National 
\dequate Wiring Bureau, speak on the 
Miss Ar- 
benefits 


Jersey 


Consumer Education of the 


subject of adequate wiring. 
told 
through 


min how each individual 


adequate wiring 


CHARLESTON, W. VA.—Charles E 
Hodges, managing director of the 
Charleston Chamber of Commerce, was 
guest speaker at a recent dinner meet- 
ing of the Electric League of Charles 
He spoke on the “Your 


ton. subject 


\irport, and What It Means to Our 
Community.” A short film in connec- 
tion with his speech was shown as 


well as a series of photographs that the 
members could inspect 


CLEVELAND 


retailers 


-Salesmen trom appli- 


ince and wholesalers meet 
each Friday evening in the Electrical 
the 


sales 


League’s auditorium for Edison 


Institute’s basic train- 


ing classes. 


Electric 


The 69 participants represent selling 


experience totaling 639 years. Some 
have been selling for 20 years or more 
while others have been in sales for only 
a few weeks. The total experience in 
selling electric appliances amounts to 
218 years 


It is for the rapidly-returning period 


of normalcy when sound, aggressive 
selling will be necessary that the ex- 
perts and novices alike are preparing. 


this 
area recognize that they will soon have 
to train their retailers more intensively, 


Many wholesalers’ salesmen in 


supplementing the work which the 
League has already done with some 
300 salesmen. 
EMEA Inspects Thompson Plant 
More than 150 members of the 


Electrical Maintenance Engineers As- 


sociation attended the season’s opening 
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Get behind this 
best-engineered tool that 
is setting new performance 
records in bending conduit. 


Hundreds of contractors have set new 
standards on all types of construction 
jobs, lowered their costs, gained valuable 
time with this great conduit bender . . . for 
a Tal machine bends cold, bends true, 
bends conduit to any radius up to9Q® in 
one single, uninterrupted operation. There 
is no need to waste time by replacing the 
conduit three to six times. 

With industrial and commercial con- 
struction just gefting under way, with res- 
idential work only now building up a 
full load of steam, Tal offers you a money- 
making sales opportunity to build good- 
will among your 
contractor customers 
by demonstrating to 
them a quick, easy 
way to pull down 
costs and make in- 
stallations go easier 





Ax ‘fs and faster. Write 
to onyd-~-redangle today for complete 
information. 





pipe 


TYcia\ | [Prestal Bender, ic 








Electrical Div., EW-12 Milwaukee 2, Wis. 








BLUE U. L. DOUGHNUT LABEL 
CORD SET LINE NOW READY 


“ELECTRO” 
FUSES 


Finest plug fuse made— 
with the Safe-glass top. 
3, 6, 8 10, 15, 20, 25, 
and 30 Amps. In Display 
Cartons containing 20 
boxes of 5 fuses; also Dis- 
play Boxes of 50 single 
fuses Request catalog 
sheets. 





LISTED BY 
UNDERWRITERS’ LABORATORIES, INC. 


WIRE 


Types AF, CF, Plastic Thermostat and Type 
POT, TF, TFF wire. 


Samples sent promptly. 





JOHN R, ALLEN, 


covering: Calif Ariz Nevada Address: 108 South 
Spring St Los Angeles 13, Calif 

E. BERNARD, 
covering: Eastern Pa.. Maryland (except Hagerstown 
& Frederick), Washington, D. C N. 2 New York 
Cw, eo. = & & € Addres 309 E. Lawrence 
St Philadelphia, Pa Market 3757 

R. J. BORK, 
covering: Minn., N. D., 8S. D.. Northwest Wisconsin 
Address 2494 University Ave St Paul Minn 


BRUSSO & GOULD ASSOC., 

covering: Tex., Okla Ark., Tenn., Ala., Miss., La., 
Ga., Fla Address: 207 Natchez Bldg., New Orleans 
La.—<'anal 3556 

JOSEPH FREEDMAN, 
covering: N. Y. State (except N. Y. City Address 
6000 Baltimore Ave Philadelphia 43, Pa.—Gran 
ite 2-6146 

SAMUEL HECKER, 
covering: Ohio, W. Va., Ky Western Pa., Fred 
erick & Hagerstown, Md Address: 2146 Wightman 
St., Pittsburgh 17, Pa Hazel 4915 

HOWARD D. NUGENT, 
covering Michigan Address 110 East Hancock 
Ave Detroit 1, Mich.—-Temple 1-3000 

M. MAYERSON CO., 
covering: Iowa, Neb., Kansas Address: 2342 Olive 
St., St. Louls 3, Mo 

J. P. SUTTON & SON, INC., 

covering: Tl Mo Ind Wisconsin (except North- 


western counties) Address 523 West Roosevelt 

Road. Chicago 7. Ill Chesapeake 5553-4 
CHARLES D. WHITE CO.., 

covering: New England Address: 589 Atlantic Ave 


Boston 10. Mass Liberty 8828 


Call any of the above 
direct for quick service. 


Bll 


ELECTRIC 


40 River St. 





Pawtucket, R. I. 
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session and made an inspection tour 
of the vast and modern Thompson Air- 
craft Products Company plant at 
Euclid 

EMEA members were especially in- 
terested in air conditioning, plant 
lighting, power distribution system, 
and electrical heat applications 

Speaker of the evening was R. E 
Cummings, chief engineer of Tapco’s 
valve and jet division, who discussed 
jet aircraft of the present and future. 

Women’s Division 

An audience of 119 members and 
friends attended the first Women’s Di- 
vision meeting of the fall season in the 
League auditorium and heard Miss 
Mary Webber, home lighting specialist 
of the General Electric Co., Nela Park, 
discuss the features of the new Cert 
fied lamps which recently reached the 
market. 

Miss Webber illustrated her interest 
ing lecture with slides and also dis- 
played and demonstrated several types 
of Certified lamps 


DAYTON—Paul J. Flory, secretary- 
treasurer of the Gas & Electric League, 
Inc., informs us that the League has 
recently been reorganized and_ has 
adopted a new Constitution and set of 
By-Laws 

It became incorporated on August 
6, 1947 and is operating on a non- 
profit basis. The board of directors 
meets the first Tuesday of each month 
and the regular membership dinner 
meetings are held the third Tuesday of 
each month with an educational pro- 
gram along the lines of their business 

Mr. Flory also tells us that the Elec- 
tric League broadcasts over WING 
twice a week for a 15-minute period 
and that tentative plans have been laid 
for a spring appliance show, depend- 
ing upon availability of merchandise 


DETROIT—At a recent dinner meet- 
ing, a panel of lighting experts pre 
sented to the members of the Electrical 
Association of Detroit the facts about 
the potential market in all phases of 
lighting: Home, school, office, store 
and industrial 
The lighting experts discussed 
whether there is a substantial market 
for Planned Lighting: whether Planned 
Lighting is Profit Lighting; and 
whether the local electrical industry 
is going to take advantage of the Na 
tional Planned Lighting Program 
The association has obtained for its 
members the Sales Training Course 
prepared by the Edison Electric Insti- 
tute. The course emphasizes electrical 
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Jacket 








The WIRE and CABLE 
with du Pont 


Bronco 60 is highly 
resistant to oils, sol- 
vents, acids, chemicals, 
abrasion, sunlight, heat 
and cold. Its long life 
means real economy. 


Made in the West by 


WESTERN 
INSULATED WIRE CO. 


1001 E. Sixty-Second St. 


Los Angeles 1, California 





December, 1947 




















Vaportight 


INDUSTRIAL 


LIGHTING 
FIXTURES 








Dependable lighting in the 
presence of dirt, gases, and 
moisture is assured by the 
substantial protection built 
into Pyle-National Vaportight 
Pylets. Heavy cast metal 
bases, weathertight sealing, 
and heavy guards, are fea- 
tures that provide for the 
most severe operating condi- 
tions of industrial service. 


The Pylet line includes a 
complete range of types, in- 
cluding types for conduit and 
wall mounting, universal 4- 
and 5-hub types, two and 
three gang, handrail and out- 
let box fixtures for 10 watt to 
200 watt lamps. Also Midget 
fixtures, Vaportight plugs and 
receptacles, switches, junc- 
tion boxes and other styles. 
Consult your Pylet Catalog 
1100 for complete listings. 


THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Avenue, Chicago 51, Illinois 





December. 


‘BRAZING 





Ee 

selling throughout, although the basic 
selling principles taught are of value in 
all types of selling. Two of the ten 
especially aimed at light- 


| 
| 
' 
| 


lessons are 
ing. 

Registration fees are $3.50 for mem- 
The 
course has already started—October 2, 
and will end on December 11. 


bers and $5.00 for non-members. 





INDIANAPOLIS — 


League of 


The Electric 
Indianapolis held a ‘Free 
Enterprise” meeting on November 20 
at the Riviera Club where those pres- 
ent heard Park, 
Public Section, Appliance 
and Merchandise Dept., General Elec 
tric Company, speak on the 
“Public the Best 

Business Insurance.” 


George B manager, 


Relations 


subject 
Relations Form of 
In his speech, Mr. Park proved that 
every individual American citizen who 
holds a job or owns a business should 
be his own best public relations man 
for “selling in” the private enterprise 
system. 

November 4, the first 


On Tuesday 
Basic Sales Training Course by the 


Edison Electric Institute was com- 
| pleted. Out of a total of 60 enroll- 
| ments, 48 students attended at least 


six sessions and were given certificates 

Final being made 
for a dinner and get-together by the 
Contractors group to which will be 
invited representatives of the jobbers 
and 


arrangements are 


some manufacturers It seems 
members have been asking for such an 


event for the past two years. 


MILWAUKEE — Members of the 
Wisconsin Radio Refrigeration & Ap- 
pliance Association met at the Hotel 
Knickerbocker to the lifting 
of W credit regulations, and merchan- 
dising television 


discuss 


The latter part of 








SODERING 
WELDING 








| 
| 
| 
' " wee 

L. B. ALLEN CO., Inc. 
6701 BRYN MAWR AVE. 


ers 


od allow \cle me bam) SS 


1947—-ELECTRICAL WHOLESALING 








THE BEST VENTILATION 
FOR NEW OR OLD 
> KITCHENS 


TRADEWIND CLIPPER 
BLOWER 


This proven method of ventilat- 
ing home kitchens and other small 
rooms traps heat, grease and odors 
the instant they rise and expels 
them out-of-doors. Clipper Blow- 
ers offer two vital advantages: 


1. They are located in the ceiling 
directly above the stove — where 
the heat and smudge first collect. 
2. The motor in the Clipper is 
completely separated from both 
the blower and the dirty air — an 
exclusive patented feature which 
has resulted in greater efficiency, 
longer life, easier servicing. 


Study the sketches above. Clipper 
Blowers are quickly and inexpen- 
sively installed in the ceiling be- 
tween joists and vented outside. 
Only an inconspicuous “‘dripless” 
ceiling grille is visible, yet motor 
and blower assembly are instantly 
removed without tools. 


Ask your jobber for details of the 
Clipper Sales Plan or write us for 
complete information. 


TRA DE-WIAND MOTORIANS. (WO 


$721 SO. MAIN ST., LOS ANGELES 37, CALIF. 
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| want you to know 
fm our profitable line 





because you'll see the chance to make real 
money with Wm. Penn fixtures. 


You'll like the rugged lightness, the beautiful 
finish, and simple installation features of 
this quality line — made in units for individual 
or continuous mounting (low inventory to 
you) and you'll like the prices! 


For consumers— even distribution of maximum 
light at low cost. 


For you—faster sales and more profit. 


Write us for catalog descriptions. 


Latest item: profitable 
8-ft. Slimline fixture WILLIAM RANIERI 
President 


Wm. PENN FLUORESCENT LIGHT MFRS 
1639 South Broad Street, PHILADELPHIA 48. PA 


MINERALLAC (svs4en- Lon 


Sivel HANGERS, CLIPS, STRAPS Seovtity Fixtores 


nd Increase 














L . 
gh 


‘ 
> 





*, 


| Bulb Sales 


oe 





The full, sparkling beauty 
of candelabra, crystal and 
polished fixtures is effec- 
tively brought out by the 
Candy!lbeme Lamps. Light- 
ed or unlighted, they add 
charming realism to all 


Minerallac Cable, Conduit and Messen- 
ger Hangers are STEEL. Easier, quicker 
to install; permit speedy, compact wir- 
ing; economical. Also in Everdur... 
Porcelain Insulating Bushings available. 


candle type fixtures. In- 
crease your fixture sales as 
; : well as your bulb sales by 
Jiffy STEEL Clips (Pipe-clamp) require 
only one screw, nail or bolt; rib-strength- 
ened; for hanging pipe, conduit, BX ca- 
ble, mounting coils, etc. Millions in use. 


featuring Candylbeme 
Lamps 


IHlustrated bulletins with de- 
tails and prices sent upon re- 
quest 


Steel Straps for Messenger-cable serv- 
ices on outlet boxes: may be used in 
conjunction with hangers. 


Nationally Advertised. 


Order from your Electrical Wholesaler. 
Send for literature. 





MINERALLAC ELECTRIC COMPANY 


25 North Peoria Street Chicago 7, Illinois 


| Lamp Cs. 
| 1034 Tyler St., St. Louis 6, Mo. 





' 


the meeting was given to round table 


discussion. 


Association members enjoyed seeing 
General Electric’s House of Magic— 
a spectacular show which was brought 
to Milwaukee bv the Electrical League 


KANSAS CITY—A _ joint luncheon 
meeting of the Electric Association of 
Kansas City and the Chamber of Com- 
merce was held recently under the di 
rection of Harry B. Munsell, president 
Kansas City Power and Light Co. 

[he principal speaker at the meet- 
ing was C. B. Kelly, manager, Power 


Pool, Davenport, Iowa 


NEW YORK CITY—tThe Electrical 
Women's Round Table, Inc., of New 
York City has recently voted on main 
taining a bulletin to be distributed to 
members “every-once-in-awhile” which 
will keep them posted on up-to-date 
ictivities of the Association and its 
individual members 

porarily, the title for the bulle 
tin is called “‘Contact.”” However, mem 
bers are requested to suggest other 
titles and until a suitable title has been 
chosen. the bulletin will continue to be 


called—* Contact.” 


The 1947-1948 Roster of EWRT in- 
cludes 

Executive Committee—Chairman Har- 
riet Gormley, Westinghouse Electric 
Corp.: vice chairman and chairman of the 
Educational Committee, Ruth Gaffney, 
Farm Journal, Secretary Matilda E 
Squires, Hlouse Furnishing Review; and 
[Treasurer Alice C. Wilhelm 
Committee Chairmen 

Program Committee, Helen W. Ken 
dall, Good Housekeeping Institute; 
Membership Committee, Frances Ar- 
min, National Adequate Wiring Bur- 
eau; Publicity Committee, Barbara 
Duggan, Landers, Frary & Clark; Re- 
ception Committee, Ernestine Indrieri 
Proctor Electric Co.; and Dinner Com- 
mittee. Lucy L. Hanan, Consolidated 
Edison Co 


PHILADELPHIA—A Lighting Show 
sponsored by the Lighting Equipment 
Manufacturers’ Group of the Electrical 
\ssociation of Philadelphia was held 
at the Edison Building, 900 Sansom 
St. on Nov. 18, 19 and 20 

New lines of commercial and indus- 
trial lighting were exhibited by lead- 
ing manufacturers of lamps and fix- 
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tures. Thirty booths of demonstrations | 
’ plus the motion picture film, “Seeing Ah ] ' 
Knockouts Don t Is the Biggest Thing in Selling,” was ) 
° viewed. 4 
Line Up? 


A lighting specialist was present in 
PL " every booth to present the greatest TURN ANYTHING 
USE OFFSET NIP ES! benefits of planned lighting with the 
"ann Aecsnsiaiie in lighting equip- ELECTRIC 
= ment. “on” AND “OFF” 
REGULARLY 


ROCK ISLAND, ILL.—The Electri- 
“a ies : AND AUTOMATICALLY. 


Institute of Tri-Cities had as 
its speaker, Harry Epstein, electrical 


— | engineer, Westinghouse Electric Corp., iy) ) F ' iy’) gO 
‘iy Chicago, Ill., at a recent dinner meet- 
ing \ 7 


The Dolco Offset Utility Nipple makes 




















possible meunting of switches, gutter “Industrial Distribution Systems” 

outlet boxes and other equipment where | was Mr. Epstein’s subject for the For all types of electrical switching and time control; stand- 

. ical ia alle Mees as i choi eveninn. His talk covered the de ard 24-hour models available for 110 or 220 velts, 60c. A.C 
nockouts do Pp. PP <a E Diced ; Additional features such as Astronomic Dial, Weekly Calendar 

are same length. Underwriters Ap- velopment of industrial distribution Wheel, additional ‘ON’ and 'OFF' operating arms, Selectors, 

proved. Sizes ¥%2”, %”, 1”, 1%", 112”, systems from the first simple installa- Time Delay circuits, and other features are available te meet 

. 2 ere x . : ' ; <7 pour requirements. Prices trom $13.00 list sedep. We will 

2”. Sold through wholesalers only. tion of the early days on through to be pleased te recommend the Tork Clock best seited te year 

Write for full information. the more elaborate modern systems needs. 

Also manufacture Entrance Elbows required today. Slides were also 

Meter Loop Boxes, Sequence Meter shown, 

Troughs, Ground Clamps. U Bolts, SHOW WINDOWS 

Ground Bushings. | | 


President McNeally has appointed a 


sagene , 
Nominating Committee for the asso- SIGNS AND POSTERS 
| ciation’s 1948-49 election of offices 
DOLCO MANUFACTURING || Which includes H. M. Heysinger, chair- HEATING CONTROL 
Cherry & Curry Sts. man; R. F. Baumgartner; H. M. Car- mn bie 
North “seul Paar Calif. michael; C. P. Conrad and K. A. Hills AIR CONDITIONING 
POULTRY HOUSE LIGHTS 
; DEFROSTING 
SAN DIEGO The Tenth Annual 
Electrical & Home Appliance Show | FREEZER UNIT ALARMS 
sponsored by the Bureau of Radio and | 


Esectrical Appliances opened on De- STREET LIGHTING 
APPLIANCE CONTROL 














NOW! SELL FAST CUTTING 





ROTARY MASONRY DRILLS 





cember 2 in the Federal Building, Bal- 


: boa Park 
WS * Cut Holes 4 Times Faster Se aaa : oe 
Ss ie * Stay Sharp Up to 50 Times The show opened at 1:00 P. M. daily, 





Longer closing at 10:30 P M each night 
* Drill Any Type of Masonry through December 7, the final day 
* Fit Any Rotary Drill, Drill Admission was free and.the exhibitors ASTRONOMIC DIAL “ow: ona ore 


Press or Hond Brace include d manufacturers, distributors operating arms ore adjusted daily te tun 
time = avtomoticaliy Follows changing 













and manufacturers’ representatives. seasons with uncanny accuracy, requiring 


@ Offered at the lowest prices in history 


no attention after being set when in 
and advertised to a market of millions, 


Publicity on the show was not re- stalled. Price —only $12.00 extra with 


new Carboloy Masonry Drills represent a leased until one week before the show any Standard 24-hr. Model Tork Switch 
Write for complete bulletin on Astronomic 
Dials and other Tork Products 


booming market for aggressive merchan- 
disers. No other masonry drill can match , Ka 

its advantages in design, durability. The newspapers, D) radio, on street cars, on 
construction rush isn't coming—it's here! 
Cash in now on Carboloy’s profitable re- 
sale plan. Send for details today! Carboloy 
Company, Inc. 11127 BE. 8 Mile Ave., 
Detroit 32, Mich. 


opened Then it was advertised in 


signs, etc 





mL CLOCKS 


‘SAFETY SET’ 
COMMERCIAL 


WALL CLOCK 








SALT LAKE CITY—tThe Intermoun 


tain Electrical Association recently 









15 POPULAR SIZES 

ASK ABOUT SPECIAL F 
6-DRILL SET, 346", 14’, 
She’, %", y,’ 


sponsored am all-electric home built 


by Jack Jacobs, an electrical contrac 


tor, at 2334 Simpson Avenue, Country 
ad : i 
AND 5,4", IN Club Villa This home was open to Wo standing on chairs; electrosetting mechanism allows clock 
FREE CANVAS KIT the publi and there are over 5.000 te be re-set easily from the floor. Reflectioniess 14” dial; 








Spun aluminum case, white, maroon and polished slemiaua. 
Self-starting, 110 volts, 60 cycle A.C 





people who have gone through this 
Solid round shank tipped with home to see its all-electric features. 
Carboloy Cemented Carbide — 


— Boag The adequate wiring was particularly Th ah : ats 
man. bei 
ardest metal made by played up by small signs posted in con () I; K | ()( K () 
ic s aces) ar 10-Wav y 

CARBOLOY MASONRY DRILLS spicuou place 1round two teste xs Theta satel 
€ 


CEMENTED CARBID switches. mantel shelf outlet, conveni- 
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THE LIFETIME 
HANDLE 


DOUGLAS 
Aluminum 
Compass Saw 
Handles al- 
low easy ac- 
cess to hard- 
to-reach 
places. TWO 
convenient 
wing nuts permit quick rever- 
sal of the blade, and hold it 
perfectly rigid. Handle is 
made in one piece. 


DOUGLAS BLADES 
LAST LONGER 
DOUGLAS Compass Saw 
Blades are made _ from 
highest grade spring steel. 
The teeth alternate from 
one side to the other; each 
tooth double sharpened. 


Pat. Pending 


Send for Price Sheets 


DOUGLAS CO. 


P. O. Box 1864 Charlotte, N. C. 


DOUGLAS 
















ELECTRICAL 


FOR HEAVY 
INDUSTRIAL SERVICE 








Lug 
Write fer a complete selection of 
RUSGREEN bulletins 


ENDULATORS (POTHEADS) ALL SIZES * ALL 
SHAPES © ALL VOLTAGES © ALL TYPES 
* BUS SUPPORTS © SPLICING KITS AND 
MATERIALS © INSULATING COMPOUNDS 


a 


RUSGREEN MFG. CO. 


14260 Birwood Avenue * Detroit, Mich 
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SPECIALTIES EN 


FROM STOCK’ 





ent outlets, telephone outlets, 


Booklets were also distributed by the 


etc. 


association on the adequate wiring 
story. 
Vere Halliday of General Electric 


Supply recently addressed the South- 
eastern Utah Chapter on the subject, 
“Evolution in Marketing.” 


YOUNGSTOWN, O. 
Modulation 


Frequency 


and other new develop- 
ments in broadcasting, including tele- 
vision and facsimile, was presented by 
J. Lothaire Bowden, district 


of the WKBN 


luncheon 


manager 
Broadcasting Co. at a 
the 

Ohio on 


Electrical 
Monday, 


meeting of 
League of Eastern 


November 3. 


At the November 7 luncheon meet- 
ing Harold Miller, a power sales engi- 
neer of the Ohio Edison Co., showed 


entitled “More 
The dealt 


with load distribution in industrial and 


a sound, color film 


Power to America.” film 


large commercial installations 


MORE FACTS 


ON PRODUCTS 





Fluorescent and Incandescent Lighting 
Fixtures—The Solar Light Mfg. Co., 


! 





3157 South Jefferson St., Chicago, IIli- 


nois has recently published a catalog 
that contains actual photographs, illus- 
trated drawings, and charts of how 
various lights can be utilized in stores, 
offices, banks and institutions 
to create different effects in lines, forms 
and finish 


schools, 


When »rifing ELECTRICAL WHOLESALING 





Fuses—A 4-page folder describing the 
significance of balanced lag in elec 
trical fuses has been published by 
Pierce Renewable Fuses, Inc., 211-219 


Hertle Ave., Buffalo, N. Y 
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Heater Cords and Cord Sets—Catalog 
No. 70 contains a specification listing 
of the various types of heater cords 
manufactured by the Cornish Wire 
Co., Inc., 15 Park Row, New York 
City 7, N. Y. The catalog includes 
illustrations and descriptive data on 5 
of the company’s heater cord sets. 


“pou ELECTRICAL WHOLESALING 
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Manufacturer’s 
Representatives Wanted 


@ Wanted Representative Cover- 
ing Elec'l| Wholesalers To Handle 
National Advertised Connectors 


Warehouse Facilities Essential. 


RW 3166 
Electrical Wholesaling 
330 West 42nd St., New York 18, N. Y. 








*% Live Wire 
SALES ORGANIZATION 
Open For Additional Line 


to the electrical wholesaling 
field for Philadelphia, Balti- 
more and Washington area. 


Covering the trade for the 
past seventeen years. Finest 
contacts. Rererences 
exchanged. Only interested in 
substantial set-up. 


RA 3200 Electrical Wholesaling 
330 W. 42nd St., New York 18, N. Y. 








ATTENTION MANUFACTURERS 


Three well established MANUFAC 
TURER’S REPRESENTATIVES, exclusively 
electrical, desire representing additional 
following 


manufacturers. Exceptional 


among wholesalers and larger chains 
in New York Metropolitan Area, Central 
and Southeastern States, with offices in 
New York City, Philadelphia, Charlotte, 
Atlanta 


available. 
Address reply to RA-2051, 


ELECTRICAL WHOLESALING, 
330 West 42nd Street, New York 18, N. Y. 


and Miami. Finest references 














REPRESENTATIVES 
WANTED 


Insulated wire manufacturer 
has the following territories 
open: Michigan, Virginia, 
Iowa, South Dakota, Texas, 
Oklahoma, New York State 
excluding metropolitan New 
York City. 


RW-3013 Electrical Wholesaling 
330 West 42nd St., New York 18, N. Y. 
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TO REEL OR UNREEL 


THE F asikst WAY 





WHATEVER YOU USE ON A REEL. 
WIRE, CABLE OR ROPE. SAVE TIME AND LABOR WITH 


ROLL-A-REEL 







Portable 
Lightweight 
Slanted front 
Positive front lock 
No jocks needed 
Adjustable slots for mony widths 


TAKE tT TO REEL, 


— STORAGE OR JOB 
Style A: 
2,000 Ibs. cap. 
37.50 


Style B: 
4,000 Ibs. cop. 
75.00 
f. o. b. Cincinnati 





ASK FOR DETAILS 


ROLL-A-REEL 


327 WEST FOURTH STREET 
ee ee me 


Fluorescent 
BALLASTS 


---4 TO 40 WATTS... 


STANDARD LINE & 
PLUG-IN TYPES 


IMMEDIATE DELIVERY 





“PLUG-IN” TYPE ILLUSTRATED ABOVE 


COMPETITIVE PRICES 
PROMPT DELIVERIES 
UL APPROVED 


Quiet... Quality...long life... 
For origiral equipment or replacements 
use and recommend SYKES ballasts. 
Write for prices and catalog sheets. 


“4 


ELECTRIC MANUFACTURING CO. 
CHICAGO 22, ILLINOIS 
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Home Adequate Wiring System—A 32- 
page, 4-color booklet recently published 
by the Electrical Living Committee, 
420 Lexington Ave., New York 17, 
Y., is entitled, “Planning Your 
hes for Better Living—Electrically.’ 
The booklet is for both the home buyer 
and the home remodeler and empha- 
sizes the importance of intelligent prior 
planning, and proper selection of 
equipment, to insure easier living and 
a really modern home. Twenty-five 
cents per copy 
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Multiple-Cut Tool Head—lorm DM- 
947 describes the multiple-cut tool 
head as it is used in connection with 


an electric drill, and illustrates its many 
and varied uses in the electrical indus- 
try. Misener Mfg. Co., 202-8 Walton 
St., Syracuse 2, N. Y 
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Resistors—An &-page sales bulletin, 
No. 35, fully illustrates and describes 
the various types of ribbon resistors 
available for high current applications 


It also contains useful data relating to 


their resistance values, current carry- 
ing capacities, dimensions, methods of 
mounting, etc. Ward Leonard Elec 
Co., 31 South St., Mount Vernon, N. ¥ 










Wnccntion  ? ELECTRICAL WHOLESALING 











MANUFACTURER’S 
REPRESENTATIVE 


Wanted by well-established 
manufacturer of sun lamps, 
heat lamps, desk lamps, cord 
sets and wiring devices. Pro- 
tected territories throughout 
United States. Must have fol- 
lowing in wholesale electrical 
and drug chains. Indicate 
lines currently handled. 


R W 3125, Electrical Wholesaling 
330 West 42nd St., New York 18, N. Y. 











LINE WANTED 


Established manufacturers’ repre- 
sentative with excellent following 
of electrical wholesalers desires 
additional line for New York 
Metropolitan Area. Two men in 
field. 


erage assured. 


Intelligent thorough cov- 


R.A. 2025 
ELECTRICAL WHOLESALING 
330 W. 42nd St., New York 18, N. Y. 




















ILSCO 


LUGS AND 
CONNECTORS 





ADDED STRENGTH 
WITHOUT ADDED COST OR WEIGHT 


collar and 
added 


against pull-out. 


SERRATIONS in 
tang provide 


strength 


MORE THREADS are gained 
through the deep boss. 





COLLAR SECTION § cannot 
pull out because prefabri- 
cated from drawn seamless 


copper tubing. 













TODAY 


Write for 48-page illustrated 
catalog and data on connec- 
tors, soldering and solderless 
lugs, fuse clips, etc. 


COPPER TUBE 
& PRODUCTS, Inc. 


CINCINNATI, OHIO 





Makes BETTER 
Soldering EASIER 


VULCAN Counterpoised 
Electric Soldering Tool 


So expertly counterpoised that 
the tip seems to be attracted 
like a magnet to the point to be 
soldered. 


Tip is clear of all interference, 
so it easily reaches hard-to-get- 
at places, always in clear view 
of the operator. 


Aluminum fins dissipate the heat. 


ALL PARTS REPLACEABLE 
STANDARD HEATING HEAD 
UL APPROVED 


VULCAN ELECTRIC CO. 
Danvers 9, Mass. 


Electric Soldering Tools 
Electric Solder Pots 
Electric Heating Units 
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Check the features 
emphasized here, 
and you'll see why 


Signal Kitchen 
Vent Fans are 
popular with the 


trade and custo- 
mers alike... fea- 
tures that all point 
to more sales... 
a quality product 
popularly priced 
to actually meet 
the demand for a 
kitchen necessity 
. an item needed 
the year round. 


Find out more 
about Signal 
Kitchen Vent Fans. 
Write for catalog 
information now! 


ELECTRIC 
DRILLS 


Signal port- 
able electric 
drills in mod- 
els for light 
and standard 
duty. OB-4%” 
drill illustrated has abundance of power ae- 
veloped by a smooth running universal motor 
. . « is well balanced, with a comfortable 
rip and air-cooled handle. In _ addition, 
B-8%” drill for light duty, and OB-S5 stand- 
ard duty %” drill has everything expected in 
a good drill—power, proper speed, correct 
balance, high quality construction. Ask for 
drill catalog and price information. 


SIGNAL ELECTRIC MFG. CO. 


sas 
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How to increase your 
chance of getting repeat orders 


Customers rarely change from a product if they are completely sold on its 
merits. They may in an emergency temporarily use a substitute — but at the 
first opportunity they will return again to the use of the original product. 

This being the case, it naturally follows that if we can convince a user of 
the outstanding merit of some product we have a good chance to hold his 
business come good times or bad times. 


Take Fusetrons for example 


If you show your customer that Fusetrons are ALL-PURPOSE fuses, that 
they give many kinds of protection, that they can serve in ways other protective 
devices can’t— then you will have a customer who is likely to stay sold. 

On the other hand, if your customer gets the idea that Fusetrons are only 
better for motor protection, or for giving thermal protection to panelboards and 
switches, or for any other one or two uses — he may still be ordering other 
protective devices from your competitor when he should be ordering Fusetrons 
from you. 

When you sell Fusetrons — or any other product — try to get over the full 
story. A customer who knows all the facts cannot easily be taken away from 
you by a competitor. 


Selling help for you 


Don’t forget that the BUSS Bulletin in your binder gives you a complete 
sales presentation — and that trade papers every month carry a selling story 
on Fusetrons. 

These sources of information can be of help to you if you will turn to them 
from time to time. Keep yourself freshened up on the benefits Fusetrons give 
users and it will help you make customers who will remain your customers 
and give you repeat business. 


Bussmann Mfg. Co., St. Louis, Division McGraw Electric Company. 


~ 


BUSS FUSETRONS 


Stead 











